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State of the Nation’s Economy: 
Up 

INVENTORIES — Manufacturers’ 
stocks rose $46.9 billion at the end 
of December, up $400 million from 
November and $2.5 billion from a 
year ago. Wholesalers’ inventories 
in December were $400 llion 
above December, 1952, andtotaled 
$11.7 billion, or $500 million, lésg 
than in November. : 

Automotive OuTtpuT—Was esti- 
mated last week by Automotive 
News at 131,274 units, compared 
with 127,990 the week before, an 
increase of 3,284. 

Business INpEx—Physical volume 
of business in week ended Feb. 1 
stood at 104.2, against 103.5 the pre- 
ceding week, according to Bar- 
ron’s. 

Business Farures—Totaled 238 
in week ended Feb. 4, the highest 
since April, 1942, according to 
Dun & Bradstreet. There were 
233 business failures in the pre- 
ceding week. 

Construction AwarRps—Heavy 
construction awards in week ended 
Feb. 1 totaled $194,300,000, com- 
pared with $171,054,000 the week 
before. 


* * * 


Down 


PersonaL INcome—Americans 
earned at a $285 billion annual rate 
in December—$1 billion less than 
in November, according to Com- 
merce Department. 

Sree, Output—Was at 74 per- 
cent of capacity last week, 
against 74.4 the previous week. 

Jos Picture—The U. S. work 
force in week ended Jan. 9 totaled 
59.8 million, according to Commerce 
Department, or a million below De- 
cember. 





Top Cars 


New-car registrations for three 
states in January: 


1954 Pos. Make 1953 Pos. 
1—3,288 Chevrolet 2,8738— 2 
2—2,353 Ford 3,172— 1 
8—1,1384 Plymouth 1,933— 3 
4— 9383 Pontiac 1,073— 4 
5— 848 Buick 978— 5 
6— 705 ##Mercury 162— 7 
i— 456 Oldsmobile 656— 8 
8— 378° Dodge 841— 6 
9— 279 Chrysler 377—10 
10— 250 Studebaker 506— 9 
ll— 165 DeSoto 359—11 
12— 151 Nash 354—12 
18— 128 Packard 228—15 
14— 111 Cadillac 248—14 
15— 72 #£4Willys 285—13 
16— 68 Hudson 158—16 
17— 59 Lincoln 88—17 
18— 22 Kaiser 713—18 
19— 9 Henry J 61—19 
20 56 MG 5—20 
21— 1 Austin 4—21 
Total All Makes 
11,965 15,052 



















Outpat Inches Up 
With 3 Makers 
On Short Week 


Fora, Cadillac, Buick 
Stil on Overtime; 
0P.403 Cars Built 
/ By Tom Hewitt 

Staff Writer 
$. VEHICLE production last 
} eek inched up 2.5 percent 


e the preceding week. It was 
first weekly increase in car out- 





ing to Automotive News esti- 
mates, were 109,403 cars and 21,- 
871 trucks, against 103,119 cars 
and 19,871 trucks a week earlier. 
The output pace is due to pick up 
slightly this week since Chevrolet 
plans to work more plants on a 
five-day basis, after being on a 
four-day schedule at most plants 
last week. In the two preceding 
weeks Chevrolet worked only four 
days. 

Packard also will return to pro- 
duction after a week off, caused by 
parts troubles. 

* * * 
- of the gain will be nullified 
by the week-long shutdown, be- 
ginning today (Feb. 15), of Stude- 
baker’s South Bend plant. When 
operations are resumed next Mon- 
day or Tuesday, the firm will be on 
a one-shift, 40-hour week, instead 
of the two-shift, 32-hour week 
which it had been working. The 
second shift was dropped last Wed- 
nesday and will reduce Studebaker’s 

output by 20 percent. 

Studebaker will be closed this 
week for a survey of dealer in- 
* ventories. 

Last week five firms worked a 
short week—Chevrolet, Studebaker, 
Nash, Hudson and Dodge. The first 
three worked four days while the 
other two worked three days. 

Saturday work was confined to 
three firms—Ford division, Cadillac 
and Buick. 

ok “* * 

O FAR this year car production 

is running only 3.3 percent be- 
low 1953 levels, while truck output 
is down 11 percent. 

Through last Saturday (Feb. 13), 
U. S. plants had made an esti- 
mated 673,642 cars and 139,470 
trucks, compared with 696,372 and 
156,716, respectively, in the like 
1953 period. 

Harlow H. Curtice, president of 
General Motors, predicted at the 
Miami Motorama that GM this 
year would produce about the 
same number of cars as it did in 
1958, GM’s 1953 output amounted 
to 2,799,615 cars, for 45.6 percent 
of total production. 

Earlier, at the New York Moto- 
rama, Curtice said GM would build 
about 48 percent of the 6.3 million 
vehicles to be produced this year. 

Curtice declared in Miami that 
GM will produce on a month-to- 
(Continued on Page 69, Col. 1) 
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Seasonal Buildup Seen ... 


Car Stocks Ri 





By Bob Sheldon 
Associate Editor 


As DEALERS make ready for 
one of the most significant 
periods in new-car retailing his- 
tory, Automotive News’ monthly 
survey discloses a seasonal in- 
crease in inventories. 

The average dealership’s supply 


the Industry 







of new cars as of Feb, 1 was | by 4es 
114, a gain of 9 from the Jan. 1 | demo 
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and factories, used as 
Ators and still in transit. 
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index of 10.5 units. Last year at | The revised count for January was 
this time, there were 9.3 cars | 464,725. 


per dealer. 

The Feb. 1 average represented a 
total of 495,009 unsold new cars, 
including those on display in 
dealership showrooms, warehoused 


Dealers’ Average New-Car Stocks 


(In Field and in 


Transit to Field) 


rn, 


Vda 


10.7 CARS 


PREVIOUS 


HIGH 
13.4 Cars — Nov. 1, 1953 


JAN. 1, 1953 


MARCH 1, 1953 


RECORDS 


Low 
3.9 Cars — Aug. 1, 1952 


—Automotive News estimates 





Dealers Call on Senators 
For T-H Exemption 


By William Uliman 

Washington Correspondent 
ASHINGTON.—A NADA official 
last week told the Senate Labor 
Committee that local retail estab- 
lishments should be exempt from 
the Taft-Hartley Act. The commit- 


Production 


Automotive News Estimates: 
U. 8. Cars, Trucks 


137,511 
131,274 127,990 


Last Prev. 1953 

Week Week Week 
For complete production totals 

by makes, see table, page 69. 





Packard Realigns for Competitive Era 


By Pete Wemhoff 
Editor, Automotive News 

N A MAJOR move to make Pack- 
ard “more competitive,” the 
apeew is moving its engine, auto- 
c¢ transmission and axle manu- 
facturing from Detroit to near-by 
Utica, Mich., President James J. 

Nance announced last week. 


the final assembly and body oper- 
ations will continue at the old 
East Grand Blvd. (Detroit) plant. 
Company offices will also remain 
there, 

He said that after the engine, 
transmission and axle operations 





are moved to the new Utica plant, 
which was completed in the past 
year following the big cutback on 
jet engithes, there would be suf- 
ficient area available for final as- 
sembly operations. 


. os * 
yes statement, plus the fact 
that Chrysler Corp. recently 
purchased Briggs (Packard’s body 
supplier), lent substance to the 
speculation that eventually the De- 
(Continued on Page 62, Col, 4) 


tee is considering proposed re- 
visions to the act. 

Such exemption, said James 
Moore, NADA general counsel, 
should be patterned after the 
retail establishment exemption 
now a part of the Federal Wage 
and Hour Law, which has been in 
effect for several years. 

“We believe,” Moore said, “that 
such an exemption in the Taft- 
Hartley Act will be practical and 
should exclude from the jurisdic- 
tion of the National Labor Rela- 
tions Board any retail or service 
establishment, more than 50 per- 
centum of which establishment’s 
annual dollar volume of sales of 
goods or services is made within 
the state in which the establish- 
ment is located. 

* * ® 
x A ‘RETAIL or service establish- 
ment’ shall mean an establish- 
ment 75 percentum of whose an- 
nual dollar volume of sales or goods 
or services (or both) is not for re- 
sale.” 

In expressing belief that NLRB 
should not have jurisdiction over 
local retailers, Moore cited the 
situation in Bogalusa, La., where 
car dealerships are being picketed 

(Continued on Page 70, Col. 1) 





GM Parts Plan 
Widespread realignment is ex- 
pected as result of General Mo- 
tors’ new wholesale program on 
parts. See story on page 40. 





HE rise in the new-car stock 

index was the second recorded 
in as many months, January’s 
figure of 10.5 marked an advance 
from 10.4 in December. 

In prewar years, and to a lesser 
extent in the postwar era, a 
growth in inventories during the 
winter months signaled a build- 
up in preparation for heavy 
springtime demand. 

Now, in the months that lie 
ahead, dealers may get the answer 
to a question that has assumed 
compelling importance: Just what 
is a normal market? 

* . = 


NOSsAL, in the prewar sense, 
meant a_ selling rush that 
started in March, reached a peak 
in May and then slackened stead- 
ily until touching a low point in 


September. 

Here the stimulus of new 
models was and sales 
began a slow u climb that 


was interrupted by bad weather 
in January and February. 

Except for the January and 
February lull, due in part to the 
new timing of model changeovers, 
that pattern has not generally 
been followed since the end of 
World War II. Sales have re- 
mained fairly constant from month 
to month. 

Up to now, it is true, the auto 
industry’s distribution and sales 
practices have been dictated large- 
ly by circumstance—by, first of all, 
the necessity of putting a country 
back on wheels; by international 
crises, and by production controls. 

* 7 - 


| atone during the first half of 
last year, sales seemed to 
follow the production curve, rather 
than any particular buying habits 
of the public. 


Having thus abandoned its 
prewar sales formula, including 
a well-defined new-model intro- 
duction period, the industry now 
is watching wtih concern to see 

(Continued on Page 69, Col. 3) 


Factories Asked 
To Attend Mo. 
‘Bootleg’ Parley 


EFFERSON CITY, Mo.—To dis- 

cuss ways to combat the “vicious” 
new-car bootlegging in this state, 
the Missouri Automobile Dealers 
Assn, last week invited all factory 
regional and zone managers to a 
meeting Feb. 26 in Kansas City’s 
Muehlebach hotel. 


Members of MADA’s executive 
and industry relations committees 
will attend the session. 


James Gorman, secretary of 
MADA, told Automotive News 
that his board considers the wide- 
spread bootlegging in Missouri to 
be “the most serious threat to the 
auto business today.” 

Gorman said MADA is circulariz- 
ing its members for data on new- 
car bootlegging, such as serial 
numbers of 1954 models being of- 
fered on used car lots, the number 
of new models being sold, and types 
of advertising being used. 

* * * 
yas data will be presented to 
the factory officials, represent- 
ing all makes of cars, in the hope 
(Continued on Page 63, Col, 1) 
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Cheyenne Mechanics 
Take 5-Cent Pay Cut 


By Gerhardt Neumann 
Staff Writer 

A FIVE-CENT hourly wage cut 

for shop personnel hag been 
agreed upon by the Laramie County 
(Wyo.) Dealers Assn. and Local 
1023 of the AFL Auto Mechanics. 
Main city in Laramie County is 
Cheyenne. : 

Don Cloyd, president of the 
union, said the membership “views 
this action as a possible step— 
however small—toward a decrease 
in living costs.” 

Auto shops and garages have 
slashed 20 cents an hour off cus- 
tomer labor rates, making a 25- 
cent reduction for motorists on 
all repair work, or $3.75 instead 


of $4, 

While it is reported that negotia- 
tions leading to the agreement 
were amicable, the action was gen- 
erally taken as an indication that 
the auto repair business in Chey- 
enne has been dwindling steadily. 

Otis Melton, president of the 
dealer association, declared that 
both the union and the dealers 
“are happy to have worked this 
lower wage scale as a contribution 
to lower living costs.” 

However, both the union and em- 
ployers expressed the hope that the 
move would result in increased vol- 
ume of work. 

According to Cloyd, the local now 
has 139 members, compared with 
165 a year ago. Some mechanics, he 
said, have left Cheyenne because 
they felt the high wage scale was 
reducing volume, 

“By this action,” he added, “we 


Air Force Grants 
Confirmation of 
‘Hudson Contract 


DETROIT. — Hudson last week 
announced Air Force confirmation 
of a new contract with Glenn L. 
Martin Co., calling for substantial 
additional quantities of airframe 
components for the B-57 Night In- 
truder bomber. 

Hudson has been producing fuse- 
lage and tail sections for the B-57 
since the inception of the Martin 
bomber program. 

For security reasons, neither the 
number of units nor the dollar 
value of the new contract was dis- 
closed, but Hudson said it “involves 
many millions of dollars.” 

The new commitment to Hudson 
is about 90 percent of the size of 
Hudson’s existing contract with 
Martin. Fulfillment of the new pro- 
gtam will sustain production and 
employment well into 1955. 


Chrysler Sales at Peak; 
Profit Is $74 Million 


DETROIT.—Chrysler Corp. re- 
ported last Thursday a net profit 
of $74,788,617 for 1953, down 
slightly from $78,696,599 the pre- 
vious year. 

Dollar sales were at an all- 
time high—$3,347,363,995, up from 
$2,600,958,683 the year before. 
The net was 2.23 percent of sales 
in 1953, compared with 3.03 in 








hope to bring back customers as 
well as more mechanics to the 
Cheyenne area through increased 
business volume.” 
= + az 

USTOMER labor rates were 

viewed last week from a dif- 
ferent angle by Claude 8, Klugh, 
general manager of the Pennsyl- 
vania Automotive Assn. 


These rates and service depart- 
ment profits, Klugh holds, are the 
key to the question of whether a 
dealer could win a union election. 
Without these two factors, Klugh 
added, no dealer can develop a 
good employer-employe relations 
program, 

“Don’t think,” Klugh pointed 
out in the latest bulletin of the 
association, “that just because 
you are a small dealer or have 
a place of business in a small 

community the lightning can’t 
strike you or will miss you in 
favor of a better target else- 
where. 


“In certain other areas in Penn- 
sylvania,” Klugh went on, “due to 
quick and energetic action by the 
dealers, several elections were won 
by dealers by overwhelming votes, 
while in other sections the union 
representatives became discouraged 
and did not even request elections. 


“Adequate customer labor rates 
and efficient management of your 
service department,” Klugh con- 
cluded, “will give you the gross vol- 
ume needed to compensate your 
employes adequately and provide 
working conditions and fringe 
benefits consistent with an up-to- 
date employer-employe relations 
program.” 

a + ~ 
NDING its controversy with 
Walter P. Reuther, president 
of the CIO and UAW, the U. 8. 
Labor Department, after studying 
the latest unemployment figures, 
decided last week to put the De- 
troit area in the “distressed labor” 


category. 
While Reuther hailed this step 
as “realistic and hontest thinking,” 


Secretary of Defense Charles E. 
(Continued on Page 67, Col. 1) 
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Florida Old Timers Elect Officers— 





William Catlin (center), Jacksonville, was elected president of the Florida Council 
of Automobile Old Timers at a meeting in Miami. Ed Lee (right), Pensacola, was 
named vice-president, and Walter C. Mallory, Orlando, secretary-treasurer. 


Studebaker Goal for ’54: 
Keeping Dealers Strong 


By Bob Sheldon 
Associate Editor 

DETROIT. — Studebaker’s No, 1 
objective in 1954 is to come 
through the year with a strong 
dealer organization, C. K. Whit- 
taker, sales vice-president, de- 
clared last week. 

After conferring with Detroit 
district dealers, Whittaker told 
newspapermen that his company 
would control production to 
forestall price-cutting and “fire 
sales” which, he said, could spell 
ruination for the auto industry 
if continued. 

He noted that some “popular- 
priced new cars” were appearing 
on used-car lots and added that 
this was the sort of thing Stude- 
baker sought to avoid. 

At the same time, Whittaker 
emphasized that Studebaker didn’t 
want its dealers getting under an 
“umbrella.” He said the company 
would like to see its share of the 
market boosted to 4 percent, com- 
pared with 2.8 percent in 1953. 

Whittaker said that Studebaker 
dealers now had a six-week supply 
of new cars on hand, having re- 
duced inventories “considerably” 
from May and June levels. Of ap- 
proximately 2,500 dealers, he said, 





Tinted View Pains Experts 


GM Vice-President, Ophthalmologist Disagree 
On Effects of Colored Windshields 


MIAMI.—Although he admitted a 
2 percent reduction in vision while 
driving behind heat-absorbing 
glass, Charles Chayne, engineering 
vice-president of General Motors, 
told a press conference at the GM 
Motorama here last week that 
ophthalmologists have “gone off 
the beam” in their criticism of 
tinted windshields. 

Asserting that GM pioneered 
in the field of tinted windshields, 
Chayne said work on the glass 
Was reviewed “very carefully 
with state authorities before it 
was put into production, 

“As a matter of fact,” Chayne 
said, “we had ‘one particular state 
that was particularly cautious. 
But we showed logically and very 
conclusively that there is only 





Nash Dealers Meet with Factory Officials— 


Nash dealers from the central division sales area met in Detroit for the first in a 
series of dealer conferences with Nash officials. Similar meetings were held in New 
York and Los Angeles. Standing in back row (from left), are W. P. Leahy, Portage, 
Wis.; lL. C. Barnett, Topeka, Kans.; J. D. Holmes, Woodstock, Ill.; H. C. Doss, sales 
vice-president; George Romney, executive vice-president; W. A. Stutzel, Rockford, 
Wy E. E. O'Neill, Sioux City, Ia., and R. G. Reifling, St. Louis. Front row: M. C. 
Bledsoe, Shreveport, la.; George Petry, Manitowoc, Wis.; E. L. Sisk, Hopkinsville, Ky.; 
t. P. Marshall, Flint; Wayne Pack, Miami; A. W. Warner, Fergus Falls, Minn., and 


C. B. Kilgore, Corpus Christi, Tex. 


about reduction in 
vision.” 

In answer to ophthalmologists’ 
views that visual acuity is hin- 
dered if driving behind tinted 
glass at night, Chayne said that 
the reduction of strain on the 
motorist’s eyes through the use 
of heat-absorbing glass in day- 
time driving means that his eyes 
will be “in much better shape for 
nighttime driving. Your visual 
acuity is not lessened,” he said, 
“but it is somewhat bettered.” 

Latest ophthalmologist to con- 
demn tinted windshields is Dr. 
Paul W. Miles, of St. Louis, who 
claims visual acuity or per- 
ception is markedly decreased 
by the use of tinted glass in 
night driving. 

Writing in the January issue of 
the Archives of Ophthalmology, a 
monthly periodical published by 
the American Medical Assn., Dr. 
Miles claims green _ windshield 
glass should be in a separate layer, 
to be moved aside for night driv- 


2 percent 


ing. 

In addition, Dr. Miles, who is as- 
sociated with the department of 
ophthalmology and the Oscar 
Johnson Institute of the Washing- 
ton University School of Medicine, 
said “persons with defective 
vision, including color blindness of 
the common should be ad- 
vised to add a jiary headlights 
to their automobiles and to avoid 
any type of tinted glass for night 
driving.” 

Although normal vision is 

20/20, Dr. Miles said, visual 

through clear giass is 

only 20/32, It reduces to 20/34, 

through light yellow glass, 20/40 


(See TINTED GLASS, Page 67, Col, 1) 


1,500 had cleaned out 1953 models 
completely. 

The rest, he said, had only a 
few ’53s on hand. They have 
been advised, he said, not to 
push these cars, but rather to 
wait and sell them when the 
market is firmer, 


Though he admitted that Stude- 
baker had been “approached” as 
to merger possibilities, Whittaker 
said that “nothing is in the wind” 
right now. He said that any con- 
solidation proposal would have to 
give a dominant position to Stude- 
baker, inasmuch as his company 
is the only independent that has 
for many years been a part of the 
low-priced market. 

Whittaker said no revision of 
car prices was in prospect. 


ATA Establishes 
Emergency Group 
For Reciprocity 


WASHINGTON.—Jack Cole, 
president of the American Truck- 
ing Assns., has established an emer- 
gency committee to look into the 
critical problem of interstate truck 
reciprocity, fast deteriorating be- 
cause of Ohio’s refusal to arrange 
mutual exemptions with other states 
from Ohio’s new axle-mileage tax. 

Following appointment of the 
committee, Cole set up a three-day 
conference for its members, to be 
held March 8-10 in Chicago. 

He also called a special session 
of ATA’s executive committee for 
March 11-12 in Chicago. 

In summoning the two groups, 
Cole reminded them of the recent 
Governors Conference in Atlanta, 
at which the governors decided to 
hold a special meeting of their own 
to consider the entire problem of 
reciprocity. 

“This decision by the governors,” 
Cole declared, “makes it extremely 
urgent that the trucking industry 
step up its efforts to develop defi- 
nite policies and a specific position 
upon which the industry can stand 
united in dealing with state officials 
and legislatures with respect to tax- 

(See ATA GROUP Page 70, Col. 2) 


Ready for the Road— 


This Dodge route van is equipped with a mobile clinic to demonstrate to Chrysler 
Corp. dealers and car lots. Twelve of these trucks are now being prepared to go ovt 
into the field, each manned by two reconditioning experts. The trucks carry a fui! 
complement of materials, but only those pieces of equipment not normally carried 
by dealers in the service shops. (See story on Page 6.) 





Shun Blitz Sales, 
Chevrolet Urges 


Cut in Output Wins 
Dealer Applause 


By E. C. Bash 
Staff Correspondent 

ATLANTA, Ga.— Top Chevrolet 
officials told their dealers here in 
a “hush-hush” meeting that Chev 
rolet wants its dealers to have no 
part of blitz sales or other unethical! 
sales practices. 

In this connection, it is under 
stood that an Augusta (Ga.) deale 
was chided for his part in the pric 
war in that city recently. 

T. H. Keating, general man- 
ager, and W. E. Fish, general 
sales manager, gave dealers a 
straight foreward factory view of 
the production and sales picture. 

It was the feeling of Detroit an 
regional officials, as well as dealers, 
that Chevrolet had received “un- 
favorable and unfair” press notices 
concerning the curtailment of Chev- 
rolet manufacturing and assembly 
operations. 

It was stressed that the slow- 
down is merely an “adjustment 
to new production schedules” and 
that such a cutback, due to gen- 
eral economic conditions, is “tra- 
ditional” at this time of the year. 

L. R. Mason, plant manager of 
the Atlanta Chevrolet assembly 
plant, refused to comment to this 
reporter. 

(The bad press, if there has been 
one, may be due to the fact that 





W. E. Fish 


T. H. Keating 


top Chevrolet officials have de- 
clined to discuss the cutback with 
the press. Unofficially, this word is 
given out: “The figures speak for 
themselves. The four-day week is 
in the interest of not laying any- 
one off.”) 

However, a spot check of lead- 
ing Chevrolet dealers in this area 
reveals that dealers believe the 
cutback is good company policy 
and will benefit dealers by not 
flooding them with more cars 
than they can sell. 

“Chevrolet has always been fair 
in all transactions with its dealers,” 
one Atlanta dealer declared, in 
commenting on the production cut- 
back. 

“The firm does not cram cars 
down our throats. We send in our 

orders one month ahead, based on 
our best judgment of the market. 
Even if our order is under our 
quota, we are not forced to take 
more cars than we can sell, We 
can even cancel out some cars 
during the month if conditions 
warrant it. 

“Chevrolet is the fairest of all 
car firms to deal with in this 
respect,” this dealer emphasized. 

J. D. Thompson, regional man- 
ager for Chevrolet, presided at the 
meeting. 
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Dangerous Expediency ... 


Dealers tell me 


By John 0. Munn 


Eprror’s Notge: While John Munn 
is on vacation, this space will be 
occupied by a history prepared by 
Munn of the early days of the 
industry when he was a Willys- 
Overland executive. 

+” ” + 


The Formative Years 


ODEL numbers become historic. 

With Ford it was Model T. 
With Overland it was Model 38— 
the model which started Overland 
on the road to success and, together 
with Model 51, which was being 
made in Indianapolis in 1909, was 
continued through 1910. Four thou- 
sand were made the first year in 
operations at Indianapolis and after 
moving production for this model 
to Toledo in the fall. 

Model 51 was continued in In- 
dianapolis until 1911. Then the 
Marion Car, for which Harry Stutz 
was chief engineer, and which had 


* come into the possession of John 


North Willys, was moved into the 
vacated Overland Indianapolis fac- 
tory. Willys also assumed the liabil- 
ities for the American Underslung, 
which was discontinued in 1911. 

In 1915, the Marion operation 
was sold to J. I, Handley and it 
became the Marion Handley, 
manufactured in Jackson, Mich. 
The Marion Handley was discon- 
tinued in 1928, followed up in in- 
dustry channels as the Handley 
Knight, manufactured in Kala- 
mazoo, Mich. 

But let’s refer back to the Model 
38 which was a 30-horsepower, 104- 


Freed, Whittaker 
On Inter-Industry 
Safety Committee 


WASHINGTON.—Charles Freed, 
new NADA president, and C. K. 
Whittaker, Studebaker sales vice- 
president, were named to the 
Inter-Industry Highway Safety 
Committee last week by W. F. 


Hufstader, committee chairman 
and General Motors distribution 
vice-president. 


Others on the committee are 
Robert Armacost (Studebaker), 
NADA past president; Walter B. 
Cooper (Chevrolet), NADA public 
relations committee chairman, and 
Frederick M. Sutter (Dodge- 
Plymouth), NADA regional vice- 
president. 

Auto manufacturer officials on 
the committee include A. vander- 
Zee, Chrysler Corp. sales vice-presi- 
dent, and Walker A. Williams, 
Ford Motor Co. sales and advertis- 
ing vice-president. 

Tire manufacturer  represen- 
tatives are J. A. Hobson, B, F. 
Goodrich Co. vice-president; L. 
A. McQueen, General Tire & Rub- 
ber Co., vice-president; H. D. Tom- 
pkins, Firestone Tire & Rubber 
Co. vice-president, and R. S. Wil- 
son, Goodyear Tire & Rubber Co. 
vice-president. 
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inch wheelbase car listing for 
$1,000. It was a four-cylinder job, 
the cylinders being cast singly, a 
thermo syphon cooling system and 
the gasoline was fed by gravity. It 
was equipped with the planetary 
transmission. We advertised it as 
the first complete car for $1,000 in 
1910. This meant that the top and 
windshield were included in the 
price, an innovation in the field at 
that time. The magneto was also 
included while competitive cars 
were sparked through dry cells. 
* * * 


Power Transmission 
the Overland, as with other 
makes at that time, such things 
as bumpers and the fifth tire were 
extra, Every car made, however, 
was furnished with a complete set 
of tools, a complete tire repair kit 
and a tire pump. Cars were still 
made with clincher rims, and it was 
several years before demountable 
rims and an extra rim and spare 
tire were included in the list price. 


This was the engineering develop- 
ment stage. The transmission of 
power from an internal combustion 
engine to the rear axle was the 
problem. Overland hedged by equip- 
ping Model 38 with the planetary 
transmission, while the Model 51, 
made in Indianapolis—a $1,250 job 
—had a selective type of transmis- 
sion. 

General Motors protected itself 
on the development of transmis- 
sion by buying the Carter Car 
with patents on the friction drive, 
in case the industry took that di- 
rection. General Motors also pur- 
chased the Elmore Car—a two- 
cycle job—so as to be prepared 
for any engine eventuality. 

An interesting sidelight on dealer 
rebates for stocks at hand was the 
fact that during the fall of 1910, 
when dealers were thoroughly 
stocked in the advance of a new 
model, there was still some Model 
38 production to go through the 
factory. To move the stocks of 
these additional cars, the price was 
cut $100 and the wheels were 
painted red and it was designated 
the Model 39. By this method the 
rebate to dealers was avoided, but 
more cars from the factory were 
available at $100 off. The car met 
general acceptance. It was heavily 
advertised. 

You will recall that it was against 
Ford policy to advertise all during 
the time that Model T was at the 
top of the field. 


* * * 


Nine Straight Years 


/poRine 1910, the Willys factory 
staff was learning production 
processes and equipping for more 
accurate so parts were 
interchangeable and assembly more 
rapid. All during 1910, however, 
each individual car had a road 
test. The motor was placed in the 
frame. A rough test body was ap- 
plied and wheels and tires were 
kept in stock to be used only for 
the road test. 

A staff of test drivers, who were 
themselves mechanics, took these 
cars out on the road and drove 
them on hills through sand. They 
would be brought back to the shop 
and the imperfections (and there 
were many) were corrected. Often 
times it was necessary to tear the 
motor down and lap in the bear- 
ings. They were taken out the 
second and third times before the 
finished body and new wheels und 
tires were attached for shipment to 
dealers. 

This was a long process but 
with a new Willys ee in 
Toledo, 16,000 cars were 
duced in 1910. This total saline 
of cars shipped represented the 
largest volume of any manu- 
facturer, save Ford, during that 
year. We were, therefore, ac- 
corded first pron of space in 
the national shows which were 
conducted by the National Auto- 
mobile Chamber of Oommerce, 
the organization preceding the 


(Continued on Page 62, Col. 3) 








Do Price Wars Pay? 


Ave. Ga.—Used-car dealers 
continued right along with their 
1954 - model selling campaign this 
week, undaunted by price-slashing 
counterattacks from Chevrolet 
franchise-holders. 


One used-car lot advertised 
“Brand new Chevrolets, Fords, 
Pontiacs, Buicks, Mercurys, Olds- 
mobiles.” 

“All brand new —arriving daily 
direct from factory by auto car- 
riers,” read its ad in August news- 
papers. : 

+ + + 

ANCtHEE Augusta lot listed the 

following prices for “unused” 
cars: Chevrolet Bel Air four-door, 
$1,994; Chevrolet 210 four-door with 
Powerglide, $1,994; Plymouth sta- 
tion wagon with heater and group 
accessories, $2,075, and Ford V-8 
ranch wagon with heat and music, 
$2,365. 

In an apparent reference to the 
price war opened by four Chev- 
rolet dealers in this area, a lot 
in North Augusta, S. C., an- 
nounced it was “specializing” in 
“unused Chevrolets — all makes, 
styles, equipped or unequipped, 
starting at $1,785.” 

Henry Darling, Inc. (Chevrolet), 
Augusta, and Chevrolet outlets in 
the South Carolina cities of Edge- 
field, Anderson and Greenwood 
have instituted drastic price cuts 
to meet the used-car lot competi- 
tion. 


MADISON, Wis. — Louis Milan, 
executive vice-president of the Wis- 
consin Automotive Trades Assn., 
warned auto factories last week 
that Wisconsin dealers could slow 
down the car-registration process 
so that registration figures would 
be meaningless as sales totals. 

Writing in the WATA bulletin, 
Milan indicated that the figures 
were being used as a we-must- 
be-first club “on members to 
make unprofitable deals at the 
close of a month in order to put 


Milan asserted that WATA does 
not propose to sacrifice its members 
“to the good of volume, factory 
worship of this false idol notwith- 
standing.” 

Milan recalled that years ago the 
association caused to be passed 
legislation prohibiting the release 
of registration information by the 
Motor Vehicle Department in order 
to stop the above “abuses” by 
factories. 

“Several years later,” Milan said, 
“when we had reason to believe 
factories had learned a lesson, we 
repealed the law. Factories are 
herewith advised we don’t need a 
law to stop registration infor- 
mation.” 

Milan then referred to the possi- 
bility of using a slow-down process 
on registrations. 

Milan said that the publicity 
given the Ford -Chevrolet race 
and the contemplated sales and 
production goals has contributed 
as much to unhealthy consumer 
psychology as the “giveaway” ad- 
vertising of some dealers. 

“As a result,” he continued, “the 
prospective purchaser is rapidly 
becoming the ‘waitingest’ shopper 
in history—waiting for competitors 


Wyoming Valley 
Auto Show Set 


WILKES-BARRE, Pa.— After a 
lapse of 20 years, the Wyoming 
a will be the site of an auto 


onthe show will be held March 2-6 
in the West Side Armory, Kingston, 
Pa. Dates were announced by 
Charles Frantz, president of the 
sponsoring Wyoming Valley Auto- 
mobile Dealers Assn. 





Here’s Ad Used 
In Augusta 


AUGUSTA, Ga. — This ad- 
vertisement appeared in local 
newspapers recently: 


FOLKS 

WE (the undersigned author- 
ized Chevrolet Dealers) 

Refuse To Be Undersold By 
Anyone! 

Whether they be new-car 
dealers or used-car dealers. 

This is no one-shot deal; we 
are here to stay. 

We will continue to give a 
better deal than anyone in town 
on a new (not unused) 1954 
Chevrolet. 


We invite you to COMPARE 
PRICE! FINANCE RATES! 
SERVICE FACILITIES! WAR- 
RANTY! 

We are determined to continue 
to protect our customers in 
every reasonable manner. 
. . . the buying public will re- 
ceive the full benefits of this 
action. 

WE SELL, BUY OR TRADE! 

Moore’s, Inc., Greenwood, S. 
O.; Mattison Motor Co., Inc., 
Anderson, S, ©.; Pendarvis 
Chevrolet OCo., Edgefield, S. C.; 
Henry Darling, Inc., Augusta, Ga. 

AUTHORIZED DEALERS 









Makers Get Wis. Warning 


WATA Threatens to Hold Up Registrations; 
Protests Use as Sales ‘Club’ 


to knock themselves out with price 
reductions, high allowances, deals, 
discounts ‘and innumerable other 
enticements to make the regis- 
tration for dear old alma mater or 
die in the attempt. This buyer 
thinking affects all cars.” 

Milan declared that regis- 
trations are quickly and accurate- 
ly compiled primarily to tell 
WATA members “who bought 
what make of cars” in their 
communities. The purpose, he 
said, is to help — staffs elimi- 
nate prospect calls that won’t 
pay off, and to help them ascer- 
tain why they lost certain sales. 

At this point he referred to what 
he called misuse of the figures by 
factory men. 

“Wisconsin law,” he said, “pro- 
tects members from coercion in 
buying cars from factories and no 
cars can be shipped unless there 
are signed orders. 


“Although many dealers are 
saying ‘no’ to unreasonable 
factory requests, apparently the 
appeal to loyalty and leadership 

(See WISCONSIN Page 63, Col. 2) 


On the House . 


























year... 


Wemhoff sales in 53... 





unsuccessful, 
freight” claim. 


Is this the year that Ford will top Chevrolet in new-car sales after 
playing second fiddle for many years? There are numerous arguments 
bp esainseite, both sides. On the challenger’s side are these: 1. Ford has 
been making rapid strides under Henry Ford IIs 
new team for the past several years; 2. Ford’s 
dealer body is the strongest it’s 
company has a new engine to talk about, even 
though ’54 styling is virtually the same as last 


In Chevrolet’s corner are these arguments: 1. 
It’s always hard to beat a champion, and Chevro- 
let has been on top a long time; 2. Chevrolet's 
dealer body is as strong as ever; 3. Even though 
the ’54 models are not radically changed, similar 
cars were good enough to top Ford by 226,000 
The main determining factor will 
undoubtedly be what frame of mind each dealer 

body is in, how they are treated by factory officials, how inspired 

they are, how hard they want to work . 

NADA directors have told west coast. dealers, who are belligerent 
over the wide differential in freight charges on new cars, to proceed 
with the following steps, using NADA’s legal department whenever 
necessary: 1. Try to obtain an amicable solution with the manufac- 
turers; 2. If unsuccessful, proceed to have the subject considered by 
Congress; 3. If unsuccessful, sue under the anti-trust laws; 4. If still 
proceed against the manufacturers on a “phantom 


By Bob Finlay 
Managing Editor 
OPEN warfare declared by the 
Chevrolet dealers in the Au- 
gusta (Ga.) area against used-car 
dealers is a dramatic, ultimate step 
in an uneasy situation which has 
existed all through the postwar 
period. 

In one respect, it is an age-old 
struggle—the free trader vs, the 
business man blessed on the one 
hand by a franchise, yet also 
hampered by it. 

While such warfare is tempting, 
the question many dealers are ask- 
ing is this: 

When new-car dealers enter a 
price war, are they fighting on a 
level more advantageous to the 
used-car dealer? How long will a 
local market be demoralized after 
a price war? 

* * 

FTER all, the used-car dealer’s 

success in the new-car field has 

been based on price appeal. In the 
scarcity period, the used-car dealers 
offered availability for a price. 

Now when cars are plentiful, 
they offer cut prices. 

Of course, some new-car dealers 
sell on prices, too. As one dealer 
said: “We hear a lot about hold- 
ing prices .. . How???” 

Yet many dealers successfully 
ignore price selling by seeking out 
potential buyers, giving them the 
new-car fever and selling them be- 
fore they think of price shopping. 
Others ignore price, and sell repu- 
tation and service. 

* 2 + 

O DOUBT, even the best of these 

dealers make some price con- 

cession to the times, but they don’t 
do it with a brass-band accom- 
paniment. 

They work hard, but try to keep 
selling in an atmosphere in which 
their advantages show up. 

Competition from used-car dealers 
has been heightened in the postwar 
period by several factors. 

In some cases, the competition 

(Continued on Page 66, Col. 1) 


Minnesota Notes 


Dealer Turnover 


MINNEAPOLIS.—With member- 
ship in the Minnesota Automobile 
Dealers Assn. off about 10 percent, 
Henry Swanson, a Chevrolet dealer 
in Grand Rapids, has been named 
MADA membership chairman. The 
appointment was announced by 
Clare Fischer, association president. 

Swanson said about 125 member- 
ships had been terminated in the 
past six months. Of that number, 
40 to 50 dealers either have gone 
out of business entirely or are no 
longer new-car dealers. 

Swanson and his membership 
committee are working on plans 
for district membership meetings. 








ever been; 3. The 


—Pere Wemuorr, Editor, 
Automotive News 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
™ the dealers on every used vehicle accepted in partial payment for a new 
7 car or truck. § 3. Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of highways. 

4. The elimination of government and bureaucratic controls over this 
industry. § 5. A return to the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


AUTOMOTIVE 
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Capsule Comment 


According to AUTOMOTIVE NEws’ annual census, the 
number of new-car dealers in the U. S. is now 42,181, com- 
pared with 43,286 in 1941. 


Fewer dealers selling a greater number of new cars. 
* * * 


Union workers have joined with Studebaker Corp. in 
pledging their full cooperation in producing quality-work- 
manship autos, with a label attached to each car. 

A milestone in auto labor-management relations. 
* * + 


A very small percentage of new-car salesmen has as yet 
started to really sell, an AUTOMOTIVE NEws survey shows. 


But a lot of dealers were found at fault, too. 


Although “better by comparison only,’ used-car sales} 


have shown some strength in recent weeks at both new-car 
dealers and on independent lots. 


Still room for improvement, but at least headed the 
right way. 
* - a7 


Charles Freed of Salt Lake City has taken over the NADA 
presidential reins from Bob Armacost of Kansas City. 


Good luck, Charley, and congratulations on a job well 
done, Bob. 
* & * : 
Current congressional committee plans do not include a 


reduction in auto excise taxes, but a hot battle is expected 
when the measure reaches the floor. 


We can’t understand why liquor and tobacco should 
rate reductions and not automotive items. 


In a year of reckoning, such as 1954, the auto industry 
can expect almost anything, observers say. 


And will probably get it. 


Auto 
Forum 


The business you create is 
the business that’s easiest to 
keep.—R. O. Eastman, of East- 
man Research Organization. 


Abroad 


Automotive competition is ris- 
ing in Europe. British, French 
and German makers are racing 
to get on the market first with 
diesel engines. German diesels 
are first on schedule, England’s 
Austin is due to follow with a 
diesel by summer, and France 
will have one by fall. Russia is 
getting into the act, trying to 
get export orders for two new 
conventional cars, Pobeda and 
Red Star.—Look. 


* * * 


Which Are You? 


There are three kinds of 
men in America—those who 
make things happen, those 
who watch things happen and 
those who have no idea what 
is happening.—O. E. Peterson, 
secretary, Kiwanis Interna- 
tional 


* * * 


Two to Go 


Three factors are involved in 
highway safety: the car, the 
road, and the driver. Most 
safety progress, so far, seems 
to have been made in the car. 

When better highways are 
built, when drivers learn to 
drive more safely — then, per- 
haps, we shall reduce the an- 
nual toll of 38,000 highway 
deaths.—George Koether, auto- 
motive editor, Look. 


* * * 


First: Truth 


The easiest way to make a 
person believe what you are 
going to tell him is first to 
tell him something that he al- 
ready knows is true.—Bernice 
Fitz-Gibbon, advertising direc- 
tor of Gimbel’s. 


* * * 


Highway Gentlemen 

Fifteen years ago the truck 
driver was universally regarded 
as a boorish, uncouth, rough, and 
tough customer. Today, public 
opinion polls tell us the truck 
driver is regarded as a much 
safer than average driver, and 
the best guy in the world to 
come along if you are in trouble 
on the highways. He is today 
the gentleman of the highway. 
—Walter W. Belson, public re- 
lations director, American 
Trucking Association. 


Looks like women are trad- 
ing the old four walls for 
white side walls. — ATLANTA 
JournaL & CoNSTITUTION. 

* * * 


Sultan’s American 


While on the east coast of 
Malaya, I met and was enter- 
tained by the ruling Sultan of 
Kelantan, whose hobby is col- 
lecting cars. The Sultan spoke 
no English, but he knew that 
I was an American, and Amer- 
icans make automobiles. I’d say 
to him, “I’m glad to be here.” 
He’d answer: “Cadillac.” 

Id say ‘It’s a wonderful 
party.’ He’d answer: “Chevro- 
let.” That’s the way the evening 
went.—_John Graham Dowling, 
Time’s correspondent in South- 
east Asia. 


10 Years Ago... 





INTERNATIONAL 
MOTOR SPORTS SHON) 


‘GM Pafts Plan ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


Congratulations? 

Congratulations to all you UMS 
jobbers and GM dealers who have 
beat your brains out and burned 
the midnight oil developing your 
(?) business these past years! 
You now can—if you can afford 
it—be a party to the GM Corpora- 
tion’s newest “Corn Before the 
Horse” deal. Just at a time when 
every businessman in the country 
is concerned about his inventory 
and is making desperate efforts to 
conserve cash, along comes old 
“Simon Legree” and opens up the 
auction block. 

Naturally, your inventory or 
cash problems don’t worry the 
corporation; they will load you 
with the one and milk you of the 
other. Mortgage the old home- 
stead, if necessary, as that won’t 
worry them at all, Whether you 
win or lose is of small concern 
because they know Barnum was 
right. 

You, Mr. UMS Jobber, will be 
able to remember the days when 


The Big Story 


Rubber Director Bradley Dewey revealed that civilians will be 
allotted six to 12 million fewer car tires this year than the 30 million 
previously planned . . . Nash has purchased a tract of land near 
Kenosha, Wis., on which it will establish a model proving ground 
for tests of postwar developments, according to H. J. Mellum, corpo- 
ration secretary ... Approximately 40 used trucks a week are being 
sold in the San Antonio district in violation of OPA ceiling price 
regulations, it is reported by OPA District Enforcement Attorney 
Alfred M. Scott .. . Material for the production of 30 percent more 
functional repair parts in the second quarter will be allotted, it 
was announced. The increase will permit manufacturers to build 130 
percent of their comparable 1941 and 1944 output. 


—Frem the Files ef Automotive News. 








you struggled to build up your busi- 
ness and add to your customers, 
always in competition with your 
own supplier. Actually, your sup- 
plier owed its very existence to the 
corporation; it was only another 
outlet and the parent stood in the 
background as your competitor at 
all times. 

Remember how the represent- 
atives prodded you to sell the GM 
dealer, always assuring you that 
this class of trade could be sold if 
you (chump) only worked it and 
gave a better service. 

You, Mr. GM Dealer, now have 
the pleasant memory of the day 
when you were an exclusive GM 

representative. You can recall the 
pitch-talks about putting more 
effort behind parts sales. Oh, yes, 
when car sales might decline you 
could hope to get great aid from 
the sale of parts. It was your ex- 
clusive right, yours alone, and 
who would ever sell you down the 
river on this deal? 

Well, as it is, both of you can 
now cut each other’s throats and 
toss the dice for customers. The ex- 
clusive blah, blah, is all past his- 
tory. Instead of protection and co- 
operation at a time when you need 
it most, they offer you a chance on 
the “Pot at the End of the Rain- 
bow.” 

They will, as time goes on, pick 
out a few who are big, willing, and 
able to help in the crushing of the 
smaller ones and point to them 
with pride and as an example of 
GM’s benevolence. They will never 
call your attention to the poor 
suckers that fall by the way, vic- 
tims of greed and monopoly. 

They won’t call your attention 
to the fact that doubling of in- 

(Continued on Page 68, Col, 3) 











C. B. OSTRANDER, 


owner of Charles Motor Co., Ford dealer of 
San Angelo, Texas, says: 


“Do not hesitate 
to recommend 
Commercial 


Credit Plan” 


ee E feel that we are selling an out- 

standing product and, naturally, 

that our customers buying a car on time 

should do business with a reputable, cour- 

teous finance company; so we _ selected 
ComMMERCIAL CREDIT. 


We also feel that a dealer can get better 
results by operating with and recommending 
one finance company to all customers. 
CommerciaL Crepit Pian factory-to-cus- 
tomer finance through one source eliminates 
confusion between factory and dealer and 
lessens the bookkeeping on our part.” 


COMMERCIAL CREDIT DEALERS 
ARE Successful DEALERS 


Let us show you how CoMMERCIAL 
Crepit’s broad experience, large re- 
sources and complete financing facilities 
can contribute to your successful opera- 
tion. Write, wire or phone your nearest 
ComMercIAL CrepitT office. You'll get 
prompt action. 
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COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of Commercial 
Credit Company, Baltimore . . . Capital and Surplus over 
$135,000,000 . . . offices in principal cities of the United 
States and Canada. 
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Tho ough Several Report Attendance Drop . | 
Buying Mood at Auto Shows 


EPORTS from current auto 

shows indicate a better buying 
mood than last year even though 
attendance was lower in several 
cases. 

That was the consensus of ob- 
servers attending shows in St. 
Louis, Milwaukee, Buffalo, Syra- 
cuse and Portland, Ore., last week. 


In most cases attendance was 
lower than in 1953, but “people 
were in more of a buying mood,” 
according to reports from the 
five areas. Some dealers reported 
greater showroom traffic and 
sales following the public’s tour 
of the show. 


Although called a. success, the 
36th annual St. Louis Auto Show, 
which closed last week, attracted 
only 85,000, as compared with last 
year’s attendance of 100,00. “More 
floor sales than any previous 
show,” however, were claimed by 
Russell B. Hammond, manager of 
the Greater St. Louis Automotive 
Assn. 

+ +” * 
PS ponent the leading attractions 
were eight experimental cars 
exhibited by Ford, Mercury, Pack- 
ard, Plymouth, Dodge and Chrys- 
ler. A total of 125 cars, valued at 
more than $500,000, was displayed. 

Also shown were numerous 
new pieces of equipment, such 
as individual seat heaters, rain- 


activated window-closing and 


top-lowering devices and auto- 
matically controlled radio an- 
tennas, 

The Milwaukee County Automo- 
bile Dealers’ Assn. took over the 
Milwaukee Auditorium for its 
show which closed Saturday, More 
than 29,000 persons attended the 
show during its first two days, and 
a promise of better weather gave 
hope that last year’s record of 
77,000 would be broken. 

On display in the five halls of 


Solons Told Car Sales 


Should Top 5 Million 


WASHINGTON.—The auto in- 
dustry should sell more than five 
million cars this year at the 
normal rate of market growth 
and scrappage of old _ cars, 
George P. Hitchings, Ford econ- 
omist, told the joint congres- 
sional Committee on the Eco- / 
nomic Report, 

Hitchings, manager of the 
Ford Motor Co. economic analy- 
sis department, said: “Such a 
total would be close to the 5.3 
million average retail sales dur- 
ing the period 1949-53, each year 
of which produced higher total 
automobile sales than any pre- 
ceding year (pre-1949 year) in 
automotive history.” 


Portland Auto Exhibit Sparkles— 


Silver and red tinsel are suspended from the ceiling, sparkling in the brilliance 
of hundreds of floodlights and giving a fairyland atmosphere to the automobile 


show in Portland, Ore. 





Plymouth Starts Program 
On U.C. Reconditioning 


DETROIT.—Plymouth has kicked 
off a campaign to demonstrate the 
advantages of appearance recondi- 
tioning to all its dealers. 

At the national sales conference 
of Chrysler Corp., which was at- 
tended by Plymouth, Dodge, DeSoto 
and Chrysler field men, Plymouth 
set up a demonstration at Hignland 
Park pointing out that it is pos- 
sible to increase the price that cus- 
tomers will pay for a used car by 
$75 to $100 through use of modern 
materials and techniques in clean- 
up and touch-up. 

More than 1,200 Chrysler field 
men, managers of zone, regional, 
city and district areas, attended 
the used-car clinic. In addition, 


Model Plane Contest 


Canceled by Plymouth 


DETROIT. — After sponsoring 
the International Model Plane 
Contest for seven years, Plymouth 
has decided not to support the 
event this year. No reason was 
given for the cancellation, 


Some two million contestants 


dealers, service managers, and 
used-car managers in the Detroit 
area attended. 

Plymouth plans to send out a 
fleet of Dodge route vans com- 
pletely equipped for used-car ap- 
pearance reconditioning. These 
vans will operate in all parts of 
the country, and bring the used-car 
methods to all corporation dealers. 

“Dealers are discovering that ap- 
pearance reconditioning is not only 
profitable; it is also absolutely 
necessary,” said W. B. Rice, Plym- 
outh service director. “Eye appeal 
is one of the essentials in moving 
used cars.” 

One of the features of the Detroit 
clinic was the change produced on 
three cars — a 1949 Plymouth, 1950 
Ford and 1950 Chevrolet — when 
one-half of each car was recon- 
ditioned inside and out, and the 
other half left untouched. 

Labor and materials costs for ap- 
pearance reconditioning cars was 
less than $25 a car. Experienced 
used-car men estimated that 
market value had been increased 
by an average of $90. 


the building were 177 cars, many 
of them of the experimental and 
sports type. The association spent 
$10,000 to decorate the hall con- 
taining the sports and _ experi- 
mental cars, and manufacturers 
spent an equal sum for the deco- 
ration of this hall and other parts 
of the show, officials said. 
a *- + 

TTENDANCE at the Buffalo 

Auto Show during the first two 
days ran about 8 percent ahead of 
a@ year ago, with 16,000 turning out 
Saturday and about 17,000 Sunday. 
The show closed Saturday (Feb. 
13). 

Show officials attributed the at- 
tendance increase to the wide 
variety of displays, with emhpasis 
on production-line. models, Display 
of limited-production medels, how- 
ever, also was an important draw- 
ing card, officials said. 

Mayor Stephen Pankow, himself 
an auto dealer, pulled the switch 
to formally open the exhibit. 

Dealers on the floor said floor 
sales were not up to the level of 
a@ year ago, but they were building 
good prospect lists as a result of 
show contracts. Consumers, for the 
most part, were showing a definite 
interest in the new cars, officials 
said, 

More than 45,000 persons at- 
tended the Syracuse Auto Show, 
which closed last week after a 
week-long run, and Leon Car- 
penter, president of the Syracuse 
Automobile Dealers Assn., spon- 
sor of the show, said that “any 
gloom which may have been 
forecast by dealers has been dis- 
pelled by the public’s reaction to 
the 1954 models.” 

Carpenter added, “it was not only 
a curious public but a buying 
public which, while shopping, rea- 

(Continued on Page 69, Col. 3) 


General Tire Due 
To Take Over 
2 Plastic Firms 


CLEVELAND. — General Tire & 
Rubber Co., last week announced 
plans to take over Textileather 
Corp., of Toledo, and Bolta Co. of 
Lawrence, Mass., two of the largest 
plastic film and sheeting manu- 
facturers. 

Under the proposed merger 
agreement, stock in both companies 
would be exchanged for General 
Tire preferred. General Tire would 
operate the two companies as a di- 
vision of its plastic operations. 

The multimillion-dollar trans- 
actions are subject to approval by 
stockholders. 

Combined annual sales of the two 
plastic firms in 1953 were more 
than $40 million. 


Wallingford Auto Show 


Opens This Week 


WALLINGFORD, Conn.—An auto 
show opens at the National Guard 
Armory here this week (Feb. 17-19). 

It will be sponsored by the Wall- 
ingford Automobile Dealers Assn. 
in conjunction with Company K, 
102nd Infantry Regiment of the 
Guard. 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1954, by Automotive News) 


(Aptco Auto Auction. Sales every ee 


cou; sk 
Special Se ‘40 SL 


Special 2-dr. 
"62 Custom 4-dr., 2 280° 
\e 47 Deluxe 2-dr., $150: '46 De- 
luxe club coupe, $150. 
DODGE—'51 Coronet club coupe, $725; 
¥%-ton pickup, $485, 
RD—’ $1, 245°, 


(8) 2- 
$1,245, $1,240; (6) 4-dr., “at 75, "62 
Victoria, $1, 260°; ( " %-ton “Te 


(6) “2-ar., 
HUDSON—’51 club coupe, $630°. 
KAISER—’51 2-dr., $455. 
MERCURY — _ 4-dr., $1,210°, $1. 
49 978 oa. 


$600. 
_— ‘52 4-ar., $1,055°. 
’53 Cambridge 4-dr., 
’51 Cran 


Belvedere, 
$640; club coupé, $560. ‘50 — 
4-dr., $510. “49 Deluxe 4-dr., $135 


"47 
PONTIAG2 si (8) 4-dr., $905°; Cata- 
Pama at is ns, 
8 "BL (8) coupe, $480°. 


(Cars dropped $50 since last week. 
Plenty of buyers. Sold 83 cars out of 
140 offerings.) 


*Indéicates automatic transmission or overdrive, and (ps), 


BUICR—'S2 Super 4 $1,250°. °51 
ee” $975", Fo08*. $815°. '47 


CADILLAO — ‘51 (60) 4-dr., #1 1,800° 
(pa). "50 (62) 4-dr., $1,630°. '48 (62) 
$750°. 
Alr, 


4-dr., 
bho 
4-dr., $575 


CHEVROLET — 
9065°; SL Deluxe 

; $515. 49 BL alan 2- 

47 SM conv., 


2-dr., $605°, 
dr., $440, $306, $300. 
$235; Aerosedan, $300. 
OHRYSLER—’52 NY 4-dr., 
club coupe, $125. 
DeSOTO—’52 Oustom (6) 4-dr., $915°; 
Fire Dome (8) 4-dr., $1,175°, Bi 
(6) 4-ar. 5, ae. "50 (6) 4-dr., $575°, 
$500; clu 
$1,000. 


$1,180, °47 


$580°. 
/E—'53 Coronet by 4-ar. _ 
"5a oe (6) $050; 
brook 


$750. Meadow’ ’ 
$610. “0 Deluxe 2-dr., $380. ‘47 De- 
luxe 2-dr. 

FORD—’' 54 , $2,135. Custom 
(8) 2-dr., $1,205. 81 (a) 
$635; <6 


ib coupe, 
9635, '50 


(@) $590, $200. 
9405. at G6) 2-4r., 


$840°*. °49 club coupe, 
OLDSMOBILE—’53 (98) 4- ar. ($2,040° 
(ps). '51 (88) 2-dr., $1,030 
1 * 49 (98) 2-dr., $440°. 


an” diss olay’ $780, 
4-dr. ° ju coupe, 
51 Cranbrook 4-dr., ; 
| et wagon, $775. oo Deluxe 


$430. 
PO! onniad Mba (8) Catalina, $1,250°. 
51 (8) Catalina, $960°; 2- 
$¢40*; 2-dr., $970°. "49 


50 (8) 4-dr., 
2-dr., $455. 
STUDEBAKER — ’52 Champion se 
$740. °51 Cemmander (6) 
$500. °50 Cemmander (6) 4-ar., % 
at $300. 
power steering. 


Other Auction reports are on Pages 50, 52, 53 


Curtice Sees Credit Sound 


Finds Auto Paper Keeps Pace with Production; 
Cites Buick Sales Challenge 


MIAMI. — “I do not think the 
country is getting too deep into 
credit buying,” General Motors 
President Harlow H. Curtice de- 
clared at the GM Motorama, which 
closed its run here yesterday (Feb. 
14). 


“Actually,” he said, “under the 
limitations imposed by the Gov- 
ernment in the last half of 1951 
and all of 1952, production of 
automobiles was curtailed. It was 
only at the beginning of 1953 that 
we were released from controls. 

“So, credit buying of automobiles 
throughout 1953, because of the 
greatly increased output of 1953, 
rose substantially month by month, 
which is only natural. But by the 
end of the year, the payments were 
just about equaling the new 
credits.” 

Curtice added that he thought 
credit buying was necessary in this 
country to maintain the high stand- 
ard of living to which people have 
become accustomed. 

Discussing Buick, which moved 
into the third production spot in 
January, Curtice said, “I think 
we have reached the point now 
where selling ability will have an 
important part to play. 

“I don’t think Buick has more 
capacity than the other company 
which has been replaced, so it is 


On mechanical conditioning, the | Columbus Dealers Choose Officers— 


purely a matter of how well the 
Buick product is accepted in com- 
petition with the others and how 
ably those dealers will sell them.” 

Once again he.denied that GM 
had overproduced in 1953, explain- 
ing that his company carefully 
avoided overproducing because of 
the clause in the dealer contract 
which requires that, at model 
changeover time, GM give allow- 
ances for cars in dealers’ hands in 
excess of 3 percent of their year’s 


supply. 
asserted that GM has 
no plans to produce a car in the 
$1,000-to-$1,200 range. “Our pro- 
duction is determined over the 
years as to size, performance, 
characteristics and comfort by 
the desires of the public,” he said. 
Curtice was then asked, “Since 
you suggested an economic setback 
can be accelerated by depression 
talk and since Mr. Reuther (CIO 
ali would be primarily in- 

Continued on Page 63, Col. 1) 


Harris to Direct 


Grizzly Service 


PAULDING, O. — Jay Harris, 
formerly field service engineer, has 
been promoted to 
service manager 
for Grizzly Manu- 
facturing Co. 
maker of brake 
linings and heavy- 
duty brake blocks. 

Harris has been 
associated with 
the company 
since 1948. 

In the last five 


Jay Harris 


service clinics for the company 
from coast to coast. 


Firing of Salesman Brings 
Walkout at Dealership 
SPRINGFIELD, Ill.—A one-day 
walkout of new-car salesmen and 
mechanics at Capitol City Motor 
Co. was called to protest the dis- 
charge of a salesman for organ- 


izing activities. 

A union spokesman said that the 
AFL Teamsters Union is trying to 
organize a unit at the company, 


clinic stresses safety—“Every Used At the annual meeting of the Columbus (O.) Automobile Dealers Assn., new officers 

Car Safe for the Road.” This in-| were elected. From left are Willard C. Ewart, treasurer; Herman L. Marte, vice-pres- 

volves, Rice said, close adherence | ident; Richard R. Rodenfels, president; Neil D. Rush, outgoing president, and Noble 
(Continued on Page 66, Col. 2) P. Kerns, secretary. John 8. Barton was reappointed executive secretary. 
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CR ANNUAL STATEMEN 


In 1953 THE INQUIRER 


carried the greatest volume of 
advertising ever published 


by any Philadelphia newspaper... 


VJOZA000 


LINES 


while the 2nd paper showed 






a loss for that year 





Delaware Valley, U.S. A. 


ONLY ONE NEWSPAPER IN DELAWARE VALLEY, U.S.A. HAS 
KEPT PACE WITH THE GREAT GROWTH OF THIS AREA... 


Gains in 1953...1952...1951—for 
THE INQUIRER ... in contrast to losses 


every part of this vital and expanding 
region. Here THE INQUIRER is the first 





in these same years for Philadelphia’s 
2nd newspaper! Dramatic evidence of 
how THE INQuIRER has matched strides 
with Delaware Valley’s great growth. 


For THe INQUIRER is the very Voice of 
the Valley . . . intensively covering 


newspaper in every major advertising 
classification— Retail, National, Classi- 
fied and Total Advertising. 


Be sure THE INQUIRER heads your 
schedule in Delaware Valley, U.S.A. 


The Philadelphia Pnguiver 
The Voice of Delaware Valley, U.S. A. 


West Coast Representatives: 


SAN FRANCISCO 
FITZPATRICK & CHAMBERLIN 
155 Montgomery St. 
Garfield 1-7946 


Exclusive Advertising Representatives: 


NEW YORK 
ROBERT T. DEVLIN, JR. 
342 Madison Ave. 
Murray Hill 2-5838 


LOS ANGELES 
FITZPATRICK & CHAMBERLIN 
1127 Wilshire Boulevard 
Michigan 0259 


DETROIT 
GEORGE S. DIX 
Penobscot Bidg. 

Woodward 5-7260 


CHICAGO 
EDWARD J. LYNCH 
20 N. Wacker Drive 

Andover 3-6270 
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‘Horse of Different Power’ 
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Latest Power Ratings For U.S. 


Performance of Auto | aux 
Decided by Torque a 


With automobile horsepower 
ratings mounting considerably 
in the postwar years, there has 
arisen a great deal of misunder- 
standing over the subject. 

Midst the sound and fury, many 
who have a great deal of influence 
in forming public opinion and even 
the laws of the land are confusing 
horsepower, performance and speed. 

They rarely, if ever, mention a 

word which, while difficult to 
grasp, has more to do with a 
car’s performance than any other, 
according to auto engineers, 


That word is “torque” — rotary 
force measured in pounds-feet. 
* + * 
ON THAT basis, some engineers 
say, the Packard straight-eight 
engine—which is rated at 212 horse- 
power—is the most powerful of all 
1954 engines, But other engineers 
say car weight must be considered 
to judge the most. powerful engine. 
The Packard powerplant has 330 
pounds-feet of torque at 2,200 revo- 
lutions per minute. 
The higher horsepower Chrysler 
(235) and Cadillac (230) also reach 
330, but at a higher r.p.m.—2,600 





SSSRTESEBISERE 


ee 


e 


* Advertised horse 
** Pounds-feet of torque. 
o oa * 
for Chrysler and 2,700 for Cadillac. 
In the accompanying table is a 
comparison of the torque and 
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o(l\ BETTER VISION 


by 


the Bottle 


18 million Trico Windshield Washers 


make repeat sales for Trico Solvent 


Pour in an ounce ...and hand them the bottle! The label tells 


the story and ...in most cases... you’ve won a steady customer, 


the year "round, for Trico Windshield Washer Solvent. 


In spring, summer and fall, Trico Solvent helps the “Two 


Little Squirts” keep windshields super-clean; in winter it pre- 


vents jar breakage due to freezing. 


24 million television screens... 
and millions of satisfied users 
.. . advertise Trico Solvent. 
Order the colorful, 6-bottle 
counter-displays from your 


Jobber NOW! 


VW 


Windshield Washers 


Trico Products Corporation, Buffalo 3, N. Y. 


Cars 


Torque 
1953 


arene 
SSE ee R Eee e822 


each maker’s line. 


horsepower of the various cars. 
Torque is a word difficult for a 
layman to picture in his mind. 


Even engineers find it difficult to 


asked 
terms. 

For example, one said: “Torque 
is a twisting force developed by an 
engine and measured in pounds- 


feet.” 
“Torque is the 


to define it in simple 


Another said: 
amount of twisting force measured 
at the crankshaft.” Then he added: 
“But it’s not exactly that. “It’s 
(a long example followed). 


A good definition is: “Torque is 
the twisting force exerted by the 
car’s wheel at the point of contact 
(the ground).” 


“Webster’s New International 
Dictionary” says torque is “That 
which produces or tends to pro- 
duce rotation or torsion .. .” 


And that’s why the sales de- 
partments stick to the word 
“horsepower”—a word the sales- 
man can use to stimulate desire 
in the mind of the prospect. 

For example, a salesman can pat 
the hood of a Cadillac and talk of 
the 230 “horses inside, building illu- 
sions of a mighty herd of horses at 
the prospect’s command. 

If the salesman talked of pounds- 

(Continued on Page 9, Col. 3) 


Hogben Appointed 
Chief of Auto 
Sales at Ditzler 


PITTSBURGH. — The appoint- 
ment of William H. Hogben to the 
new position of executive manager, 
automotive accounts, of Pittsburgh 
Plate Glass Co.’s Ditzler color divi- 
sion in Detroit, has been announced 
by E. D. Peck, vice-president of the 
paint and brush division. 

E. Dudley Kress is succeeding 
Hogben as industrial sales man- 
ager. 

A native of Lyminge, England, 
Hogben joined the company’s Mil- 


E. Dudley Kress Wm. H. Hoghen 
waukee paint division in 1921. Six 
years later he was assigned the 
Ditzler division where he served as 
industrial sales manager. 


Kress started with Ditzler in 
1931. Prior to his appointment he 
was general manager of industrial 
sales for Ditzler. Earl H. Heaton 
was named to this post. 


Auto Art 


Rootes Display Spans History 
Of Motor Sport 

NEW YORK. — The first car- 
inspired international art collection 
ever assembled was displayed by 
Rootes Motors, Inc., at the Inter- 
national Motor Sports Show here 
last week. 

Called the Rootes Loan Collection 
of Automobile Art, it is comprised 
of paintings, drawings and sketches 
surveying the development of motor 
sport since 1895. 

The automotive artists repre- 
sented range from one of the ear- 
liest pioneers, the French painter, 
Montaut, who depicted racing cars 
of the Edwardian period, to the 
present-day artist, Peter Helck, the 
only American in the show. 


Famous races, sports rallies and 
round - the- world tours that have 
taken place over the last half-cen- 
tury form the subject matter for 
most of the paintings. The swift 
charcoal sketches of Brian de Gry- 
neau represent a school of English 
artists who produce their work for 
magazine and newspaper publica- 
tion within 24 to 48 hours after a 
sports meet. 


Waite Names Schreiber 


A. E. Schreiber has been ap- 
pointed general sales manager of 
Dave Waite Pontiac Inc., Buffalo. 
Schreiber formerly was in the sales 
department of General Motors in 
Buffalo for 14 years. 
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Oklahoma U. C. Dealers Organize— 


The newly formed Oklahoma Independent Auto Dealers Assn. has named as officers 
(from left), Bill Knapp, legislative committee; Art Fleshman, membership committee; 
D. H. Welch, legislative committee; R. N. Miller, secretary; V. E. Walker, vice-president; 
Dub Richardson, treasurer; R. W. Workman, NUCDA president; Bill Lee, president; 
Jack Kendall, vice-president; Pat Spraker, vice-president; H. B. Jordan, vice-president; 
H. T. Jenks, membership committee; Art Randolph, membership committee, and Bill 


Newport, membership committee. 


Oklahoma Group 
Established by 
U.C. Dealers 


OKLAHOMA CITY.— More than 
200 used-car dealers met here last 
week and formally organized the 
Oklahoma Independent Auto Deal- 
ers Assn. 

Bill Lee, Tulsa, was elected pres- 
ident; V. E. Walker, Enid, was 
named vice - president; H. B. Jor- 
dan, McAlester, vice-president; Pat 
Spraker, Muskogee, vice-president; 
Jack Kendall, Oklahoma City, vice- 
president; R. N. Miller, Tulsa, sec- 
retary, and Dub Richardson, Okla- 
homa City, treasurer. 

Meetings will be held monthly in 
Oklahoma City. 

Among the guests last week was 
Miles Elliott, field director of the 
National Used Car Dealers Assn., 
who described organization as the 
best way to eliminate discrimina- 
tory or unconstitutional regulations 
that hinder the used-car dealer. 


Lee, who is also regional vice- 
president of NUCDA for Oklahoma, 
Kansas, Missouri and Arkansas, 
appointed a legislative committee 
which consists of Miller; Richard- 
son; D. H. Welch, Tulsa; Bill 
Knapp, Oklahoma City, and Eddie 
Gaskins, Lawton. 

“We are happy to work with new- 
car dealers in a program of pro- 
moting better business for the pub- 
lic and rendering better service,” 
Lee declared. 

He also appointed a membership 
committee consisting of Bill New- 
port, Tulsa; H. T. Jenks, Oklahoma 
City; Dean Fleshman, Oklahoma 
City, and Art Randolph, Chickasha. 


Other guests present were R. W. 
Workman, Lubbock, Tex., president 
of NUCDA; Tom Blondell, Dallas, 
executive secretary and business 
manager of the Texas Independent 
Auto Dealers Assn., and Clyde Mc- 
Laughlin, Lubbock, state director 
of NUCDA. 


Armstrong Offers 
‘Miracle’ Tire 


WEST HAVEN, Conn. — Arm- 
strong Rubber Co. last week intro- 
duced its Miracle tire featuring 
patented “ounce of prevention” 
safety discs between the tread ribs 
to keep the gripping edges apart. 

Other features include an inter- 
locking, all-directional tread with 
about 2,600 gripping edges which 
are said to provide safety against 
side-skids as well as faster stop- 
ping. 

Unconditionally guaranteed for 18 
months against all road hazards, 
the Miracle tire is claimed to give 
a “hush ride.” 


Associates Again Reduces 
Commercial Paper Rates 


SOUTH BEND. — Associates In- 
vestment Co. last week announced 
its sixth reduction of commercial 
Paper rates in less than five months. 
The decrease, amounting to one- 
eighth of 1 percent, follows the re- 
discount rate reduction announced 
by the Federal Reserve Board. 

The new rates are: 30 to 89 days, 
1% percent per annum; 90 to 179 
days, 1% percent; 180 to 265 days, 
1% percent, and 266 to 270 days, 2 
Percent. 















Torque Sets Performance 


Horsepower Rating May Be Good Sales Point 
But Means Little to Engineer 





(Continued from Page 8) 


feet of torque, the prospect prob- 
ably would fall asleep. 

As a matter of fact, there is a 
common complaint that the sales 
departments not only talk of 
horsepower but set it. Thus, the 
engineers say, the ratings are 
not necessarily in relation to 
usable power. 

Another factor is that legislators 
and safety exponents tend to think 
of higher horsepower in terms of 
higher speed. 

Actually, by increasing the torque, 
or the horsepower, the auto makers 
are trying to make their cars more 
agile and responsive in the moder- 


ate speeds at which people nor- 
mally drive. But this is frequently 
misunderstood. 
* * * 

FACTOR overlooked is that the 

trend toward power equipment 
has offset a good deal of the in- 
crease in power. All of these power 
devices drain off power. 

For example, an air conditioner 
alone may use up 20 horsepower. 
The automatic transmission and 
the exhaust system each may ac- 
count for 16 horsepower. 

If the air drawn into the car- 
buretor is hot, it can waste 10, even 
20, horsepower. 

Low-pressure tires, which provide 


a better ride, cause a drag which 
may consume 13 “horses.” 

The engine fan can take seven 
horsepower, depending on engine 
size and fan design. 

Seven horsepower are consumed 
by the rear axle, 

Power steering, when in opera- 
tion, takes two horsepower, and 
the air cleaner and power brakes, 
when in operation, consume one 
horsepower each. 


The generator takes two to six 
horsepower depending on the load 
of power seat, power windows, 
cigaret lighter, radio, heater fan, 
air-conditioner fan and windshield 
motor. 

Friction, which amounts to 30 
percent, or 60 horsepower, is not 
included since the factories sub- 
tract friction before rating an en- 
gine. 

And that’s where the horsepower 
goes, 


Now... offer the Newest, Most Profitable SAFETY SERVICE... 


“Bear Balantru” 





Here are some of the Reasons Why you 
Make Extra PROFITS with “BEAR BALANTRU”! 


RE-TRU and BALANCE without re-mounting! 


ASTER! 


Re-Truing, you’re set up for Balanc- 
ing, too, when Re-Truing operation 
is completed. 


just swing Re-Truing unit out of 
contact with tire...now you're set 
for Balancing! 


mounting or handling of tire. Do 
both Re-Truing and Balancing with 
the same shaft mounting. 


tee ell 
0 


Balancer... a 
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This ts Woody Harrier, well-known proprietor of a Minneapolis, 
Minn., service shop, with his No. 736 ‘Bear Balantru’’ Service. 


Get in on the ground floor of this new Extra- Profit 
Service like these forward-looking service shops! 












inneapolis, already had a ‘‘Bear’’ No. 36 


ad to do was to hook up a No. 733 Re-Truing 
Machine to their No. 36 Balancer to offer the complete’ Balantru’’Service. 
At nght is Harold Horwedel, the ““Bear’’ representative. 
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Now you can offer your customers the latest, the safest, the most 
profitable way to service un-balanced wheels and out-of-round tires. 


Re-Truing is the newest, surest method to solve customers’ complaints 


about tire thump and mysterious vibrations! 


Remember, with “Balantru” you're in the best position to cash in 


Once you're set up for 


When Re-Truing is done, 


Balancing requires no re- 


y of TREAD’ 


maintains true arc 
across th: tread, 
for smoother, 
more even wear. 


wpALAanT 





A 





They last longer, ride smoother, and can 
be re-capped when often the casing would otherwise be 
damaged by constant pounding. Here is a tire (left) 
after 1500 miles of wear just before Re-Truing. The 
same section (right) after Re-Truing demonstrates that 
naked eye can hardly notice the difference... but you 
can sure FEEL the difference! 


quickly and completely on the growing demand for tire Re-Truing. It’s 
the only Re-Truing machine that lets you do Botu Re-Truing and 
Balancing in practically one operation, without re-mounting. The extra 
time you save pays off in extra profits! Only “Balantru” does such a 
complete Re-Truing job... all the way across the tread, so as not to 
disturb the original true arc of the tire. That helps assure your reputa- 
tion as a Re-Truing expert. Further, you will turn out better-than- 
ever Balancing jobs, because a Re-Trued tire is simpler to Balance, and 
makes possible more accurate results. 





Dramatic on-the-car test makes 
“‘Balantru” easy to sell! Shows 
customers the need for Re-Tru- 
ing. Gauge comes as a part of 
the “Balantru” machine; it is 
easily demounted for this test. 


Bear offers you 4 Models to cash in on Re-Truing Profits! There’s a 
model to fit your budget and your operation. ..see your “Bear” Jobber 
for free “Balantru” bulletin and his “pay as you earn” plan or write: 


BEAR MFG. CO., Dept. A-14, ROCK ISLAND, ILLINOIS 


Copyright 1954, Bear Mfg. Co. R533 
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Today...Whats 
at Lenne 


An Advertising Agency submits a Progress 


How busy can a busy beehive be? And still 
produce good honey? 

We found out in 1953! 

Confronted with a thumping big increase 
in client billing . . . with not a square foot of 
additional floor space available in our old 
building ...our team shouldered a capacity 
load of advertising production. Yet despite 
elbow-rubbingin some departments, we turned 
out a record number of new campaigns. Cli- 
ents’ sales reactions in 1953 rated these cam- 
paigns as “honeys.” 

But we can’t go on forever demanding an 
ever-mounting yield of honeyed production 
in an already overcrowded hive. 

So,on March Ist, we move to more spacious 
quarters. 


We move around the corner 
with talent and traditions 


When an advertising agency moves from a 
headquarters it has occupied for nearly 30 
_ successful years, its real assets can’t be crated, 
boxed up and carted away to a new location. 

Chiefly, it moves advertising skills. Meth- 
ods and manpower. Principally people. People 
proud of their past, present, and potential 
advertising achievements. 

This is the living inventory we take to our 
new quarters on March Ist. To the new build- 
ing at 380 Madison Avenue... . where for over 
forty years the Ritz-Carlton proudly stood. 

Several stories above the soil on which the 
old Ritz founded its famed integrity stand- 
ards, we shall occupy a full city block of 
floor space. 

Architects specializing in advertising- 
agency interiors have striven to give us the 
most efficient of modern agency plants. 

Fine environment does not guarantee good 
advertising. But contrary to the old “‘genius- 
in-the-attic” legend, inspiration has been 
known to respond best in comfortable and 
well-equipped surroundings. 

If you are connected with any phase of the 


advertising business, whether as a buyer or 
a seller, you will find a cordial welcome at 
every receptionist’s desk on either of our two 
floors any time you are in New York. 

Come any time after March Ist. 


How our expansion 
program started 


On June Ist, 1952,.at the invitation of Philip 
W. Lennen, co-founder and board chairman 
of Lennen & Mitchell, H. W. (Hike) Newell 
came over to become president, and Adolph 
Toigo executive vice-president. Both men 
came from different agencies. But both came 
with long and brilliant records as top flight 


advertising men and agency operators. 


In the several weeks that followed, many 
other stars were attracted from their various 
advertising orbits to this broadening new 
horizon. Important among these is John L. 
McQuigg...an executive vice-president and 
partner in charge of the Detroit office. 

The expanded organization reacted well. 
By October, 1952, new personnel and old had 
been happily positioned into a coordinated 
and hard-hitting team. 

At that time Lennen & Newell, Inc. was 
formally announced. 


increased billing comes 
mostly from within 


The healthiest way in which an agency can 
develop new billing is from its own estab- 
lished clientele. Such growth from within is 
proof of successful advertising service and 
satisfactory client results. 

The following figures show that most of 
this agency’s billing gains in 1953 came from 


within: 


In 1951, in its last full calendar year as 
Lennen & Mitchell, this agency 
enjoyed a billing of $17,500,000. 

In 1953, its first full calendar year as 
Lennen & Newell, this agency’s 
billing exceeded $32,000,000. 


The real significance of this is the fact that 
over 90% of the Lennen & Newell billing in 
1953 came from clients of the old agency, 
most of them clients of from five to nearly 
thirty years. 

We are comfortable in the feeling that our 
new office facilities will now house the neces- 
sary personnel to handle a greatly expanded 
business. 

But in our growth there is one character- 
istic which we shall jealously guard. It is our 
“small agency” viewpoint in the servicing of 
accounts .. . we want our key personnel to bel 
able “‘to live” our clients’ business, and per- 
sonally to give them the benefit of their 
experience and abilities. 


Our thanks to ad-minded 
clients and their fine products 


Few believe today that a better mousetrap 
will sell itself without advertising or sales- 
manship. But the cleverest advertising and 
sales promotion will not sell an inferior mouse- 
trap for long. 

The most believable and persuasive adver- 
tising story is written right into the values 
and virtues of the product itself. In pro- 
viding the basic appeals for winning copy, 
usually “the gifted product is mightier than the 
gifted pen.” 

Part of our gain in billing in 1953 came 
from our good fortune in having clients with 
products that are quality leaders. Such prod- 
ucts make advertising success doubly sure. { 


Our credo is people . . . better people, happier 
people. People who are artists in their crafts 
... people who love their work and whose 
satisfactions come from superior accomplish- 
ments. 

And we know that superior work is turned 
out ‘when the minds of people are free and 
their futures secure. We know the ultimate 


Lennen & Newell, inc. 
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& Newell’? 


Report for the year 1953 and to date 


of effort is put forth when people know that 
their own personal progress and economic 
status is linked with the success of their 
company ... in reality, with the success of 
our clients. 


That’s why every Lennen & Newell em- 
ployee has a special interest in Lennen & 
Newell . . . beyond the satisfactions of a good 
job and a pleasant place to work. 


Every employee who is on the payroll at 
the start of any year shares liberally in the 
company’s annual earnings. His share is in- 
vested in an employee-controlled trust fund 
handled by the Trust Department of one of 
New York’s leading banks. 


The employees in key positions . . . depart- 
ment heads, top creative people, contact men, 
and management personnel . . . are the stock- 
holders of Lennen & Newell. The entire earn- 
ing participation stock is equitably divided 
among them. 


Lennen & Newell provides a comprehensive 
insurance, medical, surgical, and hospitaliza- 
tion program for every employee and his 
immediate family. 


‘We consider these security measures and 
these estate-building aids for our people and 
their families, not paternalism . . . but free 
enterprise at work .. . and sound business in 
a personal-service business like ours. 


We believe these work satisfactions and 


. rewards ... linked with Lennen & Newell’s 


high standards of creative craftsmanship . . . 
add up to why Lennen & Newell people are 
better ... why they give their utmost. 


If you have a “gifted product” which you 
feel is not getting the “gifted advertising” it 
deserves . . . we believe we have the people 
who can give it to you. 


These are the people who make Lennen & 
Newell different. 


This is Lennen & Newell. 


NEW YORK CITY « 17 East 45th Street (after March Ist, 380 Madison Avenue) e 
MILWAUKEE « 231 West Wisconsin Ave. 


LENNEN & NEWELL ACCOUNTS 


ATLANTIS SALES CORPORATION 
Food Products 


CALVERT DISTILLERS CORPORATION 
Calvert Reserve Whiskey 
Carstairs White Seal Whiskey 
Calvert Gin 


THE CARLTON HOUSE 
Ritz-Carlton Restaurants 


CHICOPEE MILLS, INC. 
(subsidiary of Johnson Johnson) 
Chix Baby Products 


Lumite Division, CHICOPEE MILLS, INC. 


(subsidiary of Johnson 9 Johnson) 
Woven Saran Insect Screening 
Woven Saran Fabrics 


COLGATE-PALMOLIVE COMPANY 
Lustre-Creme Shampoo 
Lustre-Creme Hairdressing 
Lustre-Color 


DOROTHY GRAY, LTD. 
Dorothy Gray Cosmetics 


THE EMERSON DRUG COMPANY 
Bromo-Seltzer 


e BEVERLY HILLS « 308 North Rodeo Drive 


DETROIT e 1710 Book Tower 


LEHN & FINK PRODUCTS CORP. 
Lysol Brand Disinfectant 
Peb-Ammo 


LENOX, INC. 
Makers of Fine Chinaware 


. LORILLARD COMPANY, INC. 
Old Gold Cigarettes 
Embassy Cigarettes 
Muriel Cigars 
Headline Cigars 
Briggs Pipe Mixture 
India House Pipe Mixture 
Beechnut Chewing Tobacco 


JOS. SCHLITZ BREWING COMPANY 
Schlitz Beer 


SCRIPPS-HOWARD NEWSPAPERS 
SWEDISH AMERICAN LINE 


UNITED AIRCRAFT CORPORATION 
Pratt & Whitney Aircraft Division 
Hamilton Standard Division 
Sikorsky Aircraft Division 

and subsidiaries 
Chance Vought Aircraft Incorporated 
United Aircraft Export Corporation 
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NEW YORK.—Finding that the 
transition to a buyers’ market thus 
far in 1954 has been orderly, a ma- 
jority of the business survey com- 
mittee of the National Assn. of 
Purchasing Agents looks for a 
leveling off in the decline this 
quarter, and perhaps even an up- 
trend, 

In its report covering January, 
the committee said last week that 
industrial business started very 
slowly and picked up a little 
momentum toward the end of the 
month. Production and orders de- 
clined, but the rate was slower 
than in December. Price weak- 
ness continued to spread, but 


Business Pickup Seen 


Purchasers Expect Economic Recovery, 
Possibly in This Quarter 


there were no sharp general de- 
clines. 

Headed by Robert C. Swanton, of 
Winchester Repeating Arms Co., 
the committee also noted that sell- 
ing efforts were being strongly 
pushed. 

The reduction of inventories of 
unworked materials continued, and 
employment was lower, although 
cutbacks generally have not been 
deep, Buying policy was turning 
to the short side of the “hand-to- 
mouth to 60-day” division. Credit 
conditions generally were _ re- 
ported > 

Further weakness was shown 
in the price structure of in- 
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dustrial purchased materials, 

although there were no sharp 

changes nor any evidence of 
liquidation or panic selling. 

The considerable decline reported 
a month earlier was continued in 
unworked material inventories, 
with a balance of stock with lower 
production schedules the objective. 
The cautious inventory policy being 
pursued generally was encouraged 
by price weakness, ready availa- 
bility and shorter production lead 
time of suppliers. 

Turnover rates for purchased ma- 
terials were improved, and were 
reported much faster than a year 
before. 

Forty-seven percent of the firms 
surveyed reported lower payrolls 
in January, but over all, the cut- 
backs have not been steep. The 
average work week was estimated 
at 40 hours or less, and some 


multiple shifts were being reduced. 
Skilled help was reported available 
in several areas, and there were 
more applicants for white-collar po- 
sitions. 

In buying coverage, 84 percent 
reported holding commitments 
for the principal materials 
purchased closer to actual use. 
Lack of confidence in prices, 

shortened scheduling cf orders 


Grand Prix 


Corvette Wins Beauty Contest 


Over 50 Entries 


NEW YORK.—At the World Mo- 
tor Sports Show, Chevrolet’s Cor- 
vette won the “Grand Prix, Con- 
corde d’Elegance” for beauty, de- 
sign and performance in the sports 
car division. The Corvette won this 
award over 50 entries, including 
foreign and American makes. 








Less than two years ago, Naugatuck first announced a dent- 
proof, rust-proof car body of Vibrin polyester and glass fibers. 
Now this amazing reinforced plastic is being used to construct 


heavy-duty truck trailers! 


Strong yet light! Riveted to a light metal skeleton, Vibrin 
glass-fiber panels are unharmed by severe impacts of loading, 


unloading, and road shock. 


They won’t warp, shrink, or lose 


their fit. They eliminate heat-leaking joints in refrigerated 
trailers. And they save up to 1000 Ibs. in weight! 


Extremely corrosion-resistant! Vibrin trailer bodies can’t 
rust—won't rot, become contaminated, or swell, even under 


steam cleaning. 


Translucent, too! Unpigmented roof panels allow enough 





and now...Vibrin 


Petic tails: 


Reinforced Vibrin Trailers by Strick Co., Philadelphia 


light to read shipping labels—make loading and unloading 
far easier! 


No wonder more and more manufacturers everywhere are 
swinging to Vibrin. In boat hulls, auto bodies, machine hous- 
ings, structural paneling, and many other applications, it’s 
leading the way to newer, finer, more efficient products. 


Why not reinforced Vibrin® for milk and ice cream car- 
riers, box car interiors, house trailers, storage refrigerators — 
wherever corrosion or leakage poses a problem? See how this 
singularly strong, light, and corrosion-resistant plastic material 
can put you on the road to profits. 


For further information write on your letterhead to the ad- 


dress below. 


Naugatuck Chemical 


Division of United States Rubber Company 
502 ELM STREET, NAUGATUCK, CONNECTICUT 





BRANCHES: Akron * Boston + Charlotte « Chicago « Los Angeles * Memphis « New York « Philadelphia « IN CANADA: Naugatuck Chemicals, Elmira, Ontario 


and inventory reductions were 

the principal reasons given. 

As the downtrend continued many 
more small price reductions were 
reported in the month. 

On the increase were metal con- 
tainers, multiwall bags, chlorine, 
meat, coffee, cocoa, magnesium, es- 
sential oils, silicon, soap, tallow 
and small valves. 

Items becoming cheaper in- 
cluded alcohol, 

num, carbide, zinc castings, 
diamond powder, dry _ colors, 
electrical insulation, sugar, 
forgings, gasoline, glycols, lead, 

naphthale 


limestone, lumber, ne, 
vegetable oils, scrap paper, 
phenol, plastics, steel 


scrap, tool steel, textiles, cotton 
yarn and zine, 

Further production declines were 
reported by Canadian members, 
balancing lower orders. The com- 
modity price structure was 
stronger than in the U. S., but buy- 
ing policy was being held back 
even more than in the U. S. 


Sports-Car Fans 
Spend Million 
At N. Y. Show 


NEW YORK. — A survey of car 
sales at this year’s World Motor 
Sports Show revealed that Ameri- 
can sports car buyers favor models 
in the $2,000 to $4,000 price range. 

Fred Pittern, director of the show, 
announced that 213,700 visitors 
passed through the gates, and that 
car sales topped a million dollars. 


A survey of sales, made shortly 
before the close of the show, re- 
vealed that over 300 actual car sales 
had been consumated in the nine- 
day period. Over 75 percent of the 
automobiles sold were in the $2,000- 
to-$4,000 price bracket. 

Fifteen percent of the sales were 
made from cars exhibited by deal- 
ers whose cars sold for less than 
$2,000. The remaining 10 percent 
represented models in the super- 
luxury class that retailed above 
$9,000. 


Foreign car dealers, exhibiting 
new models, were optimistic con- 
cerning sales of imported cars to 
the American public as were domes- 
tic manufacturers such as Kaiser- 
Willys, Ford, General Motors and 
Lincoln all of whom displayed 
American models designed and en- 
gineered to appeal to the sports car 
fraternity. 


Ohio Welding School 


TROY, O.—A booklet describing 
the curriculum and organization of 
the Hobart Trade School, Hobart 
Square, Troy, O., is being mailed 
free by the registrar. Courses in- 
clude arc welding, carbon arc weld- 
ing, alloy steels and cast iron, 
inert-gas-shielded-arc welding, 
hard facing, tool welding, stud 
welding, submerged arc welding, 
oxy-acetylene welding and cutting, 
and pipe welding. 





Dealer Appraisal— 


Inspecting the grille and bumper as- 
sembly of Cadillac's experimental Park 


Avenue model at the General Motors 
Motorama in Miami are (from left), Mr. 
and Mrs. Don Reed and Mr. and Mrs. 
Edward Haughton. Reed and Haughton 
Cadillac dealers in Fort Pearce, Fla. 
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—Coming Events= 


Dealers Auto Shows 


Feb. 13-21—San Francisco Auto Show, 
Civic Auditorium, San Francisco. 

Feb. 13-2I—Indianapolis Auto Show, Man- 
ufacturers Bldg., State Fair Grounds, 
Indianapolis. 

Feb. 17-19—Wallingford Automobile Show, 
National Guard Armory, Wallingford, 
Connecticut. 

Feb. 17-20—Johnstown Automobile Show, 
Cambria County War Memorial Arena, 
Johnstown, Pa. 

Feb. 17-2I—4th Annual National Autorama, 
Connecticut State Armory, Hartford, 

nn. 

Feb. 18-2i—Jamestown Auto Show, James- 
town Armory, Jamestown, Y. 

Feb. 20-27 — Pittsburgh Auto Show, Hunt 
Armory, Pittsburgh. 

Feb. 20-28—4Ist Detroit Auto Dealers As- 
sociation Auto Show, State Fair Grounds, 
Detroit. 

Feb. 20-28—Washington, D. C. Aute Show, 
D. C. National Guard Armory, Wash- 
ington, D. 

Feb. 25-27—Ogdensburg Ave Show, State 
Armory, Ogdensburg, 

Feb. 26-28 — Lowell ig Siow, _ 
Memorial Auditorium, Lowell, 

Feb. 27-March 6—Kansas City hits a 
Municipal Auditorium, Kansas City, Mo. 

March 2-6—Wyoming Valley Automobile 
Show, West Mde Armory, Kingston, Pa. 

March 4-6-—Ogdensburg i Show, State 
Armory, Ogdensburg, N 

March 7-10—Evansville Automobile Show, 
Evansville Armory, Evansville, Indiana. 

March 13-20—Rochester Auto Show, State 
Armory, Rochester. 

March 13-2I—Chicago Auto Show, Inter- 
national Amphitheater. 

March 26-28—Lewiston Auto Show, Lewis- 
ton, Idaho. 

March 27-28 — Kansas Automobile Show, 
Hutchinson Sports Arena, Hutchinson, 
Kansas. 

April 3-11 — Quad-City Autorama, Rock 
Island Armory, Rock Island, Illinois. 
April 19-25— Denver Auto Show, Denver 
Municipal Bldg., Denver. 

* * ®@ 


Dealers Conventions 


Feb. 27 - March 6—Motor Car Dealers As- 
sociation of Greater Kansas City Con- 
vention, Municipal Auditorium, Kansas 
City, Missouri. 

March 4-6—Northern California Motor Car 
Dealers Association Convention, Fair- 
mont Hotel, San Francisco, Calif. 

March 8— Louisiana Automobile Dealers 
Association Convention, Roosevelt Ho- 
tel, New Orleans. 

March 24—Rhode Island Automobile Deal- 
ers Association, Sheraton-Biltmore Hotel, 
Providence. 

March 29-30—lowa Automobile Dealers 
Association Convention, Hotel Fort Des 
Moines, Des Moines. 

March 30—Brooklyn & Long Island Auto 
Dealers Association Convention, Hotel 
Granda, Brooklyn. 

April 15-l6é—Automobile Dealers Associa- 
tion of Indiana Convention, Claypool 
Hotel, Indianapolis. 

May 10-11 — Missouri Automobile Dealers’ 
Association Convention, Muehiebach 
Hotel, Kansas City, Missouri. 

May 1I1-12 — Massachusetts State Automo- 
bile Dealers Association Convention, 
Hotel Statler, Boston. 

May 18-23 — North Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 
muda. 

May 18-23— South Carolina Automobile 
Dealers Association Convention, Cruise 
to Bermuda aboard the Queen of Ber- 
muda. 

May 27-28—Michigan Automobile Dealers 
Association Convention, Pantiind Hotel, 
Grand Rapids. 

June 3-5— Washington State Auto Deal- 
ers Association nvention, Bellingham, 
Washington. 

June — Automobile Trade Association of 
Maryland Convention, Ocean City, 
Maryland. 

June 7-8—Automobile Dealer Associations 
ot Ontario Convention, Sheraton Brock 
Hotel, Niagara Falls. 

August — Automobile Dealers Association 
ot West Virginia, Greenbriar Hotel, 
White Sulphur Springs. 

Sept. 10-1i—Colorado Automobile Dealers 
Association, Broadmoor Hotel, Colorado 
Springs. 

Sept. 12-14—New York State Automobile 
Deaiers’ Convention, Saranac inn, Sar- 
anac, New York. 

Sept. 10-12— Maine Automobile Dealers 
Association Convention, Samoset Hotel, 
Kockiand, Maine. 

Sept. 19-20—Automobile Dealers Associa- 
tion ot Nortn Dakota, Convention, Far- 
go, North Dakota. 

Sept. 20-2i—Minnesota Automobile Deal- 
ers Association Convention, Nicollet Ho- 
tel, Minneapolis. 

Sept. 20-2i—Wisconsin Automotive Trades 
Association Convention, Hotel Schroe- 
der, Milwaukee. 

Sept. 23-24—New Jersey Automotive Trade 
Association Convention, Atlantic City. 
Oct. 3-5—Automobile Dealers Association 
of Alabama convention, Biloxi, Missis- 

Sippi. 

Oct. 8-9—Pennsyilvania Automotive Asso- 
ciation Convention, Haddon Hall, At- 
lantic City, New Jersey. 

Oct. 10-12—Texas Automotive Dealers As- 
sociation Convention, Gunter Hotel, San 
Antonio. 

Oct. 17-18—Georgia Automobile Dealers 
Association Convention, General Agle- 
thorpe Hotel, Savannah. 

Oct. 17-19—Tennessee Automotive Associa- 
— Convention, Peabody Hotel, Mem- 
phis. 

Oct. 23-25—Arkansas Automobile Dealers 


Association Convention, Hotel Marion, 
Lite Rock. 








Oct. 24-26 — Florida Automobile Dealers 
Association Convention, Hotel George 
Washington, Jacksonville. 

Oct.—Connecticut Automotive Trades As- 
sociation Convention, Hartford. 

Nov. 7-?—Ohio Automobile Dealers Asso- 
ciation Convention, Hotel Mayflower, 
Akron. 

Nov. 7-9— Kentucky Automobile Dealers 
Association Convention, Kentucky Hotel, 
a 

Nov. 29- Dec. I—idaho Automobile Deal- 
ers pe Th Convention, Boise Hotel, 
Boise. 

Dec. 2—Utah Automobile Dealers Associa- 
tion Convention, Newhouse Hotel, Salt 
Lake City. 

Dec. 8— Milwaukee County Automobile 
Dealers Association Convention, Milwau- 
kee Athletic Club, Milwaukee. 

se ®8 


April 6-l!—Easter Parade of Stars Auto- 
mobile Show, Waldorf - Astoria Hotel, 
New York City. 


April 26-28—!954 Metal Powder Show and 
Tenth Annual Meeting of Metal Powder 
Association, Drake Hotel, Chicago. 


May 46 — National Highway Users Con- 
oe Mayflower Hotel, Washington, 


May 13-15—Association of American Bat- 

tery Manufacturers, Inc., Greenbriar 
Hotel, White Sulphur Springs, West 
Virginia. 


May 24-26—Automotive Engine Rebuilders 
Paatleten, Statler Hotel, Buffalo. 


June 6-11—Society of pee oS. 
neers (Summer Meeting), 
=." -Cartton Hotels "ailentte City, 


August 16-18—Society of Automotive Engi- 
neers (National West Coast Meeting), 
Los Angeles. 


Sept. 16-17 — National Petroleum Assn. 
(52nd Annual Meeting), Traymore Hotel, 
Atlantic City, New Jersey. 


General 


Feb. 13-18 — Automotive Electric Assn., Sept. 20-22—Truck Body and Equipment 


Edgewater Beach Hotel, Chicago. Association, Inc., Hotel Statler, Buffalo. 
March 2-4—Society of Automotive Engi- Oct. 18-22—National Safety Council, Chi- 

neers (National Passenger Car, ‘: cago, IIlinois. 

and Materials Meeting), Statler Hote Oct. 25-27—National Association of Inde- 

Detroit. pendent Tire Dealers, Sherman Hotel, 
March 4-7 — Pacific Automotive Show, Chicago. 








Seattle Civic Auditorium. Oct. 25-2?— American Trucking Associa- 
March 6-14—GM Motorama, Pan Pacific tions, dics Wakdori-Astoria Hotel, New | Moforama Plays Miami— 

Auditorium, Los Angeles. York City. 
March 27-29—National Truck Leasing Sys- Nov. 1517— American Finance Confer- General Motors’ Motorama attracted large crowds last week in Miami. This overall 
tem Conference, The Greenbriar, White ence, Commodore Hotel, New York | photo shows the cloverleaf turntable which exhibited ‘cars of the future.” 

Sulphur Springs, West Virginia. City. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


Dec. 6-7—National Standard Parts Associ- 
ation, Hotel Sherman, Chicago. 


March 27-Apr. 4—GM Motorama, Civic 
Auditorium, San Francisco. 





‘ For fast, low-cost jobs on trade-ins and 
trucks use beautiful, ragged DULUX Enamel 


With Du Pont DULUX Enamel you sail through refinish jobs 
with amazing ease. For DULUX goes on smooth and easy ... 
keeps jobs moving out of the shop fast. You save time... you 
save labor. 

And customers are happy, too, because rugged DULUX hardens 
to a glossy finish that lasts—come rough weather or rougher use! 
Truck owners like it for long-term economy. Car dealers know 
it helps bring better prices on used cars. So get the finish that 
gives’ ‘‘something extra’’. . . gt DULUX! 


PEDAL YOUR 
WAY TO HIGHER PROFITS 





WITH DULUX 
ENAMEL ne 
4 


Ty 
DULUX 


E. I. du Pont de Nemours & Co. (inc.), 
Refinish Sales, Wilmington, Delaware. 


ENAMEL 


ie us pat. OFF 


BETTER THINGS FOR BETTER LIVING. 


Du Pont Refinishing Materials 


CHEMICALLY ENGINEERED TO DO THE JOB BETTER 


-- THROUGH CHEMISTRY 
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Now on Display at Your Dedgler's ! 
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Lithe, low rear deck . . . smooth-flowing, sweep-cut fenders and doors accentuate the sporting flair of Deep foam rubber Custom-Lounge Cushions, Safety-Padded Instrument Panel, Hand Brake Signal Light 
the new Ninety-Eight. Now the driver can see all four fenders for easier parking and safer driving. and Front Compartment Courtesy Lights are now standard equipment on all Oldsmobile Ninety-Eights. 


More than any model before it, this new “Ninety-Eight” for 1954 
expresses Oldsmobile’s forward looking and forward thinking. It’s 
Oldsmobile’s dream car—the pinnacle toward which Oldsmobile stylists 
a and engineers have been working since the introduction of the “Rocket” 
QO FR a 9 5} +4__ he ee: _ Engine. One look and you'll know . . . this car is sure to win the public 
7 ~ acclaim that greeted the flashing Super “88” last month! You'll know 
Mine it as a car of the future by its distinctive panoramic windshield, and the 


long, low, forward look. And, you'll discover even greater power in the 





world-famous “Rocket” Engine—185 horsepower and 8.25-to-1 compression 
ratio. Teamed with the brilliant “88” line-up, it’s another reason why 


this year—more than ever before—it’s SMART to BE with OLDS! 





Ninety-Eight DeLuxe Holiday Coupé. White sidewall 
tires and two-tone treaiment—optional at extra cost. 
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. i a be with new World’s Record "Rocket" 


CORPORATION, LANSING, MICHIGAN 








FOB FACTORY 
Auto Industry Studies 
Prevention of Fires 


f go General Motors Hydra-Matic plant fire had at least 
one beneficial effect: It made the auto industry fire- 
conscious to such an extent that many constructive steps 
are now being taken to prevent future factory fires. 
Members of the Society of Automotive Engineers, 


gathered in Detroit last 
month, heard a helpful dis- 
cussion of the subject by W. 
K. Ousley, vice-president of Boston 
Manufacturers Mutual Fire Insur- 
ance Co. The hints he presented 
are equally applicable to both small 
and large industrial plants. Here 
are Ousley’s suggestions: 

1, Use safe construction. 

2. Install sprinklers for all com- 
bustibles. 

3. Provide enough water. 


4. Train your people in fire safety. | according to Ousley, if the prop- 





5. Provide wholehearted support 
by top management. 

Most major fires occur, according 
to Ousley, because one or more of 


these rules has been broken. 
* * ao 


Sprinklers Urged 
VOIDING the use of wooden 
walls and quick-burning boards 
on joints, roofs and floors is strongly 
recommended. Most construction, 
including wood, can be protected, 











¥ 


he ‘crankshaft in the modern V-8 engine requires the ultimate in’ 
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erty is adequately protected with 
automatic sprinklers. 

As a second line of defense and 
to guard against failure of the 
sprinklers, use fire resistive walls 
or open areas, Only in this way, 
it is argued, can one be certain of 
avoiding destruction in the event 
of a serious fire. 

It is very pertinent to ask your- 
self, the speaker said, “How much 
of the plant can I afford to lose?” 
Because sprinkler systems some- 
times fail to operate, it was pointed 
out, actually a plant can lose what- 
ever portion of the building is not 
protected by fire resistive walls or 


open areas. 
+ + * 


Enclosing Danger Areas 


ONCENTRATION of combusti- 
bles or hazardous operations 
and limiting the size of such areas 
limits the possibility of a total loss 
resulting from fire. 

Additional recommendations in- 
cluded enclosure of stairs, elevators 
and other floor openings with mate- 
rial at least as fire resistant as the 
floors. 

Automatic sprinklers were de- 
scribed as the first and best line 
of defense, but to be effective 





Screw-In Inserft— 


This improved WEG insert, slotted for 
fast screwdriver installation, provides oa 
permanent thread anchor for bolting metal 
to metal, wood or plastic. If consists only 
of one part and is safely locked in posi- 
tion with pins. It is slotted for installa- 
tions up to one-quarter of an inch, while 
larger sizes are installed with an insert 
driver. It is manufactured by Roylyn, Inc., 
1706 Standard Ave., Glendale 1, Calif. 





coverage must be complete wher- 
ever there are combustibles. 
Average water demand for sprin- 
klers over moderate combustibles 
is about one-quarter gallon per 
square foot of floor space per min- 


rging technique. Today's high compression engines, with continually 


Eee | 


ng horsepower, further emphasize the importance of forging quality. 


an-Gordon technical know-how assures quality essential for 
physical properties, uniform machinability and balance control 


. 


lished 1883 


M*MAGNESIUM® STEEL ® 
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MASSACHUSETTS 


TROIT, MICHIGAN 
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ute. If sprinklers are called upor. 
over 8,00 feet of floor area, the 


‘| water demand would be 2,000 gal- 


lons per minute. Highly combustible 
materials will require even more 
water, up to as much as one-half 
gallon per minute per square foot 


|| of floor space. 


Training Workers 


— important observa- 
tion: Training.of personnel in 
safety measures will nearly always 
bring an ordinary blaze quickly un- 
der control. However, a plant su- 
perintendent cannot depend on the 
public fire department during the 
vital first few minutes of a fire. 

Organization of fire squads of 
five or six men for each depart- 
ment is recommended. Fire squad 
members also can be members of 
the large plant fire brigade. 

Management has the responsi- 
bility to see to it that safety and 
fire protection pervades the entire 
organization, Responsibility for 
planning and coordinating preven- 
tion and protection must be as- 
signed to one or more executives 
as plant size and organization re- 
quire. There need be no conflict be- 
tween those responsible for fire 
safety and those directing manu- 
facturing, Ousley said. 


* 





Factory Upkeep 
Estimated to 
Cost $10 Billion 


CHICAGO. American industry 
is becoming as conscious of pre- 
ventive maintenance as the car 
dealer and owner, according to the 
participants in the National Plant 
and Maintenance and Engineering 


| Conference here recently. 


It was estimated that the total 
cost of industry’s maintenance was 


|$10 billion a year, Engineers and 


maintenance men who addressed 
the sessions said that hundreds of 
millions of dollars could be saved 
if factory maintenance was planned 
instead of being done on a hap- 
hazard basis. 

In labor alone, 10 to 15 percent 
of the maintenance costs could be 
eliminated by placing work on 
regulars schedules, according to 
George J. Martin, manager of the 
mechanical division of National 
Biscuit Co., New York. 

At the plant and maintenance 
show, held in connection with the 
conference at the International 
Amphitheatre, more than 5,000 ma- 
chines and other mechanical de- 
vices to aid factory maintenance 
was shown. 

A buying splurge occurred near 
the end of the four-day show, offi- 


| cials said, with machines that would 


speed up maintenance attracting 
most of the purchasers. 

Attendance at this year’s show, 
officials estimated, was more than 
20,000, which is a record. Previous 
high for the show was 16,000. 


Disshler aiid 


Die Casting Group Opens 

°54 Competition 

NEW YORK.—The American Die 
Casting Institute has announced 
the opening of competition for the 
Doehler award, given annually for 
the outstanding contribution to the 
advancement of the die casting in- 
dustry and process, 

The award consists of a plaque 
and a cash prize of $500, which may 
be increased at the discretion of 
the award committee, made up of 
directors of the Die Casting Insti- 
tute. 

Any individual, group, educa- 
tional institution or technical or 
scientific society is eligible for the 
award. 

Nominations and supporting pa- 
pers for the award will be received 
until Apr. 15 by the Award Com- 
mittee, American Die Casting In- 
stitute, 366 Madison Ave., New York 
7 te F, 


* * 


+ 

Heavy-Duty Lube Marketed 

GREENWICH, Conn. — Molykote 
Type BR-2, a multi-purpose, ex- 
treme - pressure lubricant, is now 
available from Alpha Corp., 179 
Hamilton Ave., Greenwich, Conn. It 
is particularly suitable for use in 
vy loaded ball and roller bear- 
ngs. 
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New Dealership Keeps File on Everybody... 


‘Never Forget a Customer’ 


By L. H, Houck 
Staff Correspondent 

SPRINGFIELD, Mo. — A Spring- 
field businessman was at the tele- 
phone. 

“Yes, I know my wife had trouble 
with the car yesterday,” he said. 
“It was a down battery and the car 
was started at “no charge” by a 
dealer we have never seen and now 
you're calling ... you mean that 
you are calling to find out if the 
car is working all right now? 

“First time anybody ever called 
me about that car, Thanks. 
Thanks a lot.” 

Selling policies of the new Olds- 
mobile dealer in Springfield are so 


adjusted that the company never 
loses track of a customer. 


E. E. Douglas, for 15 years sales 
manager for Greenlease - O’Neill, 
Kansas City, is the new dealer here, 
and president of Douglas Olds- 
mobile Co., 637 College St. 


Douglas, who invented, designed 
and developed the tower service 
dispatching system at Greenlease- 
O'Neill, started in the service de- 
partment and has become one of 
the most service-minded automobile 
executives in the country. 

Here are some of the policies in 
effect at Douglas. 

No new car is delivered to the 
customer until it has been road 


tested by a member of the service 
department. 

When a salesman completes a 
sale he informs the customer that 
when he comes after the vehicle 
there will be from 6 to 20 miles on 
the speedometer and that the road 
test is required. 

When the customer arrives for 
the car the salesman turns it over 
to him and requests that he take 
the salesman for a short riding 
test. During this ride the salesman 
discusses features of the car and 
briefs the owner on them. 


He helps the owner inspect 
small things. If there has been 


tells the customer, makes a note 

of it and promises it will be 

remedied on the first service in- 
n, 


Thus, the customer’s last contact 
after he buys the car is the sales- 
man from whom he bought it. He 
has someone there that he knows 


and has done business with. 


Within 48 hours the salesman 
must phone the customer or make 
a@ personal visit and inquire how 
the car is running and if there is 


any complaint. 
If there is, 


the customer a letter, 


his ownership. 

Every new car sold has a front- 
end check and the tires balanced 
—which amounts to about a $15 


it is immediately 
taken care of. The salesman, at 
the end of seven days, must write 
thanking 
him for buying the car and pledg- 
ing cooperation during the time of 


























Tough but och so gentle* 


When you install Hastings “Motor 
Engineered” Piston Ring Sets, you turn 
the job over to the customer and don’t 
have to worry about whether it will come 
back with excessive oil consumption. 


You can do this because each Hastings 
Piston Ring Set is specifically engineered 
for that particular engine. We engineer 
each set to control oil to the customer’s 
satisfaction. Hundreds of thousands of 
installations of Hastings Rings have given 
mechanics confidence . . . they know 
‘ Hastings will handle the job. More 
: mechanics turn to Hastings for oil control 
. than to any other piston ring set in the 
‘replacement field. | 
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HASTINGS 


STEEL-VENT PISTON RINGS 
Regular, Chaome-Faced 


*TOUGH on oil pumping— GENTLE on cylinder walls 


a little undercoating missed, he pickup for the customer. How- 


STEEL-WENT SET 


2C 133 sw. 





HASTINGS STEEL-VENTS 
DELIVER UP TO 70% 
MORE OIL IN THE 
COMPRESSION RING 
WEAR ZONE! 


THE FACTS OF CYLINDER WALL LIFE 


There are two ring zones on every cylinder wall: 
0 the oil ring zone 
@ the compression wear zone 











There is almost no wear in the “oil ring zone.” 


And with Hastings Steel-Vents there is less than half the wear 
in the “compression ring wear zone,” too. 


‘Because Steel-Vents deliver up to 70% more oil to this zone. 


This is why Steel-Vent installations are so long-lived—in re- 
ring, re-bore, and re-sleeve installations. 












balanced condition shows on the 
tires, 


At the end of seven days, Doug- 
las himself also writes the customer 
a letter thanking him for the 
business, which shows the customer 
that the head of the firm is com- 
pletely aware that he is a customer. 

A complete file of every customer 
is being built. It will show every 
visit made to the service de- 
partment or showroom and what 
the visit was for. 

When some time elapses without 
this customer coming in, a member 
of the firm will contact him by 
phone, letter or personal visit and 
the customer will be told that he 
has been missed and he will be in- 
vited to come back again. 

At the same time he will be 
told that if there has been an un- 
satisfactory situation, the dealer- 
ship is prepared to correct it to 
the customer’s complete satis- 
faction. 

Back of the whole system is the 
intention to give the customer the 
best service and attention he has 
ever had. 

Once a customer gets this treat- 
ment, Douglas feels, he simply will 
not likely to be satisfied elsewhere 
or with any other kind of a car. 


Roche Is Pleased 
By Outlook for 
Cadillac Dealers 


DETROIT.—A continuing strong 
outlook for retail sales in the “fine- 
ear field” is indicated for 1954, ac- 
cording to J. M. 
Roche, general 
sales manager of 
Cadillac, who re- 
cently returned 
from a tour of the 
company’s retail 
outlets through- 
out the country. 

Roche said that 
Cadillac dealers 
reported the most 
enthusiastic and 
overwhelming ac- 
ceptance for the new models of any 
postwar announcement. 

“Highly significant is the increase 
in the number of people who were 
visiting the showrooms to see the 
cars,” Roche declared. “In some lo- 
cations,” he said, “opening - day 
crowds were two or three times 
greater than those of 1953. 

“At a New York dealership, more 
than 4,000 persons viewed the cars 
on the first day, and record-break- 
ing crowds were reported in such 
major cities as Chicago, New York, 
Detroit and Los Angeles,” Roche 
said. 

“Dealer reports indicate,” he said, 
“that more people have shown a 
genuine interest in purchasing fine 
cars than has been experienced in 
a number of years. 

“This trend of greater interest in 
the new models, coupled with the 
high rate at which orders for all 
models in the Cadillac line are be- 
ing placed, seems to indicate a high 
level of business activity among 
Cadillac dealers for many months 
ahead.” 

Roche said that “the current 10 
percent reduction in personal in- 
come taxes, placing additional 
spending power at the disposal of 
the American motorist, will give 
extra impetus to the demand for 
fine cars.” 

Cadillac, he noted, has established 
a record production schedule call- 
ing for 117,000 cars in the current 
model year. 





J. M. Roche 


Committee Named 


For U. C. Guide 


WASHINGTON.—Five outstand- 
ing new-car dealers have been 
named in the 1954 Guide Book com- 
mittee of the National Automobile 
Dealers Used Car Guide Co. The 
appointments were made by Charles 
C. Freed, president. 

George B. Wallace, of Portland, 
Ore., was reappointed chairm&n of 
the committee, a post he has filled 
for several years. David E. Castles, 
St. Louis, was reappointed vice- 
chairman. 

New appointments include: David 
Holmes, Battle Creek, Mich.; Forest 
Lovelock, .Reno, Nev., and Harold 
Lanphear, 4 Providence. 


€2 


JACK J. BLANK 
President, Arcade Pontiac Co., 
Washington, D. C. 


“Combining the very finest in looks 
and construction, Ventshades have 
become a highly desirable acces- 
sory in our line.” 
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i You are interested 


in making money, there's 
nothing more interesting 


& Ventshades 


VENTSHADES MAKE ANY CAR A BETTER CAR 





FRESH AIR WHEN IT RAINS 


Ventshades allow windows to be lowered 
two or three inches in the heaviest down- 
pour. Rain stays out; fresh air comes in. 
Natural ventilation virtually ends haz- 
ards of fogged windows and windshield. 
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A COOLER CAR WHEN PARKED 


In hot weather windows can be left low- 
ered a little when the car is parked. Vent- 
shades protect against sudden showers, 
while the circulating air keeps the car de- 
grees cooler. 


| z 1 
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SHADE FROM THE SUN 


Ventshades shield the eyes from harsh, 
hot overhead glare and create a softer, 
more restful light inside the car. There’s 
less eyestrain. You’re more relaxed. 





- we ANS 
ADDED BEAUTY FOR THE CAR 

Ventshades are as good-looking as they 
are useful. Custom-made of polished 
stainless steel, they add a crowning touch 


of streamlined smartness to any car. Look 
like a built in feature. 


VENTSHADES YIELD HANDSOME PROFITS FOR THESE 
LEADING DEALERS ... THEY’LL DO THE SAME FOR YOU! 


Cc. M. DANIEL 
President, Ernest G. Beaudry, Inc. 
Atlanta, Georgia 


from the de 
stand point.” 


“As far as we're concerned, Vent- 
shades are 100 per cent! ... both 





HERBERT F. CHARTERS 
Vice President, James F. Waters, Inc. 
Long Island City, N. Y. 


“Our customers are delighted with 
the fine appearance of this popular 
accessory and with the extra com- 
fort and convenience that Vent- 
shades give them.” 


customer 
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AUTO VENTSHADE COMPANY, CHAMBLEE, GA. 
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FOR COUPES AND SEDANS 


FOR HARDTOPS 


VENTSHADES SELL THEMSELVES 
WHEN SEEN ON THE CAR 


SS x 4 7 








Ventshades are their own best salesmen. You need 
only display Ventshades on your showroom models 
and demonstrators. Nine times out of ten they'll sell 
themselves on looks alone. A word or two to the cus- 
tomer about their desirable utility features and you’ve 
cinched the sale on a profitable extra — one that will 
repeat each time that customer buys a new car. 


QUICK AND EASY TO INSTALL 
AVAILABLE FOR VIRTUALLY ALL 
MAKES AND MODELS 





DETROIT. — A car salesman is 
awaiting trial this week on charges 
that he stole a new car from his 
employer, Holzbaugh Motor Sales 
(Ford), and sold its for $1,000. 

Police said that Louis G. Mar- 
tin, 25, sold the new Victoria to 
ledge, whi a to 

who as a customer, 
on cnaditibe thet Whitledge take 
the car to Georgia or some other 
state where only a bill of sale is 
needed to buy a license. 

Inspector Harry Michaels, head 


Inventor Houdry Honored 


PHILADELPHIA.Eugene J. 
Houdry, founder of Houdry Proc- 
ess Corp., has received the John 
Scott Award from the board of di- 
rectors of City Trusts. The award 
recognizes Houdry for his “series 
of inventions in catalytic cracking 
which have revolutionized petro- 
leum technology.” 


How to Beat Overhead 


Salesman Accused of Selling New Cars 
Without Bothering to Pay Dealer 


AUTOMOTIVE NEWS, FEBRUARY 15, 1954 


of the Detroit auto recovery squad, 
learned of Martin’s scheme from 
Herman Craighead, manager of a 
small repair shop in Ecorse, a De- 
troit suburb. 


Craighead told Michaels that 
Martin had contacted him, explain- 
ing that he was a Holzbaugh sales- 
man and that he could deliver a 
number of new Fords, without 
titles, for $1,250 to $1,000. Of course, 
the whole deal would be without 
his employer’s knowledge. 

Craighead arranged a meeting in 
a bar, at which Whitledge agreed 
to purchase a car. To give the 
scheme an appearance of authen- 
ticity, Whitledge argued Martin 
into reducing the price from $1,250 
to $1,000. 

The following day, Whitledge 
handed over $1,000 in marked 
bills, Martin gave him the car 
keys, a Michigan registration slip 
and a Holzbaugh bill of sale, in- 
dicating a $2,107 purchase. The 





"54 vehicle was equipped with 53 
plates. 


Before parting, Martin agreed to 
deliver two Ford convertibles and 
another Victoria to Whitiedge the 
next day for the same price. 

A few blocks away, Martin was 
arrested. He was arraigned on 
charges of grand larceny and un- 
lawfully driving away a car. 

Martin, who identified himself as 
Sam Williams, of Rome, Ga., dur- 
ing the transaction, told police that 
he needed $5,000 to get “my sweet- 
heart over here from Scotland and 

to get my guitar and clothes back 
from a pawn shop.” 

Martin told police that he had 
taken another “demonstrator” a 
few days previously and that he 
became involved in two accidents 
in quick succession, He said he 
took the car to the Holzbaugh 
collision shop, where the damage 
was estimated at $546, 

Bill Spooner, Holzbaugh sales 
manager, said: “Yes, Martin has 
been with us since last August. We 
used him mostly at our used-car lot 
on Warren Ave. He did a pretty 
fair job, particularly on new cars.” 

Holzbaugh officials said an in- 


ventory showed no other vehicles| 2,000 persons attending, 


missing—Joz CALLAHAN. 





Perfect Circle's New Plant— 


An extended program of piston ring production was initiated by Perfect Circle Co., 
Ltd., with the opening of its new plant in Toronto. It encompasses 65,000 square feet 
of floor space on one level. The firm has five other plants. 


Huge Truck Shop Opened 
By White in Cleveland 


By Sanford Markey 
Staff Correspondent 
CLEVELAND. — With more than 
White 
Motor Co. recently opened what 





A GREAT NEW BUSINESS BUILDER 


FROM QUAKER STATE 


QUAKER STATE@ 


MULTIPLE VISCOSITY 


MOTOR Ol 


SAE SW-20 HD 


FOR QUICKER STARTS . . . GREATER ENDURANCE 


OVER THE WIDEST TEMPERATURE RANGE! 


It’s the newest and finest multiple viscosity 
motor oil, and it’s made by Quaker State espe- 
cially for high compression engines. Another 
product of Quaker State’s 50 years of research 
and development in automotive lubrication 
. . . made to be a best-seller! 


long-lasting. 
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Check these proven advantages 


Quickest Starting . . . Least Battery Drain even 
at 30 below zero. Yet it’s rich, tough, and 


Highest Performance Possible for a SAE 5W-20 
motor oil. Made especially for modern high 
compression engines. 


Minimizes “Ping and Knock” from combustion 
chamber deposits often found in modern engines. 


YS war orr 


ATE 


TOR Ol 









Minimizes Sludge and Varnish. Its high deter- 
gency characteristics keep engines clean- 


running. 


YW ceretuny Refined from 100% Pure Pennsylvania 
Grade Crude Oil—nature’s best. 


YW, cvatines for A.P.I. Service Designations MM, 


MS, and DG. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PENNSYLVANIA 
Member Pennsylvania Grade Crude Oil Association ; 


is perhaps the largest sales and 
service headquarters for trucks in 
the midwest. 

A $600,000 expansion project has 
provided a modern, two-story 
building with 77,000 square feet for 
truck maintenance and repair 
work, 

Latest innovations to expedite 
truck service have been incorpo- 
rated in the building. At least 60 
trucks can be serviced at one 
time. Adequate parking space— 
—35,000 square feet in an ad- 
jacent lot—and a double entrance 
and exit system assure maximum 
flow of 

The building has a white porce- 
lain front. A Solex-glass main en- 
trance opens to a parts and acces- 
sories display room that challenges 
any similar setup in a new-car 
dealership. 

“Service is a key sales point in 
our new operation,” declared 
Robert F. Black, president of the 
company, whose service business 
“now exceeds $50 million annually.” 

E. S. Hoke, branch manager, 
pointed out that the mechanical 
force has been doubled under the 
new setup. The 100 men now oper- 
ate on a two-shift schedule from 
7 a.m. to 1 a.m, Total employment 
in the unit is 150. 

Trucks entering the shop are 
written up at the service window. 
A call goes to the control tower, 
and floor space is allocated, The 
control tower, moved from the 
side to almost the center of the 
building, keeps track of the status 
of each unit, 

The parts department houses an 
inventory, according to Hoke, “of 
White factory-engineered parts 
from the smallest washer to giant- 
sized axles and White Mustang 
truck engines.” 

He said that “the huge shop pro- 
vided by the expansion program 
more than doubles garage facilities. 
The shop includes heavy-duty lifts 
and lubricating racks for trucks, 
steam cleaning facilities and a 
complete truck painting de- 
partment. There is also a truck 
chassis dynamometer. There’s a 
section for repairing engines, axles, 
carburetors, and electrical systems. 

“Parts and individual 
light, air, and power lines also 
are provided in the air-con- 
ditioned shop,” said Hoke. 

Fluorescent lighting as well as 
incandescent lighting, augmented 
by white and gray painting for 
walls and ceiling, assure minimum 
eyestrain and provide maximum 
illumination for working conditions. 


Canadian Output 
Expected to Hold 
Steady in 1954 


TORONTO.—Canadian automak- 
ers expect no drop in car produc- 
tion in 1954, according to a survey 
of the industry by the Toronto 
Financial Post. 

Auto spokesmen contacted in the 
survey pointed out that density of 
ownership is still relatively low in 
Canada and both population and 
income are rising. 

Canadian buyers are expected to 
absorb the production of an esti- 
mated 460,000 cars next year with- 
out serious trouble, the survey in- 
dicated. 

It was shown, however, that 
prices of used cars have dropped 
faster in Canada than in the United 
States. 
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When the public speaks— 
the words have meaning! 





more people 





The vote is in and the verdict is clear! .. . 
Again in 1953, more people purchased new 
Chevrolets than any other car, according to 
official nationwide registrations. 
Moreover, the trend of public preference for 
Chevrolet is steadily rising, as is proved by the 
following figures: 


In 1952—120,061 more people 
bought Chevrolets than the 2nd 
place car. 


In 1953—the number almost 
doubled, and 226,213 more 
people bought Chevrolets than 
took deliveries of the 2nd place 
car. 


And so it has gone year after year, over a 
period of more than two decades, with the 
result that Chevrolet has 2,123,848 more pas- 
senger cars on the road todty than can be 
claimed by its nearest rival. 

Today’s three great new series of Chevrolets 
for 1954—finest Chevrolets in all Chevrolet 
history—are receiving this same overwhelm- 
ing vote of preference from the motoring 
public. 

What is the reason? Why do more people 
buy Chevrolets than any other car, year after 
year? There can be only one answer—more 
value! 

When the public speaks the words have 
meaning, and the public’s continued prefer- 
ence for Chevrolet is complete and convincing 
proof that Chevrolet provides more things 
more people want .. . and that it will give you 
more for your money. 


bought new Chevrolets 
in 1953 than the 2nd place car! 


Here are the R. L. Polk & Co.* 
Passenger Car registration 


figures for all 48 states and 
District of Columbia for 1953! 


CHEVROLET. ..... 1,342,480 
2nd place cor .... 1,116,267 


CHEVROLET LEAD... 226,213 


* The official, recognized source of registered automobile sales 





MORE VALUE . .. that’s why 


MORE PEOPLE BUY CHEVROLETS THAN ANY OTHER CAR! 


AMERICA’S LEADING DEALERS 






AMERICA’S LEADING FRANCHISE 









CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 
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Ike's Safety Parley 
Opens This Week 


By William Ullman 

Washington Correspondent 
a the White House Conference on Highway Safety 
convenes in Washington this week, the participants 
will represent seven basic groups: Agriculture, business, 
labor, women, public officials, media of public information, 
and organizations such as service, fraternal, religious, vet- 


erans, etc. 
The President has invited 


all state governors to cooper- 
ate, and has asked each to aesig- 
nate a group of outstanding citi- 
zens, including representatives of 
each of the basic categories, as 
delegates. 

The purpose of the conference 
will be to stimulate organized pub- 
lic action in every state, at the 
community level, to increase the 
safety of streets and highways by 
fuller utilization of measures which 
proved effective in reducing acci- 
dents. 

Secretary of 
Commerce Sin- 
clair Weeks is 
general chair- 
man of the con- 
ference. He will 
be assisted by 
Robert B. Mur- 
ray jr., under- 
secretary of 
commerce for 
transportation. 
Director will be 
Rear-Adm. Harold Blaine Miller 

(USN., Ret.), now with the Amer- 
ican Petroleum Institute. 

The automotive industry’s repre- 
sentatives will include Harlow H. 
Curtice, Henry Ford II, L. L. (Tex) 
Colbert, William F. Hufstader and 
Paul G. Hoffman. 

Car dealers will have as their 
spokesman Fred Bell, executive 
vice-president of NADA, assisted 
by Walter M. Kiplinger and a dele- 
gation of about 50 retailers from 
across the country and several as- 
sociation managers. 

Every phase of highway-user in- 
terest is expected to be present 

when the conference convenes Wed- 
nesday (Feb. 17). The chairman of 
the seven basic groups will consti- 
tute the steering committee. Gov. 
Dan Thornton of Colorado will head 
this group. 





William Uliman 
















* + ok 
Tax-Relief View 

IHE CHAIRMAN of the Federal 

Reserve Board, appearing be- 
fore the Senate-House Economic 
Committee, said Congress should 
grant tax relief to business, rather 
than to consumers, in order to 
stimulate the economy. 

William McChesney Martin jr. 
urged that tax relief be aimed prin- 
cipally at stimulating production, 
saying the economic decline has 
been “orderly” and consumption is 
expected.to pick up soon. 

He added that business should be 
given incentives to replace obsolete 
equipment, build new plants and 
move into new enterprises. 

Martin said his attitude toward 
the immediate economic future of 
the country was one of “cautious 
optimism.” He said that despite 
the recent downturn in business, 
he thought that the factors for 
continuing prosperity far out- 
weighed those which might point 
to a sharp recession, 

But the FRB chairman issued a 
warning that continued pessimism 
toward the general economic out- 
look might change the country into 
a real recession. 

“Anxiety can be overdone,” Mar- 
tin declared. “Unless exposed to the 
broad daylight of facts, it could 
lead to severe declines in buying 
and, hence, in production and em- 
ployment.” 

* x 
‘Big Brother’ Policy 

RESIDENT Eisenhower last 

week added a “big brother” con- 

cept to the ideals of the Adminis- 
tration he is trying to fashion. 

Addressing a Lincoln Day rally 
of Republican partisans, he exhorted 
his countrymen to work with him 


Qtr 





right of a free citizen to make the 
best life he can and to know that 
the Government will be his big 
brother.” 


The President emphasized his 
belief in “conservative” handling 
of economic affairs and told his 
hearers they “should not be afraid 
to use the word.” 

The rally brought to the same 

platform Mrs. Eisenhower and 
former President Herbert Hoover, 











along with congressional leaders 
and members of the Cabinet. 

Senator John W. Bricker, Ohio 
Republican, was one of the eve- 
ning’s speakers. He applauded the 
President’s program as one that 
represents “a historic approach to 
the problem of building a greater 
America.” 

Referring to his proposed treaty 
amendment, Bricker said: 

“There are honest differences of 
opinion , . . but let me make one 
thing clear—there is not now, nor 
will there be, any split in the Re- 
publican Party.” 

Box suppers—at $1.50 each—were 
served to about 8,000 persons pres- 
ent at the rally, including the Wil- 
a the McKays and the Summer- 

elds. 


x * 


Business Prodded 


OTHAIR Teetor, assistant secre- 

tary of commerce for domestic 
affairs, last week on behalf of the 
Business and Defense Services Ad- 
ministration made a direct appeal 
to big and little business to start 
any new enterprises in areas of 
chronic labor surpluses as listed by 
the Department of Labor. 

“If there aren’t enough jobs to 
go around,” said Teetor, “the only 





Cleveland Honored— 


A large plaque in recognition of Cleve- 
land dealers’ work in public relations 
in the new-car field is presented to James 
Berry (right), president of the Cleveland 
Automobile Dealers Assn., by Carl E. 
Fribley, chairman of the NADA public 
relations committee. 


way to create new jobs is to build 
new enterprises. 
“Most of these areas where un- 
employment exceeds normal pro- 
portions were dominated by a single 





industry or enterprise whieh have 
long been in a decline due to vari- 
ous economic factors. You are the 
job makers, so I hope you will con- 
sider these areas of economic dis- 
location when you build new plants 
or start new enterprises.” 
az + * 


Robot Struts Stuff 
ASHINGTON was treated last 
week to the world debut of 

Elektro, a seven-foot man of metal 

with a mind of his own. His joints 


creaked, he suffered a bad case of 


color blindness and he crossed up 
his master, Electronics Engineer 
Frank Ruth, by refusing to do some 
tricks and doing others out of turn. 

Elecktro is the latest edition of 
the mechanical men Westing- 
house engineers have made for 
educational tours and promotion. 
The robot, and a canine pal, 
Sparko, dramatize sensitive elec- 
trical devices which are used in 
today’s automatic control of ma- 
chinery. 

Elektro’s energy comes from any 
110-volt outlet, and his actions are 
in automatic response to oral com- 
mands spoken into a microphone. 
A series of words, properly spaced, 

(Continued on Page 64, Col. 4) 





advertise in OHIO 
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in “making certain that every 
American will recognize he has the 


Based on eight-year study of Ohio farm income 
(Government payments not included) 
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Frosaker Donates Training Cars— 

Officials of the Riverdale (N. D.) public schools accept delivery of two driver 
training cars from O. G. Frosaker (left), owner of Frosaker Motor Co. (Chevrolet), Minot, 
N. D. The firm has furnished such cars for the past five years. 


Va. House Calls for End of Road Tax Diversion 
A majority of the members of the| tional amendment to accomplish 


i Legislature has declared | this purpose. 
eae pa of @ speedy end to The amendment would not apply 
itselt in — ; to money derived from license taxes 
the diversion of highway funds in 


imposed by any county, city or 
a resolution calling for a constitu- | town. 





Dealer of the Month... 


Duvall Makes Roads 


His Public Business 


By Gerhardt Neumann 
Staff Writer 


IS Honor Milton F. Duvall, 
mayor of Clarksville, Mo., and 


he became chairman of the roads 
and highways committee, a posi- 
tion he held for eight years. 

Of all his achievements, he con- 


owner of Duvall Motor Co. (Chrys-|siders as most significant the one 


ler - Plymouth) in 
that city, has 
fought hard and 
successfully for 
better roads in 
Missouri, and has 
also sparked 
many other safety 
activities. 
AUTOMOTIVE News 
is proud to honor 
him for his far- 
sighted leadership 
by awarding him 


its safety plaque for February, 1954. 


Duvall, a dealer for 24 years, 
became interested in safety prob- 
lems when in 1944 he was elected 
to the Missouri Legislature, where 





which led to legislation providing 
Missouri with a 10-year highway 
modernization program at a cost of 
$557 million and adding 12,000 miles 
to the state’s rural roads. 

+ * * 


—_ other legislation spon- 
sored by Duvall were uniform 
traffic regulations, speed and zoning 
laws, enlargement of highway pa- 
trol, uniform license code, driver 
responsibility laws and periodic ve- 
hicle inspection. 

After retiring from the political 
scene, Duvall became president 
of the Missouri Good Roads Assn., 
now serving his second term. 

As mayor of Clarksville, he is 
directing a vigorous safety program 





Selling time is buying time, too. And, that’s all 
the time in prosperous Ohio where profitable 
diversification is planned and practiced. 


Year-round. production provides a steady stream 
of cash —all through every season. That makes 
the Ohio farmer a steady customer of home-town 
stores, where his purchases are in keeping with his 
sales — big — right around the calendar. 


Foremost in the farmer’s mind as he crosses the 


street from market to merchant are the products Avenue, 


Cleveland, Ohio 





Pennsylvania Farmer, Harrisburg, Pa. - 


Michigan Farmer, East Lansing, Mich. 


Cleveland 14, Ohio. 









advertised in his favorite farm magazine. And, 3 
out of 4 Ohio farm families read, and heed, THE 
OHIO FARMER. 


You'll find THE OHIO FARMER of greatest 
value, too — for presenting the merchandise you 
sell. Among the few states that match steady, 
productive Ohio are Michigan and Pennsylvania, 
served by MICHIGAN FARMER and PENNSYL- 
VANIA FARMER. For the full story on the selling 
effectiveness of all three, write to T1013 Rockwell 





in cooperation with the city’s Busi- 


ness and Professional Women’s 
Club. 

Apparently sold on the value of 
women’s help in safety work, 
Duvall believes that enlisting of a 
“live-wire women’s organization” in 
the program is an important step 
to success. 

* * + 
E ALSO recommends full co- 
operation with local newspapers 
to give the drive its full impetus. 
And last, not least, he thinks that 
safety education should find its per- 
manent place in the schools, 


Besides the enactment of speed 
laws, Duvall would like to see a 
law under which the licenses of 
drunk drivers can be suspended 
indefinitely. And a strict inspec- 
tion law would, in his opinion, 
remove from the highways all 
cars which are a hazard te other 
motorists. 


Divided highways and elimination 
of obsolete and deteriorated roads 
would be the final step in cutting 
the nation’s traffic toll to a reason- 
able minimum. Duvall suggests 
that all this can be achieved by 
increasing gasoline taxes and truck 
license fees by very small amounts. 


N.C. Seeks Ways 
To Tighten Grip on 
Traffic Violators 


The North Carolina Motor Ve- 
hicles Department has worked out 
a policy on revocation of drivers’ 
license after pleas of nolo con- 
tendere (no contest) to traffic vio- 
lations. 

The attorney general has been 
studying the problem since the 
North Carolina Supreme Court de- 
cided that a nolo contendere plea on 
a traffic charge cannot be used as 
evidence at a hearing on the ques- 
tion of suspending a man’s right to 
drive. 

According to Assistant Motor Ve- 
hicles Commissioner Joseph Gar- 
rett, the advice of the attorney 
general was this: 

“Revoke the license when the 
statute says that revocation is man- 
datory and part of the punishment 
provided for that particular offense 
which the motorist agrees to accept 
when he pleads nolo contendere. 

“Do not take the license where 
it’s a matter of discretion and not 
a specific part of the punishment 
provided for that offense unless the 
department has other evidence of 
the violation than a nolo contendere 
plea.” 

Commented Motor Vehicles Com- 
missioner Edward Scheidt: “A 
simple remedy would be for courts 
not to accept pleas of nolo con- 
tendere in such cases.” 

Violations which call for manda- 
tory revocation of licenses include 
manslaughter or negligent homicide 
resulting from operation of a motor 
vehicle; driving under the influence 
of liquor or narcotics; any felony 
in the commission of which a motor 
vehicle is used, and failure to stop 
and render aid in the event of an 


accident. 
* a Es 


Toll Roads Called Answer 


To High Construction Cost 


Toll roads are the answer to the 
rising cost of highway construc- 
tion, Wilfred Owen, of the Brook- 
ings Institute, Washington, told 
the third annual Georgia Highway 
Conference. 

Owen said that 4,258 miles of toll 
roads are open, under construction, 
authorized or planned now at a 
cost of $5 billion. 





Fe 
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helped Lander Motors sell 214, 


Here’s the letter that brought the news: 


““We have just concluded our two-week LIFE tie-in in our main show- 
rooms on North Avenue. 


‘‘During this two-week period we sold 214 Dodges, Plymouths and 
Dodge Trucks, and we feel that the novelty of displaying our prod- 
ucts ‘Advertised in LIFE’ played a great part in increasing the num- 
ber of people who entered our showrooms to see the display. 


‘*The amount of business done during these two weeks was 20% more 
than in the previous two weeks, and we definitely credit the LIFE 
display as being responsible for a good portion of this increase. 


*6We can certainly recommend this tie-in type of advertising and 


display to any automobile dealer who is interested in doing some- 
thing unusual to attract the attention of the motoring public.”’ 


John H. Lander, president, Lander Motors, Inc. 
Atlanta, Ga. 


Lander Motors, Inc.— in the category of single showroom opera- _ to the automobile men of the South. And last year he won national 
tions—ranks as one of the largest dealers in the nation in new-car _—_ recognition when he was named a Brand Name Retailer of the 
business volume. John H. Lander, president, needs no introduction Year—one of five new-car dealers to win that award in 1953. 











‘cars and trucks in just two weeks! 





John H. Lander, president, Lander Motors, Inc., and E. E. Lytle look on as 
the showroom is made ready for their LIFE tie-in promotion last year. 


Attractive windows like this stepped up the flow of showroom traffic— 


helped increase sales 20% over the previous two-week period. 


No wonder [§§d4 is the No. | choice for selling cars 


LIFE gives America’s automobile manufacturers the 
greatest weekly readership in all magazine history. 

A single issue of LIFE reaches 11,880,000 households 
—or one in every four in the U. S.* And over the course 
of 13 issues, the LIFE audience grows until it includes 
25,640,000 households—or 3 out of every 5 in the U. S.* 

LIFE also delivers to its new-car advertisers more 


prospects than does any other magazine. LIFE’s single- 
issue audience includes 39% of all U. S. households who 
bought their cars new. And in the course of 13 issues, 
LIFE’s great audience grows until it includes 73% of 
new-car buyers.* No wonder America’s automobile 
manufacturers spend more of their new-car advertising 
dollars in LIFE than in any other magazine. 


*Source: A Study of the Household Accumulative Audience of LIFE (1952), by Alfred 
Politz Research, Inc. A LIFE-reading household is one in which one or more mem- 
bers aged 20 or over reads one or more of 18 issues. 


An industry as big as yours needs 
, a magazine as big as... 





First in circulation 
First in audience 
First in advertising 


9 Rockefeller Plaza, New York 20, N. Y. 











yu might clip this column and 
hand it to your teen-age son 
before he gets too much modern 
education and becomes involved 
with those mysterious “P’s’—psy- 
chology, psychiatry and psychoses. 
Perhaps he should first know about 
the great fundamentals. 

It’s the spotlight history of the 
greatest business in the world— 
transportation—the business upon 
which all other human activities 
depend. 

When the first farmer produced 
more on his plot of ground than he 


could use himself, he carried it to 
the nearest market on his back. 
His cost -per-ton-mile was very 
high, his market radius very short 
and his back very tired. Man put 
a pack on the camel’s back, har- 
nessed the wild ass, invented the 
wheel. Trade, transportation—civil- 
ization was moving forward. 
Reason: Lower cost-per-ton-mile. 
* * * 


Transport Makes History 


eas sails beat the 
camel to the Mediterran 
markets. Phoenicia ruled the sea. 
Columbus sailed for Cathay and 
found America, Spain bossed the 
oceans until England defeated the 
Spanish Armada, built her navy, 
her merchant fleet and her empire. 
Britannia ruled the sea. 

Reason: Lowest cost-per-ton mile. 

Watt and Boulton harnessed 

steam .. . Fitch invented the 
steamboat .. . Stephenson built 
the locomotive . . . Otto con- 
structed the internal combustion 
engine ... Duryea made a gaso- 
at Kitty Hawk. 

America had built the Erie Canal, 
the Conestoga wagon, then hun- 
dreds of thousands of miles of rail- 
roads and highways, and millions 
of cars, trucks and planes. The 
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L-M Officials Map Sales Plans for South— 


Southern regional Lincoln-Mercury sales officials meet in Atlanta to discuss mer- 
chandising plans for 1954. Seated (from left), are W. A. Hanke, regional administra- 
tive assistant; J. F. Giles, Dallas district sales manager; J. H. Shiner, Jacksonville 
district sales manager; H. B. Daniels, L-M assistant general sales manager; W. A. 
Toms, southern regional L-M manager; W. L. Brenner, Memphis district sales manager; 
G. H. Schricker, Atlanta district sales manager, and W. D. Woods, Houston district 
sales manager. Standing: H. C. Wood, Dallas district Lincoln sales manager; G. C. 
Friday, Houston district Lincoln sales manager; E. J. Bell, Jacksonville district Lincoin 
sales manager; J. C. Gates, regional sales promotion manager; J. S. Straka, Atlanta 
district used-car manager; R. H. Lane, Memphis district Lincoln sales manager; W. L. 
Dearing, Atlanta district Mercury sales manager, and A. W. Luster, assistant Atlanta 
district sales manager. 


man from Maine, in his Model T, 
enroute to California, found the 
man from Texas no longer carried 
a 


cost-per-ton mile, has made us a 
truly United Nation. China and 
Russia, with the highest ton-mile 
cost, still struggle for survival, 


gun. 
Transportation, at the lowest | against American progress. America 





drive safely 


imesh Te 


GMC’s new 8-speed Hydra-Matic* 
is money in the bank 


—for truck users and truck sellers alike! 


\HINK of it. Users of GMC’s sensational 
new Hydra-Matic middleweights never 
spend a red cent on clutch replacements—or 
even repairs. No more expensive axle or 
drive-line work as a result of shock-loading 


damage. 


Engine maintenance hits a new low. With 
Hydra-Matic to apply the power automat- 
ically and without waste—engines are prac- 
tically immune to abuse. Better gasoline 
mileage pays off every trip. 


Driver training costs are pared. There are 
no intricate shift patterns to learn. Even the 


greenest greenhorn becomes a smooth oper- 
ator in short order. 


So add all this up for yourself. No conven- 
tional-shift truck can match the spectacular 
advantages of Hydra-Matic GMC’s. And 
only GMC dealers can offer these advan- 
tages in the big 2- to 4%-ton market! 
Sound like a good thing? If there’s no GMC 
dealer in your area, why not check with us? 
Find out how soon you could put all GMC’s 
great advances to work for you! 


*Optional at extra cost 


Sella modern truck! 


GMC Truck & Coach Division of General Motors 





now finds world leadership her 
present responsibility — her inevit- 
able destiny. 


Wealth Still Buried 


NGINEERS and scientists can 

tell you there are billions of 
tons of precious materials still hid- 
den underground throughout the 
world, due to a lack of one thing— 
transportation. 

Now comes that farsighted pio- 
neer of the air, Jimmy Doolittle 
(who charted the route for the 
deadly bombers over Japan) with 
his prediction of the 10 most 
likely advances in the next half- 
century of flight: 

1, Continued and vast expansion 
of airport facilities throughout the 
world. 


2. Introduction on a wide scale of 
high-speed, long-range jet trans- 
portation. 

3. Mass movement of short-haul 
traffic by helicopters. 


4. Transoceanic air freight by 
giant transports. 

5. Appearance of practical con- 
vertiplanes (combination plane and 
helicopter). 

6. Substantially automatic opera- 
tion of many types of aircraft. 

7. Operational special - purpose, 
atomic-powered aircraft. 

8. Development of heat-resistant 
materials and cooling methods for 
ultra high-speed flight. 

9. Use of pilotless, automatically- 
guided aircraft for high-speed 
freight and mail service. 

10. And, finally, “the dream of 
that boy next door,” creation of 
man-made earth satellites. 

2 * ~ 


Considine Comment 

B= CONSIDINE, reporting on 
Doolittle’s predictions, winds up 

with this comment in his Interna- 

tional News Service column, “I 

have a tuxedo, General ... Will 

travel.” 

P.S. Getting back to the earth 
(still the center of our mundane 
existence), I see where the poli- 
ticians of New York State have 
earmarked over $2 billion to 
finance a 10-year highway build- 
ing program in the Empire State. 

Can it be that the publicity men 
of the automobile industry are will- 
ing to share the credit for inspiring 
the voters in 47 other states in the 
promotion of an idea that would 
bring cheers from the front row on 
Mount Olympus, where those able 
citizens, Roy Chapin, Henry Joy 
and H. H. Firestone, are waiting to 
see what the lads they made are 
going to do about an opportunity 
which they spent many years 
dreaming about? Those men were 
leaders. Surely their work has not 
been forgotten. 


DeSoto Field Men 
‘Told of Planned 
‘High-Fashion Car 


DETROIT.—Members of DeSoto’s 
‘national field organization, meeting 
here last week, heard about a new 
high-fashion 
| model the compa- 
|ny plans to add 
|to its 1954 line, 
| here last week, 
| according to J. B. 
| Wagstaff, sales 
| vice-president. 

The new model 
will be announced 
| sonatas in the 
spring, Wagstaff 
said. , 
| bh ttn, « oe 
new national used-car merchandis- 
| ing program, also soon to be an- 
nounced, was outlined during the 
sessions. 

Closely tied into Chrysler Corp.’s 
national sales conference, also held 
|here last week, the meetings were 
|mainly concerned with new and 
used-car sales strategy. 

Conducting the meetings with L 
I. Woolson, president, and Wagstaff 
were R. M. Rowland, merchandis- 
ing director; A. B. Nielsen, eastern 
sales manager; Paul Herpolsheimer 
jr., western sales manager; J. L. 
Wichert, director of advertising: 
Cc. . Mix, national used-car 
merchandising manager, and R. S 
Dunsmore, dealer operations man- 
ager. 





The back pages of every issue of AUTO 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 
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"JIM, THERE’S ANOTHER 
| MAN IN MY LIFE” 


The man she’s talking about may very 

well be you! You can tell your wife about 
her—she’ll be all for it. And so will you because, 
rather than costing you money, she'll help 

you make it. What has she to do with car care 
and service department profits? You'll find 
out when the Alemite representative calls 

to give the details about the hottest promotion 
idea in years. Watch for him. And watch for 
an important woman in your life— 


in Alemite national advertising for 1954! 


REG. U. S. PAT. OFF 


1826 Diversey Parkway, Chicago 14, Illinois 


27 

















Roundup from State Capitals... 






By Bethune Jones 


Legislative Correspondent 
a tax revision proposals coming in for an unusual 
amount of consideration in state capitals in a year of 
comparatively few legislative sessions, scattered prospects 
of tax relief are outweighed by pressures for more state 
taxes for general purposes as well as for such specializ 
needs as highway improve-@———————— 
ments. a. —_ 








estimated the 
program would 
yield $7 million in 
additional annual 
revenue, plus an 
extra $7 million 
of non - recurring 
revenue in the 
first year, the pay- 
as-you-go income 
tax plan due to 
the advance pay- 
ments. 
A financial 


Among the first 1954 en-| 
actments is a Kentucky law es- 
tablishing a pay-as-you-go plan for | 
the collection of individual State | 
income taxes. 

The measure was adopted as part 
of a tax program, effective July 1, 
which also includes increases in | [| 
levies against cigarettes, beer, wine 
and parimutuel betting. 

Gov. Lawrence Wetherby, who 
recommended the Kentucky bills, 





Bethune Jones 








C USTOM MANUFACTURED to fit any 54 
automobile (as well as ’46 to 53 cars)—Cello 
guards are easily installed with ordinary tools 
by the average person in only a few minutes! 
This means minimum time for dealer instal- 
lation with maximum profit realized. 


Heavy chrome finish is guaranteed to meet 
the latest automotive plating specifications. 


Furnished with dual uprights, sturdy cross 
rail and wing rails, Cello’s gleaming chrome 
guards are “customized” fit over 
both front and rear bumper guards. Hard- 


to easily 






SUBSIDIARY OF A. 





PRODUCTS COMPANY 
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‘lature with the backing of the| minor tax-relief measure which 


sf egisla lion Affecting Aral Industry 


program recommended to the Col- 
orado Legislature by Gov. Dan 
Thornton included a proposal to 
withhold State income taxes, as 
a means of obtaining an estimated 
$1 million additional annual rev- 
enue. Thornton also called for a 
State constitutional amendment 
authorizing use of old-age pen- 
sion funds to balance the State 
budget without necessity for new 
or increased taxes, 

Revision of Arizona’s income and 
sales tax laws to plug loopholes, the 
placing of state luxury tax licenses 
on an annual basis and adoption 
of a new use-tax law were recom- 
mended by Gov. Howard Pyle. 
Meanwhile, a bill proposing an en- 
tirely new State income tax act, 
with a withholding provision, was 


introduced in the Arizona Legis- 





eslomized’” GUARDS 
GIVE YOU MAXIMUM PROFITS! 


Cello Chrome Guards are “Customized” to Install in Only a Few Minutes 


House Ways and Means Committee. | would exempt from the state u4- 


> > * 


Miss. Eyes Increases 
| Pgpercne' enactment was being 
sought in the Mississippi Leg- 
islature of school equalization tax 
bills which would increase the 
State sales tax from 2 to 3 percent; 
boost the oil and gas severance tax 
from 6 to 8 percent of the sales 
price, and raise the cigaret tax 
from four to five cents per pack. 

Maryland is expected to abandon 
a 15.percent income tax reduction 
which has been in effect in recent 
years. 

On the brighter side, a new 
Massachusetts law allows indi- 
vidual income taxpayers to de- 
duct 25 percent of their normal 
taxes in computing returns on 
earnings for 1953, 

Gov. Christian A. Herter, who 
recommended the measure, ex- 
plained this means most taxpayers 
actually will pay about 20.3 percent 
less this year than last, since a 
surtax is not affected. The reduc- 
tion, however, is temporary and 

applies only to 1953 income. 

Introduced in the Rhode Island 
Legislature with the backing of 
Gov. Dennis J. Roberts was a 


ware is zinc plated for all-weather resistance 


to rust. 


Cello guards are individually packaged 
assuring chrome protection at all times dur- 


ing shipment. 


For custom styling, maximum protection, 
guaranteed chrome and only minutes in in- 
stallation —the fastest selling grille guard 


today is Cello. 


Other custom Cello products—Truck Grille 


Guards, 


License Frames, License Brackets, 


Chrome Exhaust Extensions. Fender Guards, 






CAMPBELL COMPANY, 











incorporated business tax smail 
partnerships and one-man estao- 
lishments grossing less than $30,090 
annually in retail and wholesale 
business and in manufacturing. 

* + * 


S. C. Curb Sought 


SOUTH CAROLINA constitu- 

tional amendment to prohibit 
any State property levy has been 
advocated by Gov. James F. 
Byrnes, who said such a move 
would contribute toward the equal- 
ization of assessments and also 
make it possible for the Legisla- 
ture to consider removal of the 
so-called floor tax paid by mer- 
chants. 

Enactment of Virginia enabling 
legislation to permit counties to 
raise additional local revenues 
from new taxes and license fees 
against motor vehicles, amuse- 
ments (but not admissions), util- 
ity services and businesses and 
professions has been recom- 
mended by the Advisory Legis- 
lative Council, the Legislature’s 
study agency. 

An increase in Virginia's gaso- 
line tax from six to seven cents 
a gallon was advocated by Gov. 
Thomas B. Stanley in his inaugu- 
ral. address. Along with the tax 
boost, which he estimated would 
yield $10 million for highway im- 
provements, Stanley also called for 
an end to any expenditure of high- 
way funds which can be classed as 
diversions. 

In advocating issuance of bonds 
to finance a $2,886 million 10-year 
highway improvement program for 
New York, the temporary State 
highway finance planning commis- 
sion said the bonds would be 
backed by “increased highway- 
user taxes.” 

The latter, it was indicated, 
would be increases in the gasoline 
tax rate and motor vehicle regis- 
tration fees. No early action on the 
tax issue is expected. 

- + * 


Ohio Bond Program 


A JANUARY special session of 
the Ohio Legislature activated 
a $500 million highway bond pro- 
gram which is designed to speed 
rebuilding and new construction 
along a 6,200-mile main thorough- 
fare system. 


Two major bills enacted in Ohio 
cleared the way for a $240 million 
highway construction program for 
the current year and 1955. 


The Ohio highway bonds will 
be paid off in part from the 
State’s new axle-mile truck tax, 
which continues to be the center 
of interstate controversy of na- 
tionwide significance. 


No solution to truck tax reci- 
procity issues stemming from the 
Ohio tax came from a meeting 
called in Atlanta in late January 
by the National Governors Confer- 
ence executive committee after 10 
southern states earlier threatened 
to cancel such agreements by 
March 1 unless Ohio extends reci- 
procity on its axle-mile levy. 

Meanwhile, there have been other 
repercussions from the Ohio tax, 
which places a levy on trucks with 
more than two axles of from % to 
2% cents a mile, depending on the 
number of axles. 

Thirty-one trucking firms from 
Ohio and five other states filed a 

(Continued on Page 56, Col. 3) 





Ist Woman U. C. Dealer 
Dies After Collapse 


PHILADELPHIA, — Rachel! 
(Mommy) Krouse, the first wom- 
an used-car dealer in the nation, 
died Jan. 27 in Jefferson Hospital. 
She was 76. 


Mrs. Krouse never fully re- 
gained consciousness after she 
collapsed Dec. 6 at a surprise 
party in her honor. 

More than 400 friends and 
members of the Philadelphia Used 
Car Dealers Assn. were on hand 
at the fete, planning to stage 3 
“This Is Your Life Show,” wit 
Mrs. Krouse as the heroine. 

Mrs, Krouse began selling autos 
at the turn of the century. She 
retired three years ago after mar 
years of owning Sesquicity F'- 
nance Co., which dealt in used- 
cars. 
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: . This advertisement contains one of the most important messages ever 
published by General Motors. 


,il 
‘ . | Yo Uu Y v 0 of t h a t 1 n ] 9 5 4 see as the automotive industry swings into the highly competitive 


LO- 
selling year of 1954, here is General Motors with a group of cars which, 





in their many revolutionary style changes, as well as their advanced 


tu 


bit E N E R L M O - O R S engineering features, are definitely in a class by themselves. 
F. G A 


ol Yes, this is an important advertisement. Yet it is only the first of a series 


al- 


Iso (appearing in leading magazines, usually in four colors) which, 
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he lead: AY L, he way ; in dramatic photographs, ia convincing text, will show the motoring 
public bow in 1954—General Motors leads the way! 
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“Car of the future” styling 


comes true in five General Motors 


cars you can buy today 
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General Motors 


leads the style parade—with 
five brilliant examples of what 
the new style trend will be for 
the years ahead 


Once more, 























, swift look — 
ae of backswept 7 
shield glass—and a host of advan . 
new engineering features—that ” ‘ 
found in GM's “dream cars only 
few short months ago- 
But they are dreams no longer. — 
they are real. For even as peop 


: ing at those “cars of 
looked with longine ers and the 


>”? too 
the future, the : 
diemakers were busy on the task 


which turned them into production 
models for 1954. 
So now we have ready for your appre- 
ciative appraisal the newest, smartest, 
and most advanced line of automo- 
piles that has come to market in 7 
a year. 
Come see them, 
agree. 


(GENERAL MOTORS 






and we think you'll 
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A 1954 Plymouth has been stolen 
from Ware Motors in Waycross, 
Ga. Police said that burglars 
entered through a skylight, using 
a rope of sheets and bedspreads. 
Linn Jenkins, manager, said 
the burglars overlooked a good deal 
of cash hidden in the office. 


Fire Wrecks Paint Shop 


Of Wash. Dealership 


A fire and explosion wrecked the 
paint shop of E & H Motors (Ford), 
Toppenish, Wash. Four cars were 
destroyed, and part of the building 

.was saved because a steel door kept 
the flames confined to the paint 
shop. 

Ed McLure, owner, said that the 
damage would run into several 
thousand dollars. 

* . 


Miller Heads Bronx Group 


In Red Cross Campaign 
Edward L. Miller, president and 
general manager of Falcon Buick 
Co., and president of Eagle Tire 
Co, of New York for 30 years, has 
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been named chairman of the Bronx 
commerce and industry committee 
for the 1954 Red Cross campaign. 

Miller is treasurer of the Bronx 
Chamber of Commerce, and a 


member of the Bronx Board of| gy 


Trade, Bronx Rotary Club and New 
York Anti-Crime Committee. 


* * * 


Tinberg Buys Deal 


Paul Hudiburg has sold Hudi- 
burg Pontiac Co, in Okemah, Okla., 
to Russell H. Tinberg, who has 
changed the name of the firm to 
Tinberg Pontiac Co. 


a * * 


Burns Sells Building 


The Burns Buick building in 
Ogdensburg, N. Y., been sold 
by Francis B. Burns to McConville, 
Inc. Burns said he would continue 
to operate his dealership at the 
same location, 

+. + 7 


N. C. Dealership Set Up 


Pilot Mountain Motor Co., Inc., 
Pilot Mountain, N. C., has received 
a State charter. Authorized capital 


stock is $200,000 with $71,500 stock 
subscribed by F. L. Martin and 
Elva Martin, both of Pilot Moun- 
tain, and O. J. Boles, of Pinnacle, 
N. C. 

+ > 


* 
Sight Failing, Beguhn Quits 
Werstein Motors, Inc, (Hudson), 
824 E. 11th St., Michigan City, Ind., 
has gone out of business. Edward 
president, explained 


and still was recovering after an 
operation on the other, Ted Doba 
Auto Sales (Hudson), South Bend, 
has bought the dealership’s 
equipment, 


- * * 


Carter Leases Buildings 


Carter Motor Co. (Chrysler-Plym- 
outh), Amarillo, Tex., has leased 
a large building for use as a body 
shop and another building for 
storage of new cars, 

* * s 


Washington Dealer Groups 


Pick Westlie, Garrison 
John Westlie, of Westlie Motors 
(Ford), Camas, Wash., has been 
named president of the Clark 
County Auto Dealers Assn. Other 
officers, both of Vancouver, Wash., 
are William Hannah, Hannah 


that he had lost sight in one eye £ 





Chrysler Honors Albers Co.— 





A bronze plaque has been awarded by Chrysler Corp. to J. H. Albers Co., Cin- 
cinnati, in recognition of the completion of six years of participation in the Master 
Technicians Service Conference, a nationwide training program. Shown (from left) 
are Howard Reagan; J. C. Albers; W. F. Steussi, Chrysler regional manager; Joseph 
Fox, Cincinnati service manager, and W. B. Rice, Plymouth director of service. 


Motor Co, (Studebaker), vice- 
president, and Jay Bernstein, 
Vancouver Motor Sales (Willys- 
Packard), secretary-treasurer. 
Rex Garrison, Rex Buick Co., 


Millions of car owners listen on Saturday afternoons to the .. . 


METROPOLITAN OPERA 


BROADCASTS 


Automobiles and opera go together! o% 


of enthusiastic listeners are many 








fourteenth consecutive year Texaco has ‘ineianead these broadcasts 
direct from the Metropolitan Opera stage in New York City. 
It's an outstanding example of building good will that helps build 


good business for Texaco Dealers everywhere. And it isg 


just another of the many ways that we keep Texaco 


Dealers out in front—to keep customers coming in. 


THE TEXAS COMPANY 


- 





Vancouver, has been named a 
director of the Washington State 
Automobile Dealers Assn., suc- 
ceeding Austin McCoy, of McCoy 
Auto Co, (Pontiac-Cadillac), who 
had been a director since 1941, 


* * * 


French Joins Gregg 
Al French has left A. B. Smith 
Chevrolet Co., Portland, Ore., after 
21 years of service and joined 
Gregg Owens Chevrolet Co. as used- 
car manager, 
* om 


Swanson Gets Watch 


Charles E. Swanson, new-car 
sales manager for Conshafter & 
LaSpisa, Inc., Buffalo, was award- 
ed a watch for 20 years of service. 

+ * * 


Schmidt Sets Up 
Pension Plan 
For Employes 


Schmidt Motor Sales, Inc., Bing- 
hamton, N. Y., has announced the 
establishment of an employe 
pension plan. 

The plan provides a monthly in- 
come for life upon retirement or 
benefits to families of employes 
who die, according to Harold J. 
Schmidt, president. 

The entire cost of the pension 
system, which was set up by the 
R,. Clinton Meadows insurance 
agency, will be borne by the dealer- 
ship. 

Monthly benefits will be in pro- 
portion to the employe’s income 
and length of service. Pension 
payments, including Social Security, 
will range between $125 and $150 a 
month. 

Twenty-one of the firm’s 42 em- 
ployes are immediately eligible for 
participation in the plan, Eligibility 
extends to all fulltime employes not 
over 65 who have been with the 
company two years. Normal re- 
tirement age is 65. 

Death benefits under the penion 
plan, in most instances, will amount 
to 100 ‘times the monthly benefit 
to which the employe would have 
been entitled. 

+ 







7” . 
Fans Present New Buick 


To Georgia Tech Coach 

Bobby Dodd, Georgia Tech’s 
football coach, was presented 
with a 1954 Super Buick by his 
friends following his return from 
the Sugar Bowl game in New Or- 
leans. 

Keys to the car were presented 
to Dodd as he alighted from his 
plane by Hix Green, president of 
Hix Green Buick Co. 

* = + 
Crosby Appoints Pair 
Appointment of Charles H. 
Maricle as Lincoln sales manager 
of J. C. Crosby Co., Inc. (Lincoln- 
Mercury), 1170 Main St., Buffalo, 
has been announced by Raymond 
E. Kirtland, general sales manager. 
William G. Clauss has been pro- 
moted to used-car sales manager. 
- * x 


Spokane Dealer Jones Buys 


Only Rival Chrysler Outlet 
George R. Jones Co. has become 
the sole Chrysler-Plymouth dealer- 
ship in Spokane with the purchase 
of Black Motors. The reported pur- 
chase price of approximately $100,- 
ibid on Page 31, Col. 1) 
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Doings | 


(Continued from Page 30) 


000 included new-car inventory and 
parts and equipment. 

The consolidated operations will 
be conducted at the Jones location, 
Thomas J. Price, executive vice- 
president, said. 

* + * 


Chicago L-M Dealers Name 


Drake President for 1954 


Carlton Drake has been chosen 
as new president of the Lincoln- 
Mercury Dealers Assn. of Chi- 
cago. Eli Kaplan was elected vice- 
president; John A, Kronon, sec- 
retary, and James Salvatore, 
treasurer. 

Directors are Walter Petelle, E. 
C. Schneider, Kenneth Johnson, 
Charles Eckstrom, Lyman Mouser 
jr. and Mort Rosen. 

“ 7 * 


Lewis Motor Sold 


Lewis Motor Sales (Ford), Ba- 
tavia, O., has been sold to Douglas 
Carter, of Bethel. Carter is former 
sales manager for a dealership in 


Cincinnati. 
” ae 


Cole Returns to Ashley 


Charles A. Cole has returned as 
sales manager to Ashley Chevrolet, 


Inc., Baltimore. 
* * * 


Albee Selects Gile 


Donald L. Gile has been appointed 
sales manager of Albee Motors, 
(Pontiac), Elmira, N.Y. Gile has 
been in the banking and automo- 
tive fields here for 25 years. 

* + 


Streng and Frost Gain 


Promotions in Buffalo 


Henry H. Streng has been ap- 
pointed general manager and E. 
Lyster Frost, sales manager, of 
Streng Oldsmobile, Inc., Buffalo. 
Both have been with the dealership 
about four years as salesmen. 

The firm also is building a 3,300- 
square-foot addition to its bump 
shop. 


” * * 
Cantor & Britton Moves 
Cantor & Britton Motor Sales 
(Packard-Kaiser-Willys) is mov- 
ing to a downtown location at 19 
Court St., Plymouth, Ind, 
~ * s 


Brown Rejoins Oregon Firm 
After Lapse of 27 Years 


After 27 years away from Port-| 
land, Ore., and Francis Motor Co., 
C. Dewey Brown has returned as 
sales manager at Francis Lincoln- 
Mercury. 

Ed V. Brandly has been named 
used-car manager. Brown recently 
sold his Packard dealership in Los | 
Angeles. 





+ * * 
Two Civic Groups Reelect 


Berk to Executive Posts 


Harry A. Berk, president of Colo- 
nial Motors (Chrysler - Plymouth), 
Burlington, Vt., has been reelected 
a director of the Burlington Cham- 
ber of Commerce and a trustee of 
the Burlington Community Chest. 

_Berk is also a member of the ad- 
visory board of the Mary Fletcher 
Hospital in Burlington. 

. e . 


Cleveland DeSoto Dealers 


Elect Weigle President 


DeSoto-Plymouth dealers of 
Cleveland have elected Keith E. 
Weigle as president. 

Robert F. Lambert is vice-pres- 
ident; R. D. Muckle, treasurer, 
and Glenn H., Becker, secretary. 


* * * 


Aldern Gets Appointment 


John O. Aldern has been named 
special representative of Hutton- 
Tufty Co. (Dodge-Plymouth), Sioux 
Falls, S.D., according to Duke 
Tufty, president. Kelso Bowers has 
succeeded Aldern as sales manager. 

+ - * 


Rebsamen Donates Chapel 


To Fort Smith Church 


Raymond Rebsamen, Little Rock 
(Ark.) Ford dealer, has donated the 
Rebsamen Memorial Prayer Chapel 
to the Central Presbyterian Church 
of Fort Smith, Ark., at a cost of 
$13,244. 

Rebsamen’s father was choir di- 
rector and his mother organist at 
the church during his boyhood. The 


chapel will be an annex to a new 
church now under construction. 
+ + * 


Eliot Offers Bermuda Trip 


As Used-Car Promotion 


Eliot Motor Co., 1540 Columbus 
Ave., Boston, is running a contest 
with a Bermuda trip as the prize 
for the winner. Anyone buying a 
used-car at Eliot before March 1 
will be eligible. 

The recipient will be the person 
who, in the opinion of the judges, 
best completes in 25 words or less 
the statement: “I like to buy at 
Eliot Motor Co., a new-car dealer, 
because .. .” 

* * 


Dillon and Taylor Switch 


To L-M in Washington 


Ralph H. Dillon and Don J. Tay- 
lor, owners of Benning Auto Sales, 
Inc., have given up their Stude- 
baker franchise and taken on Lin- 
coln-Mercury. 


Prior to their purchase of Ben-| sas City, Kans. W. H. Farrar has | lot. 
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ning three years ago, both Dillon 
and Taylor were in executive posi- 
tions at Logan Motor Co. (Ford), 
Washington. 
+ 


* + 


Hedges Pontiac Doubles 
Service Facilities Space 

Hedges Pontiac, Inc., 3215 E. 
Washington St., Indianapolis, has 
leased an adjoining building which 
more than doubles the space the 
company now has allotted for its 
service facilities. 

The structure, built for another 
auto dealer, contains 27,000 square 
feet of floor space. 

* + * 


Dealer Lee in Second Term 
As Mayor of Crestline, O. 


Nelson Lee, owner of Crestline 
Motor Sales (Ford), Crestline, O., 
has started his second term as 
mayor of the city. 

Lee has been a Ford dealer in 
Crestline for 18 years. 

+ * * 


Farrar Heads Firm 


Paul H. Koeller has resigned as 
president of Koeller-Farrar, Inc., 
International Harvester implement 
and Packard dealership in Arkan- 
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New York Police Buy Plymouths— 
A fleet of 1954 Plymouths destined for use as squad cars by the New York City 
police department is lined up at the Plymouth plant in Detroit. The order, which 


exceeds 275 cars, was placed by Rogers Motors Co., Inc. (Dodge-Plymouth), Brooklyn, 
N. Y. 





been elected president to succeed 
him. Koeller has established an 
office at 1501 W. Madison Ave. to 
take charge of the Koeller-Farrar 


Riley Selects Cook 


E. C. Riley Chevrolet Co., Cawker 
City, Kans., announces that Edwin 
Cook has been named general serv- 
ice manager. 
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Bill Vukovich says .. . 
"| proved Monro-Matic Shock 


eke brings in the fastest cars 


.-- brings in the biggest profits 
Proved on Indianapolis Speedway . 


MONRO-MATIC 


SHOCK ABSORBERS 


make any car ride better than new 





Again, Monro-Matics 


the big money-winner at the ‘‘500”’ 
ots the four fastest cars were 
Monro-Matic equipped. 
Monro-Matics are the big money- 
winner for dealers across the nation. 
The Monroe 30-Day Free Ride 
Plan sells 2 out of every 5 car 


MONROE 





brought in 


FREE — You are invited to a Free showing 
“BEHIND THE SCENES AT INDIANAPOLIS." 


Ask your jobber for date of showing. 


owners. Installed in as little as half- 
an-hour, you make up to $15.00 on 
each set. They’ll win friends for 
you because they make any car 
ride better than new. Get the com- 
plete details on the fastest, easiest 
money-maker in the industry. See 
your jobber or write us today. 
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Here’s why Ford 


- DOOR COMPONENTS 


Bowel 


Seven months before product announcement time, new car and truck prototypes are When “best method” recommendations for new model servicing have been compiled, instruc- 
studied by experts for service requirements. More than 1,300 different service tors from District Service Schools are called in for thorough training. Proper 
procedures are tested and timed, best methods recorded. New tools are designed maintenance of new accessories like power steering, power brakes and power seats is 
to replace old ones which cannot be adapted. covered in minute detail. 


Back at Ford’s 33 District Service Schools, these 70 full-time instructors pass on fresh in addition, each District School operates a “rolling schoolhouse”—a specially 
information to dealer Service Managers and mechanics. More than 100,000 men equipped Ford Ranch Wagon—which visits District dealerships regularly. ““School- 

from Ford Dealerships have completed courses at these schools. All schools, like the house,” which carries latest information and training aids developed by the Tech- 
Houston school shown, operate year around, nical Service Laboratory, has been eminently successful. 








Dealers can provide the . 


Finest Service in the Industry! 









Ford’s new 31,000 square foot laboratory is 
the nerve center of a nationwide service 
program, the most comprehensive of its 
kind . . . to supply service managers and 
their mechanics with timely, complete 
information on the rapid advances made in 
automotive engineering, manufacturing, 


Now, with Ford’s new Technical Service Laboratory — and the proper care of Ford products. 


clearing house for the most comprehensive service 
program of its kind—Ford Dealers are best informed, their 


men the best trained to service the products they sell. 


The development of service methods and 
tools at Ford is given the same technical 
emphasis as that applied to the engineering 
and manufacture of Ford Cars and Trucks. 


Nerve center of this activity is Ford’s brand 


Michigan. Serving as fountainhead and 
clearing house in Ford’s nationwide service 
program, the new Laboratory operates in close 
conjunction with 33 District Service Schools, 
their 70 full-time instructors, 33 traveling 
units and every Ford Dealer! 


new Technical Service Laboratory in Livonia, 


As a result, Ford Dealers are thoroughly 
familiarized with best new model service 
methods, and have available to them the best 
equipment to apply these methods—well before 
the new models are introduced to the public! 


This program benefits every Ford owner... 
inspiring his continued confidence in Ford 
Cars and Trucks, and in the 6400 Ford Dealers 


who sell and service them! 


Another reason why 


it’s GREAT to be a FORD Dealer! 





And all dealers receive a complete package of new service information. 
Package, prepared at Laboratory, is the most comprehensive of its kind. 
Included are service tips for dealer’s own training program, shop 
manuals, “‘vest pocket” specifications, and many other items. 





FORD Division of FORD MOTOR COMPANY 
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NADA Clinic Cites Needs for Profitable Shop... 
Service Policies Up to Dealer 


MIAMI BEACH.—Discussions on , facility not used, misued or abused,; be an established policy. 
building customer satisfaction, get-|can become an expensive nuisance Williams said that waste of time 
ting the most out of shop space,|—sometimes an actual menace. is waste of facilities, adding, how- 
profitable body shop operation and He listed eight facilities which | ¢vet. that meeting the time-waste 
_| the management factor in operat-| are expensive nuisances: Illegible problem is by no means a weekend 
: ing a service shop took place in| or incomplete repair orders; de- | Project. It calls for long-range 
the NADA service clinic, “Making| jay in parts deliveries; poorly | Planning. 
the Most of Your Facilities.” arranged activities; use of shop The first step toward efficient 

One of the decisions reached equipment as storage racks; clut- | shop operations is planning a fair 
was that the service shop poli- tered service stalls; inaccurate | and comprehensive personnel pol- 
cies and operations must be car- or delinquent record systems; |icy and development programs, 
ried on by the dealer and the neglected and disorderly tool | Williams said. Secondly, one must 
service manager—not the service boards or rooms and time lost | have a shop scaled to match cus- 
manager alone. in making decisions that should ae oe i Pa ni 

2, wWuneme, auto dealer co-| & & &”=—COSO—stsi‘“‘“OOs ——— | relations and product reputation 7 *. 

ae , lif. de- oe : programs to keep customers com- 3 
Mines to fits feasere talk: Cities Service Offers ing back. Plastic Rear Fenders on Tractors— 

“We can expect whatever stand- Small-Business Advice Establishing good customer re-/| Chevrolet has installed special plastic rear fenders on its fleet of 11 All-Star Show 
ards of performance we will settle) NEW YORK.—Cities Service Co., lations Was another important fac- | tractor-trailer units. Manufactured similarly to body panels of the Corvette, the fenders | 
for—profitable or pleasant, unprof- | 60 Wall St., New York 5, N. Y., has tor stressed by Williams, Within | were designed to give the trailers a streamlined appearance. The vehicles carry Chev- , 
itable or unpleasant — depends on| published a 24-page booklet, the this category, good telephone serv- | rolet exhibits to dealerships, auto shows, fairs and other events. 
the attitude and interest of the|Small Business Library Sane oe in. ones wae ——— nN RA te ah 
dealer himself. He is the head man| which describes 87 pamphlets on , ol ; eo ee 
—the deciding factor in whether | small-business management avail-| attitude and appearance of em- the matter of maintaining the y ® & 





ete 








them, control of costs and ex- 
% he firm’s dealers. ployes, housekeeping and proper| desirable relationships between D ; 
~ _ noe > aoe _—. "alien Rapeaer | said more than 15,-| handling of customers’ cars are im-| sales volume and cost,” Williams tap-te bs araeiee satisfactory 
problem.” 000 pre-publication orders have | portant. said. “This calls for projected — 





Williams pointed out that any|been received. “Last, but by no means least, is | planning, practical objectives and | o¢ nprogtable shop operations in 

oz = : good times, or in bad times,” Wil- 
. e @ liams said. “Case histories from 

hen LIMITED SPACE is a design factor my fs oid, recent and current ~ 
wy e ee furnish proof that shop net operat- 
ing profit is within the reach of 
any dealer who is willing to work 
for it.” 

Robert Mutz, service superintend- 
ent of Sam Murray, Inc., Miami, 
said that the first step in building 
customer confidence comes with 
selling the car. Extravagant and 
wild promises regarding perform- 
ance lay the groundwork for in- | 
evitable dissatisfaction with the 
product, he warned. 


Mechanics, Mutz said, should be 
made to understand what is meant 
by quality workmanship: 


1. Knowledge of proper perform- 
































~ERES 
ance of the product. 
2. Proper training to do the steps 


FA A ‘i required to repair the unit. 
- 3. Training in the proper use and 
ae s- ie & & = > i care of all equipment used to per- 


form the operation. 
4. Pride in workmanship. ‘ 
“Quality workmanship,” Mutz 
declared, “must have the highest 
priority in dealer service depart- 
ments.” 

A. G. Hatch, service manager of 
Ungar Buick Co., Miami, spoke on 
getting the most out of service 
space. He told of a survey by one 
of the auto manufacturers recently 
which showed that service demands 
had outgrown available service 
space by more than 16 percent, and 
that poor operating practices were 
wasting entirely too much of the 
existing space. 

To meet the space problem, 
Hatch recommended that dealers 
make a scaled sketch of service 
space available by outline, and use 
templates to work out most desir- 
able arrangement—including exits, 
entrances, traffic flow, work areas, 
equipment locations and other fac- 
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Sometimes a fraction of an inch is the difference tors. 

between a simple design modification and Frank Marshall, service man- 
costly re-tooling. And the engineer who is she ae Motors, ae 
thoroughly familiar with Hyatt Roller dealers face the problem of “give- 
Bearings will know a lot about how to save those away” services. This factor, and 
fractions. He’ll know, for example, that excessive discounts, are causes 


for unsatisfactory service oper- 


: to gain greater shaft rigidity with the same size ations, he said. ; 
housing, he need only check his Hyatt catalog “ one : ve. —_ one 
. : : 2 ey Motor Co., 
for a separable inner race type of bearing. This Inc, said that pr Mitable ner chap 
type—available in a wide range of sizes— operations are neither an “acci- 
may be applied with the rollers operating ate ee ee = ay ee 
directly upon the surface of a suitably hardened answer, he a d. 8 . 


and ground shaft. Thus, a larger-diameter Hamrick listed the fundamentals 
shaft may be used without sacrificing bearing of body shop operations in order of 
. . : hin, enna importance as follows: 
capacity, or a larger-size bearing may be u 1. Management, which would cov- 
without changing the size of the shaft. For er planning, practice, supervision 
’ . rite t and checking. 
a copy of Hyatt 6 latest catalog, No. 150, write to of og 
Hyatt Bearings Division, General Motors 3. Personnel training, a system of 
Corporation, Harrison, New Jersey. operation and business policy. 
4. Location. 


Hamrick said that sales volume 
does not guarantee profits because 
of the current practices of dis- 
counting parts and supplies, giving 
away supplies and services and 
lack of satisfactory accounting. 








Patterson Adds Space 
Patterson Pontiac, Galion, O., has 
leased a building at 111 S. Colum- 
bus St. and will remodel it for sales 
and service purposes, 
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By Leo T. Parker 
Attorney at Law 


ee to a late higher 
£% court decision, a note given by 
a purchaser of an automobile is 
valid and collectable, irrespective 
of oral or verbal promises made 
by the seller. : 

For illustration, in Kins v. Gar- 
ner, 261 S. W. (2d) 266, these 
facts were established: A dealer 
in used cars, sold to one Kins, 
40 old automobiles that had little 
value except as scrap. The price 
was $5,100. Kins paid $100 in cash 
and gave a note to the dealer for 
the balance of $5,000, 

The note was negotiable, payable 
in monthly installments of $100. 
Kins refused to pay the note and 


.the dealer, and seller, filed suit to 


coliect $5,000 from Kins. 

During the trial Kins proved that 
at the time the sale of the old auto- 
mobiles was made the dealer orally 
assured Kins that he would not be 
personally liable on the notes. 

* * a 


Cars Sold For Less 


CCORDING to this testimony, 
the note was to be paid only 
from the proceeds derived from 
the resale of the cars as junk or 
salvage. Kins argued that since 
the old automobiles 
brought $5,000 as junk he need 
not pay the note. 
The lower court held Kins not 


Continental Adds 
2 New Series 


To Engine Line 


DETROIT. — Two additions to 
Continental Motors’ line of cushion- 
ed power diesel engines for trans- 
portation and industrial use have 
been announced by C. J. Reese, 
president. 

A new six-cylinder series, of 802 
cubic inches displacement, is now 
in production, Reese said, and a 
Continental-developed line of V-8’s, 
gasoline and diesel, is on the way. 

He stated that the transportation 
version of the six-cylinder model, 
called the SD6802, develops 217.5 
h.p. at 2,200 r.p.m., while the 
industrial model, the SD802, pro- 
duces 185 h.p. at 1,800 r. p.m. 

Continental engineers point out 
that the design of the combustion 
chamber holds to lower limits the 


* * * 








Industrial Diesel— 


The transport version of this industrial 
diesel engine, designated as SD6802, de- 
velops 217.5 horsepower at 2,200 r.p.m. 
It is manufactured by Continental Motors. 

* a * 

pressures developed within the 
cylinders when fuel is ignited. This 
does away with the need not only 
for the “beefed up” block responsi- 
ble for conventional diesels’ ex- 
cessive weight, but also for crank- 
shaft, rods and other parts of 
specially heavy diesel design. 

The result is a wide inter- 
changeability of parts with the 
company’s gasoline-powered 
models, Maintenance is simplified 
further by the SD series’ overhead 
valve design, permitting the use of 
exchange cylinder head assemblies 
and minimizing down time. 

Reese said that production of the 
V-8 is still some weeks distant. He 
announced that it will develop 
about 240 h.p, in the gasoline 
version, with a companion series in 
the high-speed diesel range. 


| Lawsuits Affecting Dealers ... 
| Court Decisions 


had not 





bound to pay the $5,000 note, The 
higher court reversed the verdict, 
and said: 

“It has been a characteristic of 
negotiable instruments that they 
are not to be encumbered by col- 
lateral conditions, The parol 


. agreement relied upon was inef-- 


fective as a matter of substantive 
law.” 

Therefore, the law is established 
that a negotiable note is collectable 
irrespective of oral or verbal agree- 
ments made by the maker to the 
contrary. 

Readers interested in similar 
suits should read higher court 
cases, as follows: Smith v. Mc- 
Laughlin, 179 S.W. 496; Page v. 
Oates, 109 S.W. (2d) 661; Fee- 
Crayton Hardwood Lbr. Company 
v. Hogan, 143 S. W. 585; Harmon v. 
Harmon, 199 S. W. 553. 

* * : 
aa to the belief of most 
people, an auto dealer is not li- 


able for injuries to a pedestrian on 
a sidewalk, even if the dealer vio- 
lated a city ordinance requiring 
that the sidewalk be kept in good 
repair. 

For example, in Dennison v. 
Buckeye Corp., 115 N.E. (2d) 197, 
it was shown that a pedestrian was 


injured while walking on a de- 


fective sidewalk abutting a dealer’s 
parking lot. 

The pedestrian proved that the 
dealer had not complied with an 
ordinance, which makes it the 
duty of the abutting property 
owner “to keep the paved side- 
walk in front of and abutting 
upon such lot or parcel of land 
constantly in good order and re- 
pair.” 


Although the testimony proved 
that the dealer had not kept his|) 
sidewalk in good repair, as required | | 


by the ordinance, the higher court 
held the dealer not liable in dam- 
ages to the pedestrian, and said: 

“The failure of the abutting own- 
er to maintain a sidewalk in good 
repair in compliance with an ordi- 
nance does not give rise to a right 
of action on the part of a pedes- 
trian who is injured by reason of 
such defect.” 





Hotrodders Compliment Police— 


Colorado hotrodders recently pulled a “switch” when they sponsored traffic safety 
awards to the Denver police. Following a 20,000-mile test conducted by Kenz & Leslie 
V-8 Service for Wynn Oil Co., Azusa, Calif., an award banquet for hotrodders was 
announced. They asked that police also be honored. Shown (from left) are Police 
Chief Herbert Forsyth; Roy Leslie; Sgt. Leonard |. Johnson, and Bill Kenz. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 








THE COMPLETE ENGINE BEARING SERVICE 





Thirty years of close attention to your needs have made Federal-Mogul the 
most complete, quality line of engine bearing products . . . and the line 
preferred by mechanics everywhere. Quality, completeness and immedi- 
ate availability make Federal-Mogul the line you can always depend on! 


Auk Your Fedral Mogul Jobber 
FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul Corporation 
DETROIT 13, MICHIGAN 
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A LOOK BACKWARD: 


Like pop-eyed kids in the neighborhood candy 
store, Americans... the rich and the not-so-rich, 


the urban and suburban... have been amorously 


A LOOK FORWARD: 


The honeymoon may be over for some, but not for 
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ogling new cars and eagerly buying them. In 
1953 the automotive industry enjoyed its second 


best year... but some say the honeymoon's over. 


others losses. The man who knows his market and 
Pe Told Cre Meee the etl 


have the best opportunity to come out on top. 














A LOOK AT THE JOURNAL-AMERICAN: 


In New York, the market that holds most promise 
for high and low priced cars alike is the middle 


income group. Daily, the Journal-American is read 


A LOOK AT NEW YORK: 


AIS eb mee le Se ete Cols 
Registrations. It reveals sales performance by 


make of car in each dealer's zone of responsibility, 
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at home by New York’s largest evening audience 
me Mle MS Ahead 


Ae Mola newspaper, morning or evening. 


Sac MU ct ee cl ete line ee 
UTI NAIE TMA T MM tDul l(b ees hab eto] 


ships in the entire New York area, is now available. 








A HEARST NEWSPAPER 


NATIONALLY REPRESENTED BY HEARST ADVERTISING SERVICE 
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By James D. Woolf 
Special Correspondent 

SURVEY conducted by Batten, 

Barton, Durstine & Osborn, an 
advertising agency, indicates that 
more than 98 percent of the cus- 
tomers polled have never been 
asked their opinion on how many 
hours or what days of the week 
department stores should be open 
for business. 


It would appear from this study 
that retail stores have paid little 
or no attention to consumer need. 


This in no way surprises me. 

I have always believed that the 
wants and needs of management, 
as against the wants and needs 
of the people, weigh too heavily 
in the shaping of business poli- 
cies. 

Not always, of course, but often 
policy-makers forget the great 
business truth that the “consumer 
is king.” 

Years ago a famous lawyer- 


preacher, Dr. Russel Conwell, de- 


C000 


HERCULEAN ./ 
" ce 
PUSH-UPS*. 


It’s the hydraulic power cylinder that does the actual work of 
turning the wheels—and absorbs dangerous road shocks—in the 
Safety Power Steering mechanism. So to make sure it’s got 
stamina to spare, we give it the laboratory test you see above—far 
tougher than any it would ever face in any automobile anywhere. 


However, such indoor workouts—no matter how strenuous— 
don’t always show up all the ‘‘bugs.’’ So we give Safety power 
cylinders another beating in actual car service at the General 
Motors Proving Ground—the stiffest ‘‘final exams’’ our engineers 


can dream up. 


That’s why you can bet your 
life that Safety Power Steering S$ afety POWER STEERING by 
by Saginaw is as dependable as Saginaw is testwred of substentialty 


the finest design and produc- 
tion ‘‘know-how”’ can possibly 


make it. We build more Power ° 


Steering gears than all other 


makers put together. 
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Salesense in Advertising 
Tested Ideas for Small Business 


livered a lecture, “Acres of Dia- 
monds,” more than 4,000 times to 
enthusiastic audiences. 

* + oe 


Satisfy a Need 
R. CONWELL revealed the 
secret of how to be successful 
and make money. His advice was 
this: “If you want to get rich, find 





Solder-Gun Maker Wins 


Patent-Infringement Suit 


EASTON, Pa. — U. S. District 
Court has sustained the claims of 
Weller Mfg. Co., Easton, in its 
patent -infringement suit against 
Wen Products, Inc., Chicago. 

The court held that Wen had 
infringed on the basic Weller 
patent, and granted an injunction 
against Wen’s manufacture of 
soldering guns infringing the 
Weller patent. Weller was awarded 
an accounting of damages based on 
Wen’s previous sales. 
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Prove the Staying-Power 
of Safety Power Steering! 


CHEVROLET . 


PONTIAC 
OLDSMOBILE ° BUICK 
GMC TRUCKS 


passenger cars. 


Here, clearly, was a need, a cus- 


reduced cost on new 1954 models of 


and three other well-known makes of 








a human need and a way to satisfy 
%.” 

He gave example after example 
of businessmen who achieved suc- 
cess because they were wise enough 
to study the needs and the wants 
of the problems of the people and 
shape their conduct accordingly. 

There was once a waitress who 
founded a successful business be- 
cause she paid attention to a 
human want. She served some 
tapioca to a Boston sailor. She 
noticed that, after tasting a 
spoonful, he didn’t eat it, and she 
asked him why. He replied that 
the tapioca was lumpy. 

Susan Stavers did not dismiss the 
sailor’s complaint with an indiffer- 
ent shrug. She made a little survey 
among her customers and found 
that all of them, or at least most of 
them, objected to the lumpiness of 
tapioca, Young and inexperienced 
as she was, this waitress was smart 
enough to understand that the con- 
sumer is king. 
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Southern Hospitality at Buick 


Introduction— 


Hundreds of visitors enjoyed the southern hospitality of McGovern Buick, Rich- 
mond, Va., at an open house to celebrate the introduction of the 1954 models. 
There were gifts for the guests, cake bars, hostesses and special demonstrations by 


staff members. 





tomer want. It wasn’t smart of the 
restaurant to impose on the sailor 
its kind of tapioca. The smart thing 
to do was to give him the kind he 
wanted. So she got busy and ground 
up a batch of tapioca before cook- 
ing it: It worked—no lumps. The 
next time the sailor came in she 


persuaded him to try her lumpless 






POWER STEERING 


aquraw 


SAGINAW STEERING GEAR DIVISION, GENERAL MOTORS CORPORATION, SAGINAW, MICHIGAN 


tapioca; he did and he raved about 
it. Not only did the grinding take 
the lumps out of it, but it also made 
it cook quicker. 

+ * * 


And It Grew 


USAN Staver had found the an- 

swer to a human need, and she 
named it Minute Tapioca, and be- 
fore too long it grew into a big 
business. 


A decade or so ago most tooth- 
brushes, sold in the nude in open 
baskets, were thumbed by cus- 
tomers and thoroughly contamin- 
ated. The toothbrush was anything 
but a sanitary dental instrument. 


Then 30 years after the demise 
of the open cracker barrel, along 
came a maker of toothbrushes, 
John T. Woodside, who believed 
he saw a need in this situation. 
He stood around in drug stores 
and asked customers about it. 
Sure enough, he found a want. 
Even the thoughtless thumbers 
didn’t like the way the tooth- 
brush was sold. 

Jack Woodside might have said 
to himself, “Let the customer go 
hang! It’s cheaper to sell the 
brushes the way we do it, and 
that’s the way it’s going to be.” But 
he said no such thing. He thought 
over the problem and answered the 
need in two ways: 1) He:sterilized 
his brushes and sealed them in 
glass bottles; 2) he marked the 
brushes “soft,” “medium,” and 
“hard,” thus making thumbing 
needless. 


Today the Dr. West Toothbrush 
is the most popular brand in 
America, I don’t know it to be a 
fact, but I think it’s a good bet 
that Jack Woodside must have 
heard or read Dr. Conwell’s inspir- 
ing lecture. 

* + * 


Teach the Public 


But this column, you may say, 
is supposed to be about adver- 
tising. What has the Batten survey 
and the Conwell lecture got to do 
with that? I say to you: every- 
thing. 

An effective advertisement con- 
sists of two things: 

1. A consumer need, problem, 
hankering. 

2. The advertiser’s way to satisfy 
it. 

It is next to impossible to sell 
merchandise or services that the 
people do not need. They must 
realize their need, or be taught 
their need. 


The consumer does not always 
realize his need for certain kinds of 
things. People weren’t conscious of 
their need for deodorants until ad- 
vertising woke them up. 

But the basic need, realized or 
not, must be there. If department 
store hours do not fit into today’s 
pattern of living—or if the question 
is one you’re not sure about—do 
what the Batten agency did: Ask 
the people. 

You’re not the boss, the customer 
is. Study him tirelessly—his needs, 
his wants, his hankerings, his 
habits, his way of life. Then try to 
give him what he wants. Such 2 
policy will put more selling power 
into your advertising. 


Miss. Gas Revenue Up 
JACKSON, Miss.—Guy McCullen, 
motor vehicle comptroller, has an- 
nounced that gasoline tax col- 
lections in January were $3,032,302, 
or $442,458 over the same month a 
year ago. 
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Atomic Victory. Depends on the Navy 


says Admiral Robert B. Carney, Chief of Naval Operations, in February Nation’s Business 


The Nautilus is the high-tempered Mamma of 
an atomic-powered fleet more fantastic than the 
most violent dreams of Jules Verne. Carney calls 
her the Model T of tomorrow’s Navy. 


Tomorrow’s Navy? Awe-inspiring says the Ad- 
miral. Nuclear-powered carriers with unlimited 
reign to sweep the seas, unleashing thousands of 
supersonic planes to own the skies. Sleek sub- 
mersibles, daughters of the Nautilus, running at 
terrific speeds below the surface for thousands 
of miles, months on end. Guided missiles, 
launched by these phantoms of the seas, carrying 
the bitter maw of destruction hundreds of miles 
inland. 


But must the atom always be used to blow peo- 
ples and places to bits? No, says author Tris 
Coffin, same issue, same atom. Writing about 


Ike’s plan for world atomic research, he spells 
out the full significance of the President’s world- 
awakening words. What can we expect from this, 
the good atom? We can look forward to greater 
assaults on disease. Solving the cruel riddle of 
cancer. We’ll harness this magnificent energy to 
drive ships, trains, planes. We'll create cheap 
industrial power in the most remote places. We'll 
pump irrigation waters over vast deserts. We’ll 
de-salt the sea water. We'll be a sane, sensible 
people, sharing this great atomic secret (really a 
secret no more) with other sane, sensible peoples 
to produce a better world. 


War atom, peace atom are a couple of pages apart 
in the current issue of Nation’s Business. Two 
more timely articles, of tense concern to business- 
men, would be hard to find. This is not unusual 
with America’s largest businessman’s magazine. 


People are still talking about our January issue 
with its unprecedented review of Eisenhower’s 
first year, written by the cabinet members, them- 
selves. Nation’s Business is edited to be read... 
and read for profit. Its coverage and readership 
make it the single most powerful weapon for 
selling businessmen any businessman advertiser 
can buy today. 
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Backshop 


{ Reeular Monthly 


... by Jack Weed 


rr IS practically impossible for 
car and truck dealers to properly 
and profitably sell new vehicles if 
their “iron yard” is glutted with 
used stuff. 

That is a maxim that has been 
recognized by every sales manager 
worth his salt, since the early 
“teens” in the automobile business. 

And a dealer can’t sell used 
stuff at a profit or move the stuff 
properly, if his lot and his ve- 
hicles look like an “iron yard.” 

Therefore, I personally got con- 
siderable gratification recently 
when I attended a “second-day” 
run of the Chrysler used-car clinic, 
to which the corporation had 
brought every city, district and re- 
gional traveller. Some 1,200 men, 
who direct the destinies of over 
12,000 Chrysler-product dealers in 
the field, were given a visual pre- 
sentation of what is necessary for 
their dealers to do if they are to 
keep their collective noses clean on 
their used cars. 

These men were put through the 
clinic in lots of 100 and given a 
fast but darn thorough exposure to 
all the techniques of used-car sell- 
ing, reconditioning and display. 

. + * 


Heart of Problem 
us reconditioning clinic was 
under the direction of that 
maestro of service training, Bill 
Rice, service manager of Plymouth, 
who has put on similar deals in 
mechanic training for years and 
certainly demonstrated his “know- 
how” in this clinic. 

Not only was the arrangement of 
the clinic and its procedure one of 
the best we have been privileged to 
see up to this time, but it was also 
the first time we have even seen 
Chrysler really get into the heart 
of a dealer problem to the extent 
that the corporation is exhibiting 
in this endeavor. 

To me it effectively demon- 
strates a major change in think- 
ing on the part of “top brass” in 
the corporation’s attitude toward 
its dealer body. 

This clinic clearly demonstrates 
another new attitude in that the 
five divisions — Chrysler, DeSoto, 
Dodge, Plymouth and MoPar—are 
all united in a common endeavor to 
aid aid their deale dealers in a | Problem that 





is common to much of the industry 
today. 


+ * * 


How Ill Work 


AND I have been told that Chrys- 
ler “top brass” have watched 
this deal with more than ordinary 
interest. Practically all of them 
visited the clinic while it was in 
operation and a coupe of the “pin- 
nacle brass” had observers on the 
job during most of the run. 


Putting the field men through 
the clinic as a starter not only gave 
these men a working knowledge of 
how modern techniques and ma- 
terials enable a dealer to doll up 
his used vehicles and lot effectively 
at a very low cost, but also gave 
the 24 men who have been trained 
to go into the field with the clinic 
a hard two-day training on how to 
handle large audiences while put- 
ting on their demonstrations. 


In the clinic, they had one of | 


the Dodge Route Vans equipped 
as it is planned to have the 
trucks fitted out when the teams 
take them into the field immedi- 
ately. As I understand the pic- 
ture, Bill plans to have 30 of 
these trucks in the field, each 
truck manned by two experienced 
_ (See BACKSHOP, Page 46, Col. 1) 
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GM Plan Stirs 


By Jack Weed 
Service Editor 

DESPREAD realignment in 

the parts industry — affecting 
auto dealers, jobbers, replacement 
parts makers and auto makers 
using GM-made assemblies — is 
termed a strong possibility as a 
result of the new General Motors 
Wholesale Parts Plan announced in 
January. 

Aside from the implied threat 
fo small parts jobbers and inde- 
pendent replacement parts 
makers, the plan is causing con- 
cern among independent auto 
makers using GM _ assemblies. 
Thousands of items and consider- 
able volume is involved. 


It is said that if the plan works 
out the way it seems likely to, it 
may send independent auto makers 
looking for new sources of supply. 
This, in turn, could be a boon to 
the independent parts makers. 


* * * 


NDUSTRY sources see the inde- 
pendent auto makers affected in 
this manner: 


The schedule of discounts for GM 
dealers who wholesale parts and 
for United Motors Service and AC 
wholesalers is larger, in many 
cases, than that which the indepen- 
dent car and truck makers are able 
to give their dealers—not to men- 
tion the wholesaling kickback. 


Thus, the GM dealer can sell to 
an independent garage, in some 





Garner-Randall's 


New Service Department— 


The new home of Garner-Randall (Cadillac-Oldsmobile), Amarillo, Tex., includes 
this up-to-the-minute service department. The entire plant covers more than 70,000 
square feet. Every department features an individual style of decoration. 


instances, at a lower net price 
than the independent car dealer 
gets from his factory. 

This naturally invites the inde- 
pendent car and truck dealer to go 
next door to his GM dealer to buy 
a substantial list of items. He can 
get these items at a discount larger 
than he now gets from his factory. 
In addition, he does not have to 
pay the freight on the parts from 
his factory, nor put up the invest- 
ment involved in carrying the parts 
on his shelves. 

Then, too, in many cases, he will 
be able to get these parts from the 
GM wholesaling dealer, or a United 
Motors or AC jobber, on 30-day 
credit. 

* * * 

INCE the independent car 

makers depend on their parts 
business for a large portion of their 
revenue, the logical assumption is 
that they may look elsewhere than 

GM for their original equipment 
assemblies. - 

While GM has made it clear 
that it is going out for a larger 
portion of the replacement busi- 
ness, jobbers are divided on the. 
effects. Some see the GM plan as 
a death blow; others say the 
threat is theoretical rather than 


| actual, 


For instance, while more dealers 
may be attracted to parts whole- 
saling in view of competitive new- 
car sales conditions, parts whole- 
saling is a business in itself, with 
all the risks and problems involved, 
and more than half the GM car 
and truck dealers have not done 
anything about parts wholesaling 
since 1947. 


And, at least in one respect, the 
trade sees a long-term benefit from 
the GM plan. These sources say it 
will tend to establish a much more 
simplified pricing and discount pro- 
cedure, with but one list, one whole- 
sale and one WD wholesale price 
on the multitude of fast-moving 
items. 

= x * 
GREDOING light on GM’s goal is 
the bulletin it sent to dealers 

and wholesale outlets: 


“Due to the various cease and 
desist orders in effect throughout 
the industry and the fact that there 
are so many interpretations of the 
Robinson-Patman Act, General 
Motors, in formulating this policy, 
has endeavored to set Set up a polic a policy 


Service Chiefs Hit Clutter Under the Hood 


By Sam Sampson 
Staff Writer 

N Automotive News check with 

dealer service managers indi- 
cates that the new models present 
many obstacles from a mainte- 
nance and repair standpoint, and 
increase the cost of service to 
customers. 


Charged with responsibility for 
carrying out the goal of dealers 
and makers alike to promote pe- 
riodic maintenance, the service 

managers are dismayed by the 
aietened condition under the 
hood. 

In addition, it is claimed, some 
hard-to-get-at parts will not get 
serviced because of the extra time 
and effort demanded of the me- 
chanic. 

The trend toward power equip- 
ment and air conditioning especi- 
ally has jammed the engine com- 

t. This condition has made 
it difficult to perform even simple 


| maintenance services which the in- 
dustry itself considers so desirable. 
* . = 


For example, a survey of me- 
chanics in 22 garages and service 
stations, made a few months ago 
in Westchester County, N. Y., found 
a list of 121 service complaints of- 
fered against 15 makes of cars. 


Most of the complaints dealt 
with the engine accessory parts 
being tucked away in inaccessible 
locations. 


Others dealt with difficulties en- 
countered in installing spark plugs, 
torquing down heads, adjusting 
tappets and other minor engine 
adjustments. 

+ ~ : 

Atmost any mechanic in a 

dealer’s shop today will com- 
plain that the wider, lower-slung 
new engines should have a larger 
engine compartment. They also 
point out that the motor-driven 
units that actuate power acces- 


sories are cluttering up engine 
compartments further, making it 
even more difficult to make the 
smallest engine adjustment. 


Many within the industry— 
dealer service managers, me- 
chanics and some factory service 
managers — are becoming aware 
of the need for giving the me- 
chanic some consideration. Oth- 
ers, apparently, have not faced 
the problem yet. 

More thoughtful mechanics re- 
alize that designing an engine re- 
quires cooperation between the 
service and engineering depart- 
ments at the factory, and that 
often, in order to provide for en- 
gineering advancements, service 
procedures are sacrificed. 

They point out, however, that as 
far as they know, nothing is being 
done about providing more space 
under the hood for the wider en- 
gines and added accessories. Appar- 


units into the already crowded 
space. 
7 - z 

NE OF two conditions, dealer 

service managers say, will re- 
sult if the trend to clutter up the 
engine compartment continues. 
Neither provide a lasting benefit to 
the maker, and the customer must 
carry the burden for either of 
them. 

One, the mechanic will become 
more and more reluctant to per- 
form “sore spot” repair orders, 
with the probable result that 
some customers will be paying 
for work that was never done. 
Engine and parts failures will 
follow in the path of this, which 

(Continued on Page 49 Col, 1) 
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Trade 


that will put all people in competi- 
tion on an ‘equal basis. 

“While the aforementioned is 
not the basic reason for this new 
policy, it, at least, has taken the 
laws of our land into considera- 
tion. 

“However, the primary reason for 
the new policy is that General 
Motors, having manufactured ap- 
proximately 50 percent of all cars, 
trucks and engines, feel they should 

(Continued on Page 45, Col. 1) 


Repeal Limitations 
On Parcel Post, 
MEWA Urges 


CHICAGO.—-The Motor & Equip- 
ment Wholesalers Assn. has urged 
that Congress repeal Public Law 
199 and restore the postal weight 
and size limitations in effect prior 
to 1952. 

The request was made to sub- 
committee of the House Post Of- 
fice and Civil Service Committee 
by John F, Creamer, vice-pres- 
ident of the association; M. W. 
Wray Morse, a director, and J. 
Howard Reed, MEWA’s manage- 
ment and legislative counsel. 

The statement made by MEWA’'s 
representatives charged: 

1. That the present size and 
weight limitations on parcel post a 
particularly heavy expense burden 

and unwarranted hardships on in- 
depedent automotive wholesalers 
and their customers. 

2. That the present limitations 
threaten the health, safety, and 
public welfare of many commun- 
ities because in many instances 
the operation of fire trucks, am- 

bulances, police cars, doctors’ 
automobiles, and other essential 
vehicles are being adversely af- 
fected because of the inability to 
secure an important, functional 
part via parcel post. 

3. That the present restrictions 
are discriminatory, because they 

are detrimental to one group of 
citizens—those using first-class post 
offices—and favorable to the group 
of citizens using second, third, and 
fourth-class post offices. 

4. That the new size and weight 
limitations have contributed to the 
$52 million 1952 postal deficit. 

MEWA’s representatives also 
told the subcommittee that under 
the present parcel post restric- 
tions automotive wholesalers and 
their customers are forced to util- 
ize other transportation services 
for shipping merchandise. 

The spokesmen stated that they 
were not taking issue with any 


| other method of parcel delivery, but 
ently, the trend is to pack more|that parcel post service should be 


| 


available on an equal basis to all 
citizens and that the use of any 
and all methods of transportation 
should be optional to the shipper. 


Illinois Jobbers 
Win Tax Fight 


CHICAGO. — More than $18,000 
has been sent to automotive whole- 
salers in Illinois who took part in 
a tax-refund suit to protect whole- 
salers from a regulation subjecting 
them to a 2 percent retailers’ oc- 
cupational tax. 

Following aninterpretation 
handed down in 1952 holding 
wholesalers liable, a committee was 
formed through the efforts of the 
Motor & Equipment Wholesalers 
Assn., which provided the legal 
counsel to contest the validity of 
the tax. Wholesalers were advised 
to pay it under protest. 


~ 8 iS OOP 
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The other home you live in.. 


1954 Model 





A: AMERICA now opens its arms in eager welcome to the splendid new cars of 1954. 
And complementing their superb performance come the new 1954 U. S. Royal Tires with 
wonderfully increased protection For The Other Home You Live In; advanced in over-all performance ; 
| a further increase in mileage; modern slim, trim Whitewalls that make any car look longer 
and lower; finer steering response, with almost complete silence on turns. 
For Every Car Owner, these new U. S. Royals offer genuine safety and protection for 
“The Other Home You Live In”’. 


UNITED STATES , : 
RUBBER COMPANY The protection that’s always with you! 
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Guy A. Wilson, who has been 
with the United Motors Service 
division of General Motors since 
1925, has been ap- 
pointed general 
purchasing agent, 
it is announced 
by W. N. Potter, 
general manager. 

Wilson, assist- 
ant purchasing 
agent since 1943, 
was appointed to 
the top position 
as successor to 
Robert C. Camp- 
bell, who retired 


G. A. Wilson 


Dec, 31 after 34 years with United 
Motors. 





* * * 


Dunn Is Elected President 
Of American Brake Shoe 


Kempton Dunn has been elected 
president of American Brake 
Shoe Co., according to William 
B. Given jr., chairman. Dunn, 
former first vice-president, re- 
places Maurice N. Trainer, who 
has reached the retirement age 


ae COLOR... Any QUANTITY... Any TIME! 


and has been named to the new 
post of vice-chairman. 


Dunn has been with the con- 
cern since 1932, He became treas- 
urer in 1942 and was also secre- 
tary between 1947 and 1949. He 
was elected first vice-president 
and a director in 1952, 


« * * 


Appel Opens Own Office 


As Engineer Consultant 


Walter D. Appel has opened an 
office as engineering consultant at 
Orchard Lake, Mich. 


He formerly was director of en- 
gineering of Ford International 
and chief engineer of General 
Motors overseas operations. 

* * aa 


Dewees Promoted 


A. T. Dewees, formerly sales man- 
ager of the Le-Hi division of Hose 
Accessories Co., Philadelphia, has 
been appointed sales promotion and 
advertising manager of both the 
Le-Hi and Champ divisions. Ap- 
pointment of Fred Starr as general 
sales manager for all products 





____ AUTOMOTIVE NEWS, FEBRUARY 15, 1954 


manufactured by both divisions also 
was announced, 
+ * * 


Ace Rubber Promotes 


Jenkins to Sales Chief 


Charles N. Jenkins has been 
promoted to sales manager of Ace 
Rubber Products, Inc., Akron, ac- 
cording to Floyd C. Snyder, pres- 
ident. 

Jenkins has been with the com- 
pany seven years and formerly was 
assistant sales manager. 

+ + + 


Firestone’s Venezuelan Unit 


To be Managed by Giegel 


Joseph 8S. Giegel has been ap- 
pointed manager of the new Vene- 
zuelan plant of Firestone Tire & 
Rubber Co., it was announced by 
J. E. Trainer, executive vice-pres- 
ident. 

Giegel formerly was manager of 
thread production at the Firestone 
industrial production division, Fall 
River, Mass. He has been with 
Firestone for 27 years. 

* * * 


Controllers Institute Adds 


Seven to Membership 

The Controllers Institute of 
America has announced the elec- 
tion of seven finance officers of the 








Michigan Dealers Sponsor 4-H Prizes— 


Merilyn Tilley (third from left), 16-year-old Rankin (Mich.) 4-H Club member, won 
first prize in a Genesee County (Mich.) safety competition. Her achievement entitles 
her to enter the State 4-H Farm and Home Safety Contest. Prizes were sponsored by 
an auto dealer committee consisting of A. E. Summerfield jr. (left); George G. 
Spauiding jr. (second from left); George A. McKay (third from right); Warrens D. 
Seibold (second from right), and H. Leonard Lippincott. 





auto industry and allied fields to| Detroit Axle division of Rockwell 
its membership. New members are: | Spring & Axle Co., Detroit; Arjay 


Harold F. Diegel and Arthur 8. 
Hudson, both assistant comptrollers 
at Chrysler Corp., Detroit; George 
J. Finzel, comptroller of Timken- 


with Ditzler’s Exact-Weight Color-Mixing Service 








R. Miller, controller of Ford Motor 
Co., Dearborn; R. J. Jespersen, 
controller of Kaiser Motor Corp., 
Toledo; Charles P. Reynolds jr., 
comptroller of Trailmobile, Inc., 
Cincinnati, and Alfred K. Walter, 
controller of Sun Electric Corp., 
Chicago. 


* * 


Motor Wheel Boasts Schultz 


To Division Sales Manager 

Appointment of Carl F. Schultz 
as sales manager of the pressed 
steel division of Motor Wheel 
Corp. has been announced by M. 
F. Cotes, president. Schultz re- 
places Lee Benner, who retired 
after 41 years in the wheel busi- 
ness. 

Schultz joined Motor Wheel last 
year as a sales representative in 
the division. Prior to that, he 
was sales manager of Pressed 
Metals of America, 

” + * 


R. L. Polk Appoints Rogers 


As Field Representative 

Allan Rogers, formerly field rep- 
resentative for the American Assn. 
of Motor Vehicle Administrators, 


——— 


a a TR any 


has joined R. L. Polk & Co.,. De- 
troit, as a special field represent- 
ative for the motor list and motor 
statistical divisions, according to 
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DITZLER’S new compact Moto-Mix is 
an electric motor-driven device for 


stirring a quart or a gallon of paint. It 


eliminates the drudgery of hand stir- 


ring, saving time and work. It is de- 
signed especially for use with the agi- 


tating and pouring lids furnished with 
the base colors of the Ditzler Exact- 
Weight Color-Mixing Service. 


D 


Detroit 4, Michigan 


ITZ 





HERE’S NO NEED to wait for paint deliveries when you have 
Ditzler’s Exact-Weight Color-Mixing Service. You can 
mix in a few minutes the amount you wish of any of the 
3400 active automotive colors in lacquer or enamel. There’s 
no guesswork . . . no over-orders .. . no half-filled cans on 
your shelves. 


Included in this service is an extremely accurate scale which 
will weigh as little as 1/4500ths of a gallon of paint. This 
method of measuring color by weight, pioneered and per- 
fected by Ditzler, is much more simple and correct than other 
devices which measure by volume. You control the amount 
accurately because you watch the scale while pouring with- 
out shifting your gaze. 


You can make substantial savings by mixing your own colors 
with Ditzler’s Exact-Weight Service . . . savings that range 
as high as 50 per cent of factory-standard colors. We’ll be glad 
to furnish you additional information on this service. 


DITZLER COLOR DIVISION, PITTSBURGH PLATE GLASS COMPANY 


ER 


PAINTS © GLASS ¢ CHEMICALS e BRUSHES © PLASTICS ¢ FIBER GLASS 






IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


R. L. Polk jr., president. 

For the past four years, Rogers 
has been with the motor vehicle 
administrators, serving 11 western 
states. Prior to that he had been 
in the motor vehicle division of 
Utah for 13 years, the last eight 
as director. 

* 


* * 
Schofield Named Sales Chief 
Of Superior Coach in South 

D. A. Shields, general manager 
of the southern division of Superior 
Coach Corp., has announced the 
appointment of Ray Schofield as 
general sales manager. 

Schofield formerly was manager 
of the transit coach division at 
Lima, O. 

x *” x 


Motor Truck Appoints Three 


To Western Division Posts 


Appointment of C. E. Cole as 
manager of Motor Truck Corp.’s 
Los Angeles district office has been 
announced by John C. Rowold, 
western division manager. 


Rowold also disclosed the ap- 
pointments of Leonard F. Lind- 
strom as assistant to the western 
division manager, and Walter R. 
Stoner as manager of national ac- 
counts and fleet sales in southern 


California. 
= * e 


Dekker Succeeds Smith 


G. J. Dekker, formerly St. Louis 
district manager, has been ap- 
pointed. Milwaukee district man- 
ager by Air Reduction Sales Co., 
New York. He succeeds S. H. 
Smith, who retired after 38 years 
of service in the oxyacetylene in- 
dustry. 


* * * 


Markley Appointed Manager 
Of Ford Washington Office 
Appointment of Rodney W. Mark- 
ley jr. as manager of Ford Motor 
Co.’s Washington office has been 
announced by Gerald J. Lynch, di- 
rector of the company’s new office 
(Continued on Page 43, Col, 1) 
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of defense products and govern- 
mental relations. 

Markley, an associate in the com- 
pany’s Washington office since 1951, 
will direct Ford’s activity with the 
Government. 

J * * 


Pyroil Appoints Rep 

Pyroil Co., Inc., La Crosse, Wis., 
has announced the appointment of 
A. Walt Runglin Co., 672 S. Lafey- 
ette Park Pl, Los Angeles, as its 
west coast representatives. It will 
cover California, Washington, Ore- 
gon, Arizona, Nevada and Idaho. 


-* * + 


B-W Unit Names Ficker 


A. R. Ficker has been appointed 
director of advanced engineering 
for the Rockford clutch division of 
Borg-Warner Corp., Rockford, Ill. 

e 


White Names Crotty 
Robert G. Crotty has been named 
branch labor relations director of 
White Motor Co., Cleveland, suc- 
ceeding the late Harold Whitcomb, 
according to J. N. Bauman, sales 
vice-president. Crotty has been as- 
sociated with White for eight years. 
* aa + 
Civic Role for Chinn 
Robert C. Chinn, industrial rela- 
tions manager of the Ford divi- 
sion’s Atlanta assembly plant, has 
been elected chairman of Ford Mo- 
tor Co,.’s Atlanta community rela- 
tions committee. He succeeds Fred 
Inman, plant controller. 
= * * 


Powell Joins B-W 

Appointment of William B, Powell 
as director of industrial relations 
for the Mechanics Universal Joint 
division of Borg-Warner Corp., 
Rockford, Ill., has been announced 
by Arch A. Warner, divisional pres- 
ident. 

* x * 


Bank Promotes Needler 


William R. Needler has been 
named a vice-president of the Na- 
tional City Bank, Evansville, Ind. 
Needler was an auto dealer in 
Danville, Ind., before joining the 
bank two years ago. 

* ” ~ 


LOF Transfers Webb 


John A. Webb, formerly field 
representative for Libbey-Owens- 
Ford Glass Co.’s flat glass products 
in Chicago, has been named a sales 
representative for the LOF fiber- 
glass division in New York. 

o * *” 


Goodrich Industrial Division 
Promotes Three in Sales 

New assignments for L Newton 
Kimsey, John M. Cooney, and 
Harold L. Larson have been an- 
nounced by B. F. Goodrich Co.’s 
industrial products division. 

Kimsey has been appointed sales 
development manager, Cooney has 
been named western zone manager, 
and Larson has become manager 
of the Akron district. 

- *” « 


DuPont's Walker Retires 


John A. Walker, New York dis- 
trict manager for Du Pont anti- 
freeze sales, has retired after 40 
years with the company. Walker 
was associated with Du Pont sales 
activities in the New York area for 


16 years. 
* * ” 


Dodge Ups Jones 

John C. Jones has been appointed 
Dodge used-car merchandising 
manager of the Atlanta region. 
Jones had been a district manager 
in the Atlanta region. He joined 
Dodge in June, 1952. 

* = 


= 
3M Promotes Cole 


Appointment of Richard H. Cole 
as technical service engineer for 
the automotive trades has been an- 
nounced by the coated abrasives 
and related products division of 
Minnesota Mining & Mfg. Co. Cole 
had been a salesman in the Des 
Moines area since joining the firm 
in 1950, 


* & + 
Ford Motor Reassigns 
Carroll in Purchasing 


Charles H. Carroll, formerly di- 
rector of purchasing for Ford 
Motor Co., has been named di- 


rector of the manufacturing staff 
purchasing office, it is announced 
by D. S. Harder, manufacturing 
vice-president. 

Until Carroll’s appointment, all 
staff purchasing activities were 
directed by Irving A, Duffy, pur- 
chasing vice-president, who has 
been named vice-president and 
general manager of the tractor 
and implement division. 

Carroll, who became director of 
purchasing in 1952, joined Ford 
in 1918. 

+ * - 

Ringsby Appoints Hurt 
Zorum Hurt has been named gen- 
eral manager of the refrigerated 
division of Ringsby Truck Lines, 
Inc., Denver. He replaces Ned Elli- 
ott, who has resigned. 


* * * 


Bannister Promoted 


John G. Bannister, vice-president 
and director of National Automo- 
tive Fibres, Inc., Detroit, has been 


For greater Volume- 
better jobs, on 


Plymouth 


Dodge 
De Soto 


Chrysler cars and 
Dodge Trucks 


always use 


Save time, save labor with MoPar parts—the right parts for 
every Chrysler Corporation car and truck. They’re easier to install because 


placed in charge of all manufactur- 
ing in the company’s 10 divisions. 
For the past 18 months, Bannister 
had been in charge of the com- 
pany’s automotive sales. 

* * * 


Goodrich Picks Gilliam 


Joe S. Gilliam has been named 
manager of government sales for 
the B. F. Goodrich industrial prod- 
ucts division, Akron. Joining Good- 
rich in 1948, Gilliam first served in 
the company’s works technical 
group. 

* + 


Larnino Joins FWD 


Philip A. Larnino has been ap- 
pointed manufacturing manager of 
Four Wheel Drive Auto Co., Clin- 
tonville, Wis. He formerly was gen- 
eral manager of the Unicel & Jahn 
trailer division of Pressed Steel Car 
Co., Chicago. 


? * * 





Miner Returns 
Philip T. Miner has rejoined the| New Power Brake Installation Kit— 


executive staff of Storm-Vulcan,| A car power brake kit for Cadillac, Ford and Chevrolet is being marketed by the 
Inc., Dallas, as sales manager, ac-| Bendix Products Division, South Bend. According to the maker, all hydraulic lines 
cording to L. D. Tuttle, president.| are pre-flared for any installation. The hydraulic or vacuum fittings are factory- 
He succeeds H, Philip Scarborough, | installed on the power unit to simplify installation. Every kit contains the Bendix 
who resigned. Installograph with directions. 
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Genuine Chrysler Corporation parts and accessories 





they fit right. You do a better job because they work right! 





Always use MoPar and profit by the customer confidence 
and satisfaction that bring you more and better business. 
Display the MoPar sign to let owners know you do top 
quality work, with genuine MoPar parts and accessories. 


CHRYSLER CORPORATION. +- PARTS DIVISION + DETROIT 31, MICHIGAN 











TIRE SPRAY—This product is designed 
to remove grease and dirt quickly from 


white-wall tires without rubbing. It is 


soluble in both hard and soft water and 
is said to be harmless to tire walls. Far- 
bach Chemical Co., Chase & Dane Streets, 


cut-off, All feature an optional at- 
tachment designed for reverse 
flushing of car, truck and tractor 
radiators. 








BLEEDER TANK—The T1200 features an 
easy-opening filler plug and an improved 
shutter valve and bottom fluid outlet, its 
maker says. The unit is designed to 


simplify bleeding and flushing of brakes. 
Eis Automotive Corp., Middletown, Conn. 
Sie ae 
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THREAD CLEANER — This cylinder-head 
spark plug hole seat and thread cleaner 
is a wire brush which, the maker says, 
removes all foreign matter before the 
spark plug is reinstalled. It can be used 
with electric or hand drill. B & K Mfg. Co., 
2171 W. Washington Bivd., Los Angeles 


18, Calif. 
-e-8 





Appco Spring Shackles Make 


Bow in Replacement Field 


Auto Precision Parts Co., Mans- 
field, Pa., has introduced a com- 
plete line of Appco spring 
shackles in the replacement field. 


Appco shackles previously were 
sold only for original equipment, 
but now are combined with Gen- 
eral Tire & Rubber Co. rubber 
bushings to make up the Appco 
replacement kits. 


t * * 





EXHAUST SYSTEM—Developed primarily 
for twin tailpipes on 1952-54 Cadillacs, 
it also will function on other makes. It is 
three inches in diameter and comes in six 
and nine-foot lengths. Engwald Corp., 357 
Lafayette Ave., Brooklyn 38, N. Y. 










TUNEUP TESTER — The Sun Tuneup 
Tester, Model TUT, is said to speed and 
improve engine tuneups. It tests cranking 
voltage, ignition timing, engine vacuum 
and operating voltage, among others. 
Sun Electric Corp., Harlem and Avondale 
Avenues, Chicago 31, Ill. 


+ * * 





“SUPERCHARGER —The Dyna carburetor 
is described as a chamber that mixes gas 





Cincinnati 23, °. 
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a and air with great force and lowers the 


fuel-air temperature 50 to 60 degrees, 
allowing the mixture to enter the carbu- 
retor before condensation takes place. In- 


caiies 





AUTO WASHERS—A new line of over- 


head automatic washers accommodates FUEL FLOW METER — This electrically 


en 
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BRAKE FLUID DISPENSER—Handi-Quick 
consists of a squeezable plastic bottle 
with transparent feed tube and metal 
shutoff clamp. Rate of flow is controlled 
by varying the pressure. Crystal Research 
Laboratories, inc., 29 Allyn St., Hartford 
3, Conn. 





BRAKE DRUM LATHE—Model 525 Drum 
Master is designed for all cars and light 
trucks and features three-feed selective 
adjustment which eliminates the need for 
grinding, according to lempco Products, 
Inc., Bedford, °. a 


Aeroil Products Announces 


3 Auto-Steam Cleaners 


Aeroil Products Co., 69 Wesley 
St, Hackensack, N. J., has an- 
nounced the addition of three new 
models to its line of auto-steam 
cleaners. These models include a 
25-foot length of vapor hose and 
a full-swivel cleaning gun. 

The new cleaners have a gun 
contro! shut-off and a low water 








vehicles ranging from Jeeps to semi- 
trailers. It permits fleets and dealers a 
choice of five overhead and five floor 
washers, plus one manually operated 


washer. All models are designed to travel 
at a uniform pace. The driving mechanism 
automatically reverses direction at each 
end of the track. Each unit is complete 
with pump and motor. Jetomatic, 
Ansonia, Conn. 


Inc., 


* 
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CHILDREN'S SEAT—The Kiddee Drivette 
has added two new features: Directo-Lite 
signals and Kid-a-Matic shift. The Drivette 
folds back out of the way when not in 
use and is light in weight. George C. 
Knight Co., 19720 W. Eight Mile Rd. 
Detroit 35, Mich. 


REFLECTOR FLARE—Four Stimsonite lu- 
cite lenses give two-way warning to ap- 
proaching traffic and are visible for a 
half-mile. The flare requires no fuel, bat- 
tery or maintenance, it is stated. Single 
flares or a metal box of three flares 
can be carrted in utility compartment. The 
device meets Interstate Commerce Com- 
mission standards, says J. W. Speaker 
Corp., 3059 N. Weil Ave., Milwaukee, 
Wis. 





FLEXIBLE CHROME EDGE—According to 
the manufacturer, this product gives cars 
a custom look and is easy to install on 
any car. It comes with a tube of water- 
proof adhesive cement. Anzick Auto Body 
Parts Co., 23675 Mound Rd., Van Dyke, 
Mich. 

. * + 


Electronic Device Offered 


‘To Simplify Order Tallies 


Speedy Tally, an electronic ma- 
chine which simplifies order tally- 
ing and inventory operations, is 
offered by Remington Rand Inc., 
315 Fourth Ave., New York 10, N. Y. 


The machine, it is stated, accepts 
9,000 entries per hour from 10 op- 
erators and permits management 
to secure vital reports in 13 min- 
utes, covering a 1,000-item inven- 
tory. 





STOP NUT—This high-temperature, two- 
lug anchor lock nut has a welded-on base 
and is 45 percent lighter than previous 
designs, it is stated. Designated as 
ZA1W1200, it is available in 8-32, 10-32 
and 4-28 thread sizes. Elastic Stop Nut 
Corp. of America, Union, N. J. 

. as ~*~ 





CONVERSION MIRROR — The Look-Ovt 
is said to convert any interior mirror to 
full rear and side-view vision. It consists 
of two hinged wing mirrors which attach 
to any interlor -mirror by means of a 
turnbuckle and clamp. Lifetime Auto Ac- 


cessories Corp., 1816 Boston Rd., New 
York 60, N. Y. i ae 


operated instrument records the amount 
of gasoline used by a car within 1/100th 
of a galion, it is claimed. It is mounted 
on the engine between pump and carbu- 
retor. The dash-mounted dial enables the 
driver to compare the results of driving at 
different speeds and under varying road 
conditions. McCulloch Motors Corp., 9775 
Airport Bivd., Los Angeles 45, Calif. 
* * * 





SPEED CHECK—The Speed-informer is 
attached to the speedometer and ammeter. 
A dial on the unit is turned until a buzzer 
sound is received, and this tone will warn 
the driver as soon as he exceeds his 
speed limit. It can be adjusted to any 
speed. Code Industries, inc., 625 S. Good- 
man St., Rochester 20, N. Y. 

* * * 





TUNEUP INJECTOR—This unit is said 
to clean and tune up “the engine of any 


cor. It automatically injects solvent oil 
purges intended to clean valves, piston 
rings, cylinder walls, firing chambers and 
intake manifold of the engine. Industrial 
Foundry, 1645 E. Slauson, los Angeles 11, 
Calif. 


dustrial Foundry, 1645 €E. Slauson, los 
Angeles 11, Calif. 
* * ¢ 


Auto Test Issues Manual 


On Operating Instructions 


An instruction manual] has been 
issued by Auto-Test, Inc., 600 S. 
Michigan Ave., Chicago, manu- 
facturer of automotive electrical 
testing equipment. 

The manual includes operating 
instructions for the three Auto- 
Test Power Timing Lights: ATL-1, 
six-volts; ATL-12, 12 volts; ATL-50 
six and 12-volt combination 
instrument. 





WINDSHIELD CLEANER — The Co-Ordi- 
nator combines the operation of a wind 
shield wiper with that of washer. At the 
touch of a button water is squirted on 
the windshield and the wiper blades are 
turned on. When the glass has been wiped 
dry, the blades are turned off automati 
cally. Trico Products Corp., 819 Washing 
ton St., Buffalo 3, N. Y. 





RUST-BUSTING TOOL—This pressurized 
can permits the mechanic to squirt ao 
stream of Kroil, a chemical solvent, on a 
stuck bolt to loosen it. The can shoots a 
stream up to three feet and contains 12 
ounces. Kano Laboratories, 1079 Thompson 
lane, Nashville 11, Tenn. 
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Far-Reaching Realignments Seen... 


G 


Wholesale Plan 


Termed a ‘Shocker’ 


(Continued from Page 40) 


make effective a plan to penetrate 
the replacement parts market they 
are rightfully entitled to.” 

+ * * 


T pronouncement and the pro- 
gram that has been set up now 
means, in fact, that on the items 
covered in the plan, that General 
Motors is setting not only the retail 
prices and discount structure of its 
own parts through all of distribut- 
ing channels, but those of the in- 
depedent competitive parts makers 
and their wholesaling and retail 
outlets as well. 

Little has been said by these com- 
petitive makers as yet, because 
most of them have been caught 
completely off guard. 

But in an Automotive News 
poll of some major makers, it was 
found that every one was study- 
ing his own parts price and dis- 
count structure to find out what 
it will have to do to remain com- 
petitive. 

GM has not made any general 
list price advance in preparation 
for this new program, although it 
has raised wholesale discounts in 
some instances from 12% percent 
to a uniform 30 percent. 

Some parts makers do not feel 
that they will be able to compete 
effectively unless there is a general 
raise of list prices on some prod- 
ucts, 

Some top-line jobbers contacted 
feel that their tenure as parts dis- 
tributors to smaller jobbers in their 
area is finished since they do not 
believe that there is _ sufficient 
spread in the gross profit of many 
items to pay a distributing as well 
as a competitive jobbing discount. 

* * * 
TS NEW parts plan of the cor- 
poration also, in the eyes of 
some trade experts, seems to place 
a limitation on the independent ve- 
hicle makers that use GM-built 
parts in their construction. 

It also will not only set their 
parts price structure, insofar as 
list price and discounts to their 
dealers are concerned, but will in 
a major way determine the amount 
of markup the indepedent factory 
can put on these parts for replace- 
ment. 

While this new GM plan does 
allow United Motors Service and 
AC jobbers to wholesale a much 
larger list of parts that were for- 
merly sold only through the vehicle 
dealers, it does not allow the ve- 
hicle dealers to step out of their 
franchised lines to wholesale parts 
of other vehicle makers in the GM 
family and get the wholesale over- 
ride discount. 

The override discounts given 
the vehicle dealers are passed on 


Throng Expected 
At °54 Pacific 


Automotive Show 


SEATTLE.—Attendance ‘surpass- 
ing the 1951 Pacific Automotive 
Show is expected at the 1954 Show, 
according to Frank B. Smith, presi- 
dent, and J. Leonard Gibson, ex- 
ecutive manager. 

The show will be held here March 
4-7 in the Civic Auditorium, 

Attendance at the 1951 event was 
32,538. Tremendous population, eco- 
nomic and automotive growth of 
the Pacific northwest is cited as 
the reason for anticipating an even 
greater trade turnout in 1954. 

There will be more than 300 ex- 
hibitors of original and _ replace- 
ment automotive parts, accessories, 
equipment and related items for 
the service industry — occupying 
more than 535 booths. 

On March 3, preshow business 
sessions will be held in Seattle by 
National Standard Parts Assn. and 
Motor & Equipment Wholesalers 
Assn. The traditional kickoff 
Banquet will be held March 3, co- 
hosted by the Seattle ees Portland 
Automotive Booster Cl 

A show office has — catabitidead 
in the Seattle Civic Auditorium, 
Room No, 102, Third Avenue North 
and Mercer Street, Seattle, Wash. 


to him by the division or divi- 
sions he represents as_ vehicle 
outlet, and the divisions are al- 
lowed only to pass on the over- 
ride wholesale discounts on the 
parts each division normally dis- 
tributes to its dealers. 

It does, however, give the alert 
dealer the opportunity to sell inter- 
changeable parts and get the over- 
ride. 

In other words, if a Chevrolet 
dealer uses a bearing, brake part 
or other part that is also used by 
other GM cars or by independent 
vehicle car makers, he can sell that 
part at the trade discount and still 
get his override from his own ve- 
hicle factory. 

+ * * 
7" NEW GM plan could make 
it rough in small towns for 





many small parts wholesalers across 
the country, it is felt. The GM 
dealer would be able to give the 
independent garages and repair 
shops as large or in some instances 
a larger discount on many fast- 
moving parts as the little jobber. 


Thus, the jobber in a town sev- 


eral miles away who has had aj} | 


man hitting the towns and villages 
in his area once a month, or every 
two weeks, will be at quite a dis- 
advantage to the dealer who does 
business in the city or town. 

In the northwest, where the 
dealers also carry farm machinery 
and implements and make rural 
deliveries out from their main 
store, these dealers can often 
give the garage or repair shop 
better service than the jobber, 
who in most cases, is located in 
a more central distribution point. 


The GM plan also seems to have 
been well timed to get interest by 
a greater number of dealers in a 
parts wholesaling project. A year 
ago, fewer dealers would have been 
interested in taking on parts whole- 
saling than right now. 

Today there are vastly more 
dealers interested in any idea or 
program that will add continuing 
profits to their operation. 


Genuine parts and 


FINE 
7 OOLS 


are the key 


to good work! 


Topnotch mechanics know that. And that’s 


why they come to you for genuine parts. 
why they’ll buy tools from you—if you sell 


quality tools. 


Don’t let this profitable business go else- 
where! For less than $200 you can have a com- 
plete Bonney Tool Department. The eye- 


catching, self-service Bonney “merry-go-round” 
puts another salesman at your counter—in a 
. at no added sales expense. 
Only the most popular, fastest-selling tools are 
included to assure high turnover. 

Bonney tools are quality tools—mechanics 
call them America’s finest. And the Bonney 
“merry-go-round” reminds them that your 
counter is the place to buy the tools they need. 


minimum space . 


BONNEY 


TOOLS 





a 


Vi 


Write for complete information today. 


BONNEY FORGE & TOOL WORKS 


» 


Shepard Glamorizes Used-Car Display— 


“No more lots for us," says H. G. Shepard, owner of Shepard Cadillac-Oldsmobile 
Co., Oakland, Calif. The firm instead has built a display area centering around an 
attractive, modern office building which provides closing rooms and a comfortable 
reception room. Two canopy wings house the used-car display. “Plate glass encloses 
the office section. 





Logan Picks Richards 
Appointment of Lyle V. Richards | gan, president. Richards entered 
as used-car manager of Logan /|the auto business in 1923 at Boze- 


Oldsmobile Co., of Portland, Ore.,| man, Mont., and was an Oldsmobile 
has been announced by David Lo- dealer there from 1934 to 1942, 









Here’s a source of additional 
tool sales you can’t afford 


to pass up... 


Your own mechanics should be buying their 
tools from you. Sell them Bonney tools and 
profit at least two ways: (1) You'll reduce costly 
interruptions of work; (2) you’ll make a profit 
on tool purchases by your own employees— 
business that someone else is getting now. 


q\ = 
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- ALLENTOWN . PENNSYLVANIA 
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by Jack Weed 


(Continued from Page 40) 


operators who 
dealer’s opera- 


| 


dealers now who have never oper- 
ated under highly competitive con- 
ditions, it speaks well for any fac- 
tory that steps into the field with 
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their retail outlets to meet present 
day merchandising conditions. 
* * - 


53 
: 
| 
: 


operation. 

This pin-point attention to used- 
car merchandising may result in 
quick benefits to the Chrysler dealer 
body. It has always been axiomatic 
in the trade that it was perfectly 
all right for a dealer to floor-plan 
his new vehicles, to borrow money 
from his bank to take up factory 
shipments, or to give him a larger 
working capital for a limited time, 
but it is considered suicide to bor- 
row money on the used-car inven- 
tory. 

This means that to keep liquid 
and be properly financed to meet 
any normal, and some abnormal, 
situations that arise from time to 
time, the dealer must move his used 
cars on the market he took them 
in on. Since there are so many 


Tale of Golf Clubs 


tane about Chrysler brings 
to mind a couple of items I 
picked up during the recent NADA 
convention. At the DeSoto dealer 
dinner one night, I had the pleasure 
of sitting at the same table with 
M. O. Anderson, now a DeSoto 
dealer in Spokane, Wash. He was 
telling me, with a great deal of 
feeling, the pleasure it gave him to 
introduce Lester Kaufman as the 
new NADA director from that area, 
because Kaufman came to him just 
80 years earlier to work as a retail 
salesman. That was when M.O. was 
the Buick “king” of the northwest. 


M.O. also gave me a “chuckle” 
story. It seems that recently the 


a@ program that aids and teaches | | 


Vibration Damper— 


tured by Korfund Co., Inc., 48-02B Thirty- 
second Place, Long Island City 1, N. Y., 
is said to permit quick rearrangement of 
production lines for new setups, and to 
add greater mobility to heavy equipment 
by eliminating bolting to floors. For use 
under machine legs having casters, it is 
supplied with a two-inch diameter retain- 
ing cup attached to the top plate. It is 
also available in sheets without the load- 
distributing top plate. 
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advertising agency wanted to put| at the Thunderbird course, which| set price, which incidentally gives 
on a Groucho Marx TV show with | is the competitive course. 
a golf club background. So, al- 
though M.O. and Groucho were 
among the originators of the Tama- 
risk Golf Club in Palm Springs, 
Calif.. and are still major stock- 
holders, the agency staged the event 


I could give the name of the 
man who pulled the 










I feel inclined to tip the chapeau 
to “Cort” Cortright of Clayton Mfg. 
Co. for a sound bit of merchandis- 
ing he has recently instituted on 


against the same kind of a trading 
deal, in many instances, that the 
new-car dealer has to contend with 
to sell new cars. Service shops want 
to trade in the wornout “jobbie” on 
the new one they are inclined to 
purchase, 

To relieve both the jobber and 
the service shop that possibly can’t 
afford to buy a new one just at the 
minute, Clayton has put in a fac- 
tory rebuilding plan where, for a 


The VPS Elastro-Rib damper, manufac- 













plain talk about 
additives 
and today’s mofor oils! 


We all know that additives perform many 
useful functions. That's why they are being 
used so widely in today’s Pennsylvania 


It is a credit to the oil 
industry that it has been 
able to keep pace with 
the demands of car manufacturers. Oils 
have been developed for effectively lubri- 
cating today’s high compression, high speed 
motors with their ever closer tolerances. 


Additives have been very helpful in the 
development of these motor oils. 


But this one fact should be remembered: 


ADDITIVES, IN THEMSELVES, DO NOT LUBRICATE. 
They can be added to any oil. 
To very good oil. 





To very poor oil. 


The quality of the basic oil is what deter- 
mines the kind of lubrication a motor gets. 





Motor Oils. But there is one vital fact about 
additives that many people tend to forget, 
and we want to talk plainly about it. » » » 


That's why we are telling millions of car 
owners in our national advertising this year: 


Today’s BEST oils 
start with 
Nature’s BEST crude 


This plain truth—that you can’t start with 
an inferior crude and build a superior oil 
— will be understood quickly by all your 
customers. 


That is why it is more important than ever 
for you to stock and 
sell a brand of Penn- 
sylvania Motor Oil. 
And you'll get more 
profit, too! 
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We are telling the plain truth about today’s motor oils to the millions of motorists who read 
Saturday Evening Post, Collier's, Time, Newsweek, Holiday, Country Gentleman, Progressive Farmer and Successful Farming. 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION - Oil City, Pennsylvania 


their Kerrick cleaners. In the equip- 
ment field, the jobbers are up 


the jobber a profit, they will rebuild 
the cleaner completely. 

Thus the jobber can take in the 
old machine on a new one and have 
it factory rebuilt so that he can 
sell it to a “price” buyer, or he can 
offer the “rebuild” deal to the cus- 
tomer. This enables him to put the 
customer’s machine in first class 
operating condition at a nominal 
charge and still make some money 
on the deal. And to cut the time it 
takes to do the rebuild job, Clayton 
is making this service available at 
Cincinnati as well as at the home 
plant in El Monte, Calif. 


It wouldn’t be right to end this 
spasm without passing on to those 
of my readers who are fishermen 
some data on a fly fisherman’s 
heaven I ran into during the two 
weeks I stayed on in Florida after 
NADA. 


Paul “Fur, Fins and 
Feathers” editor of the Jackson- 
ville Times Union; Hans Taenz- 
ler, of the Boyertown Body Co., 
and I did a little exploratory 
work on the St. Johns River at 
Blue Springs Park, near DeLand, 
and I have never seen a better 
piece of bass fly fishing water in 
my life, when the bass are rising. 

Any of you guys who like to have 

bass hit savagely can get the thrill 
of your life, I believe, either up or 
down the river from that dock 
along about April and later. Some 
day I'm going back when condi- 
tions are right. 


e o 
Service Business 
e 
Seen Increasing 
* 
9 
30% During °54 

BROOKLYN, N. Y.—Total gross 
business of the nation’s 379,000 
automotive service firms should in- 
crease at least 30 percent, or $4 
billion in 1954, C. A. Benoit jr., 
president of Permatex Co., chemical 
producer, has predicted in a year- 
end statement, 

“Newest factor contributing to 
the steady annual growth of vehicle 
service business is the development 
and mass use of chemicals to keep 
the country’s 55 million passenger 
cars and trucks in top operating 
condition,” Benoit asserted. 

To supply this expanding market 
with automotive maintenance 
chemicals, Permatex this year will 
complete a long-range sales pro- 
gram, and will build new plant 
facilities costing $500,000, he said. 

Distributors, dealers and service 
|outlets which aggressively sell 
| maintenance chemicals during 1954 
| will find it possible to increase their 
|service volume by as much as 50 
| percent, Benoit claimed. 


| Retreads 
| U. S. Rubber Offers Process 


For De-Skidding 


NEW YORK.—Motorists driving 
; on retreaded tires can now get skid 
| protection and traction equal to or 
better than that of many new tires 
through a new method of process- 
ing tread rubber, according to U. S. 
Rubber Co. ‘ 


U.S. Rubber calls its new pat- 
ented process “pre - de - skidding,” 
which is a method of putting skid 
resistance into the rubber at the 
factory—before it is shipped to the 
tire rebuilder’s shop. 


Standard types of tread rubber 
are manufactured with a smooth 
tread surface. U.S. Rubber presses 
a deep basket-weave design into 
the uncured rubber with a special 
wheel having a series of heated 
teeth. 


U.S. Rubber claims that surface 
traction of the new tread rubber 
is 30 percent greater than that of 
other retreads in use today, and 
that there is no reduction in mile- 
age. The material requires no new 
equipment or special handling, and 
is uniform in service, appearance 
and performance, it is said. 


Boat Engine Data 

TOLEDO. — A revised pamphlet 
containing ignition and fuel-mix 
data on outboard and inboard boat 
engines is available free from the 
advertising department, Champion 
Spark Plug Co., Toledo, O, The 
booklet covers more than 700 
United States and Canadian models. 
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' By George Glaser 
Special Correspondent . 
BRUSSELS, Belgium, — New- 
nodel American cars stirred up 
onsiderable interest at the 37th 
Automobile & Cycle Salon here. 


Ford, with its new engine, and 
Buick and other General Motors 
cars, with their wraparound 
windshields, were the subject of 
much discussion. 

Cadillac’s new-grill, with the 
numerous small partitions, aroused 
a great deal of curiosity, reminding 
many of some of the 1930 models. 

There is considerable interest in 
the automotive industry here at 
present, partly because General 
Motors, Ford, Chrysler and Stude- 
baker have assembly plants in Bel- 
gium. Mercedes cars, Volkswagens, 
Renaults and Citroens are also as- 
sembled here. 

Also participating in the show 
were the Italians, with their Camp- 
agnola, a diesel-powered Jeep-like 
vehicle produced by Fiat, and the 
Lancia, a low convertible by Far- 
ina. The Swedes displayed their 
Volvo, a four-cylinder car with a 
unitized front-end. 

There were a number of vehi- 
cles in the show from behind the 
iron curtain—the Ifa and the 
EMW from Eastern Germany, 
the rear-engined Tatra and the 
Skoda from Czechoslovakia, and 
the Moskvitch from Russia, 

The Moskvitch, which was a GM 
Opel-type Kadett before World 
War II, has a_steering-column 
gearshift, although it is a rather 
unattractive car otherwise. 

Two vest-pocket cars were also 
shown. The Italian “Baby Car,” 
featuring a wide tread in front and 
close-together rear wheels, and a 
miniature two-seater made by 
Truetsch in Stuttgart, Germany. 

A Rolls-Royce, made by the ultra- 
conservative British manufacturer, 
was shown with a curved wind- 
shield, considered by some to be 
quite a revolutionary change. 

One of the top attractions was 
the Olympia Record, a roll-top two- 
door sedan, made by GM in Ger- 
many. 

The DeSoto was exhibited with 
illuminated arrows and signs, ex- 
plaining the best features of the 
car. Of course, all explanations 
were in French and Flemish. 

There was much talk about the 

success of the German big-truck 
producers, I think that their close 
attention to detail is largely re- 
sponsible. 

Take the case of the MAN, a 
diesel truck made by Maschinen- 
Fabrik Augsburg - Nuernberg, This 
truck is called the “whispering 
diesel” because it fights noise where 
it originates — in the combustion 
chamber, part of which is in the 
top of the piston. 

The injector jets are cooled by 
a copper sleeve which carries the 
heat to the cooling system. The 
MAN now uses dry cylinder liners 
and has a direct lubricating 
system for the cylinder walls. 

This firm also makes an inter- 
esting rear axle. It consists of 
two parts, a forged steel axle for 
carrying the truck weight and a 
small differential for carrying the 
two reduction drives, one on 
either side. 

The cab of the MAN is equipped 
with a sliding breakfast table, a 
washbasin, fuse boxes on the dash 
boards, a complete set of me- 
chanic’s tools and many other con- 





MEWA Opposes Plan 


For Fewer ASI Shows 


CHICAGO.—The board of di- 
rectors of the Motor and Equip- 
ment Wholesalers Assn. has re- 
emphasized that the Automotive 
Service Industries Show should 
be continued on an every-other- 
year basis. It had been suggested 
that the shows be spaced further 
apart, 

The board declared that the 
ASI Show is essential as a rally- 
ing point for automotive whole- 
salers and manufacturers and 
that it is a stimulant to distri- 
bution. The Board also main- 
tained that an ASI Executive 
Booth Conference should be held 
every other year, alternating with 
the ASI Show. 





trivances to make the driver’s job 
easier. 

In many sections of Europe, the 
centrally mounted underfloor truck 
and bus engine is gaining in popu- 
larity. Henschel, of Kassel, Ger- 
many, showed a six-cylinder, 200- 
horsepower diesel engine of this 
type. 

An innovation at the salon this 
year were trucks equipped with 
merchandise showrooms. Ford of 
Cologne, Germany, has built one 
on its %-ton truck chassis. A 
Volkswagen was on the premises, 
exhibiting the new Belgian scooter, 


Kenn Backs Newscast 


Kenn Buick, Inc., Pittsburgh, is 
sponsoring a five-minute news pro- 
gram over Radio Station WWSW. 


the Piatti, through large windows 
on each side. 

I have been hearing about a 
number of firms in Belgium and 
Holland which assemble cars and 
trucks completely from imported 
parts. They use Fuller trans- 
missions, Timken axles, and 

Hercules or Conti- 
nental engines. 

One of the show’s sights was a 
children’s playground, complete 
with real traffic conditions for 
teaching children about the hazards 
of modern motoring. 

I left the show with one domi- 
nant thought: The demand for 
American cars and styling is as 
great as ever, controlled principal- 
ly by the dollar reserves of each 
country. Demand for American 
goods in Belgium is particularly 
strong, 





A Old Style “2D” Storefront with Shallow Display Windows 
New “3D” Visual Front that puts the whole store on display Y 
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Red-Made Autos Pierce Iron Curtain for Show .. . 


U.S. Cars Score Hit at Brussels 
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Dealers Study Power Steering— 
Latest developments in Chrysler Corp.'s power steering are discussed by Baltimore 

dealers at the firm’s New Worlds in Motion show. Discussing the equipment are 

(from left), J. J. Rocklitz, Mark R. Chenowith, William Bird and Joseph Penn. 


James Kibler and Charles Smith- 
son, who have been employes of 
Jeffreys Motor Co., Chase City, Va., 
for 27 and 25 years respectively, 


Jeffreys Oldtimers 
were honored at the annual em- 
ploye party by Shelton H, Short jr., 
president, and Robert L, Wallace, 
vice-president. 





Remodel now 


for “3D” impact! 


2 AAA weitere 





Hertzfeld Oldsmobile, Toledo, Ohio. Architect; Theodore Rogvoy, Detroit. 





LET) 


For a modern VISUA Tey 
IaRONT see your nearest 
GLASS) 


LIBBEY: OWENS: FORD 
GLASS DISTRIBUTOR 


Beat your competitors to the punch... 


Put in a modern Visual Front! 
Then passersby will see a/l your merchandise. They’ll 
see the full width and depth of your store interior, instead 


of a shallow, crammed display window. Your store will have 
“3D” impact. It will show more and help you sell more. 


Find out how amazingly /ittle an L-O-F Visual Front 
costs . . . ask your local Libbey-Owens-Ford Glass Distribu- 
tor for an estimate. He has a lot of experience with store- 
front work. He knows local codes and conditions. He can 
even put you in touch with local architects and contractors 


who specialize in storefront work. 


And he has this complete line of storefront materials: 


1. L-O-F Polished Plate Glass. 

2. Thermopane* insulating glass to reduce steam and frost on 
windows in winter. 

3. Tuf-flex* Doors for unobstructed visibility. 

4. Golden Plate to reduce fading of displayed merchandise. 

5. Vitrolite* glass paneling for exterior beauty. 

6. Mirrors of L-O-F Polished Plate Glass to enlarge and brighten 
your store. 


Mail'the coupon for your free copy of our booklet on Visual 
Fronts, and for the name of your nearest L-O-F supplier. 
*® 


Libbey-Owens:Ford Glass Co. 
7624 Nicholas Building 
Toledo 3, Ohio 


Send me your booklet on Visual Fronts and the name of the nearest L-O-F 
Distributor 


Name 
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Total Is 81,454,605 .. . 
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53 Car Tire Turnout 


Buries Old 


NEW YORK. — Tire manufac- 
turers closed out 1953 by producing 
more car tires than they had ever 
produced before. 

The figure was 81,454,605 tires, 
surpassing the previous high year 
of 1950—when 78,598,174 were pro- 
duced — by almost three million 
tires, according to the Rubber 
Manufacturers Assn. 

Shipments of car tires totaled 
79,712,527 units and represented 
the second-best year in tire 
makers’ history. They shipped 
84,422,966 in 1950, the year of the 
Korean outbreak. 

Production of truck and bus tires 
in 1953 totaled 14,695,839, as against 
16,069,975 in 1952, a reduction of 
8.55 percent. Shipments of such 
tires totaled 14,904,108, about 136,- 
000 fewer than in 1952 and a reduc- 
tion of less than 1 percent. 






PROFITS START WITH 
LUBRICATION... 
add further business through these and 


other worthwhile checks: 
Check Fan Belt 

Check Air Cleaner 

Check Oil Filter 

Check Spark Plugs 

Check Battery and Cables 
Check Radiator Hoses 
Check Radiator Fluid 
Check Muffler and Tail Pipe 
Check All Lights 

Check Tires 


Check Windshield Wiper and Washer 

Check and Replace lost or damaged 
Grease Fittings with Lincoln 
BULLNECK® Fittings . ... the modern 
fitting with the ball-in-the-top 


Seals dirt out, grease in. 


IT PAYS TO INSTALL A 


Linco/n 


LUBRICATION 
DEPARTMENT 


Record 


Year-end inventories of car tires 
reached 13,043,713 tires, while truck- 
and-bus inventories totaled 2,676,230 
units. In terms of expected require- 
ments, the car-tire inventory will 
run between two and 2% months’ 
supply, while the truck-and-bus in- 
ventory will run about two months’ 
supply, the association said. 


December’s shipments of car 
tires totaled 4,678,671 units, up 
about 13 percent from the year’s 
low in November of 4,134,334. Pro- 
duction held steady, with the 
manufacturers turning out 5,405,- 
748 units as against 5,531,385 in 
November. 

Truck-tire shipments by manu- 
facturers totaled 987,900, up about 
4 percent from November, when 
951,006 units were shipped. Produc- 


tion of truck tires increased to 1,- 






4 Sea 


t= 
Auto-Lite Veterans Gain Tribute— 


More than 125 years of service are represented by these five members of Electric 
Auto-Lite Co.'s 25-Year Club. Honored at a banquet in Paramount, Calif., were (from 
left), D. O. Craig; J. A. Minch, vice-president; W. A. Zolg, plant superintendent; P. F. 
Brown, vice-president, and R. J. Plummer, purchasing agent. 





075,215 from 1,034,469 the month 
before, or an increase of about 4 
percent. 

Shipments of inner tubes for the 


year were up 18.1 percent to 74,- 
964,921 units, compared with 1952 
shipments of 63,448,949. Production, 
at 74,514,328 units, was 14 percent 





HELPFUL BOOKLET... FREE! 
“Reminder To Help You Sell More 


Service Needs.” Just write for it. 


Naw Sem TAG 


Read what Mr. James G. Aiken has 
to Say: “We have gone all out to provide 


Oldsmobile owners with the most modern and most 


completely equipped service plant in this area. 

The Lincoln Engineering Company has been a great 
help to us, cooperating 100% in planning our 
lubrication and other service departments.” 


And Mr. Frank Zwirlein, lubrication 
specialist, adds these thoughts: 


“| like our Lincoln Ceiling-Type Lubreels fine. They 
are neater, faster, and a lot handier to use 
than other equipment that | have had experience 
with in the past. But best of all, our Lincoln 


Lubrication Department has certainly helped us 










THE MOST TRUSTWORTHY NAME IN LUBRICATING EQUIPMENT 


increase sales of Accessories and other Services." 


“trade nome registered 


LINCOLN ENGINEERING COMPANY 


5709 Natural Bridge Avenve e 


St. Lovis 20, Missouri 


above the previous year’s total of 
65,073,407. 

In December, 4,624,903 units were 
shipped, as against 4,005,691 units a 
month earlier. Production, at 4,- 
532,718 units, was slightly lower 
than the November figure of 4,737,- 
§11. 


Standard Triumph 
Bids for More 
Sport Car Sales 


NEW YORK.—Standard Triumph 
Motor Co., an affiliate of Standard 
Motor Co., Ltd., of England, has 
announced its aggressive bid for a 
major share of the foreign-car mar- 
ket in the U.S. 


Sir John Black, managing direc- 
tor of the British company stated, 
“The American motorist will wel- 
come a modern, modest-priced 
sports car which is really a sports 
car. The Triumph is that car.” 


Standard Triumph is introducing 
four new cars at the International 
Motor Sports Show here: The new 
Triumph, T. R. II sports car, the 
Vanguard Cadet, the Doretti and 
the Standard: Vanguard. 


The T. R. II is spearheading 
Standard’s drive. It sells for $2,448 
at ports of entry and has been 
driven 124 miles per hour in racing 
trim. This car has a two-liter en- 
gine and reportedly gives 24 miles 
to the gallon. 


Denton Massey has been named 
president of the American affiliate. 
Headquarters will be maintained in 
New York. 


Truck Sales Aides 
Shuffled by TH 


CHICAGO. — E. E. Krogstad, 
formerly truck district sales man- 
ager at Oklahoma City, has been 
transferred to Tulsa, Okla., in a 
similar capacity, it was announced 
last week by R. M. Buzard, man- 
ager of truck sales for Interna- 
tional Harvester Co. 

Other transfers announced by 
Buzard were: 


F. W. Schuedigg, assistant dis- 
trict manager, transferred from 
Oklahoma City to Tulsa. 

R. B. Livesay, assistant district 
manager, transferred from Birm- 
ingham, Ala., to Richmond, Va. 


R. E. Maher, assistant district 
manager, transferred from Rich- 
mond to Birmingham. 


W. H. McBryde, assistant district 
manager, transferred from Parkers- 
burg, W. Va., to Wichita. 


Rawhide Fete 


Open Houses Mark Firm’s 


75th Year 


CHICAGO. — Chicago Rawhide 
Mfg. Co., which claims to be the 
world’s largest producer of oil seals 
and packings, marked its 75th an- 
niversary with an open house last 
week for employes’ families at the 
firm’s Elston Ave. plant here. 

This was the last of a series of 
Chicago Rawhide open houses, 
others having been staged at the 
Greenview Ave. plant in Chicago, 
the Detroit plant and the affiliate 
plants in Pontiac and Hamilton, 
Ont. 

E. W. Emery, the concern’s third 
generation president, and Mrs. 
Emery have greeted more than 
3,000 persons at the various affairs. 

In connection with the 75th an- 
niversary, Chicago Rawhide has in- 
troduced “conpor”—a leather which, 
officials say, has all the advantages 
of ordinary leather plus “controlled 
porosity.” This means that the 
leather’s porousness can be regu- 
lated. 





Colo. Urged to Widen 


Title Requirements 


DENVER. — A bill introduced 
in the Legislature would require 
Colorado auto dealers to obtain a 
Colorado title for cars purchased 
out of the state or for cars bought 
within the state from nonresi- 
dents, 

Sponsored by Rep. F. S, Mark- 
ley, Fort Collins Republican, the 
measure was aimed principally at 
auto auctioneers. 
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Obstacle to Maintenance... 


Clutter Under the Hood Hit 


point where nobody will want to be| crowded back against the fire- 
wall. 


(Continued from Page 40) 

will have an adverse effect on 
the reputation of the product. 

(In the survey of garages and 
service stations, it was mentioned 
that the practice of charging for 
work not performed is already be- 
ing carried on with oil filter car- 
tridges. Due to the inaccessibility 
of the unit, and the “don’t-care” 
attitude of some mechanics, the 
cartridge was not changed when 
ordered. The customer was charged 
for it, however, and there is no 
sure way for the customer to find 
out whether the cartridge had been 
changed.) 

+. + * 

a, dealers are asking 
7 the factories to extend flat-rate 
service charges to include the ad- 
ditional time needed for the job. 
But the added cost is nevertheless 
passed along to the custorher, and 
service managers know from ex- 
perience that additional charges 
are never accepted gracefully by 
the customer. 


It should also be mentioned, 
thirdly, that the industry is facing 
a serious shortage of mechanics, 
and efforts to draw new blood 
into the dealer shops have not 
been too successful so far. Service 
managers say that the necessity 
for “unnecessary tinkering” to 
perform the most routine service 
operations is already driving 
some mechanics away from the 
industry. 

The results of the Westchester 
survey show that the “most-liked” 
feature on modern cars was the 
master cylinder location on the 
Ford. The “most disliked” feature 
was the location of the oil filter on 
Oldsmobiles. 

> * t 

OWEVER, Oldsmobile has made 

a correction on the 1954 models. 
The exhaust system has been re- 
designed to provide more room 
near the oil filter housing. In addi- 
tion, Oldsmobile introduced a sys- 
tem of varicolored wiring under 
the hood, with corresponding colors 
for each fuse in the fuse box un- 
derneath the dash. 

Oldsmobiles received the largest 
number of complaints in the 
survey — principally against lo- 
cation of the oil filter, but also 
against placement of the master 
cylinder, air filter, battery and 
distributor, Difficulty in changing 
spark plugs was also pointed out. 

Cadillacs received the second 
largest number of complaints, with 
the locations of the generator, oil 
filter, battery and distributor under 
fire. Difficulty in changing spark 
plugs was mentioned. 

Criticisms of Chryslers were on 
the locations of oil filters, master 
cylinders, air ducts and generators. 
Troubles were experienced with 
servicing the fluid transmission 
units, and in changing spark plugs. 

* + * 


Ruice complaints were lodged 
against the locations of the air 
filter, dipstick, battery and oil drain 
plug. Difficuly was experienced in 
servicing the Dynafiow. 
Garagemen leveled complaints 
against the location of the oil 
filter and heater duct on the 

Dodge. DeSoto had similar com- 
plaints, plus criticism of the dip- 
stick location. 

Complaints on the Plymouths 
centered around the location of the 
heater duct and the oil filler pipe— 
which mechanics said comes out 
too easily. 

(All Chrysler Corp. products were 
criticized for the location of the 
gas tank filler pipe.) 

* * cd 


ONTIACS were under fire for 

the master cylinder location; 
Nash for the location of the dip- 
stick and battery; Ford 6s for oil 
filter location; Lincoln for battery 
location; Chevrolet for its oil drain 
plug design; Packard for its tem- 
Peramental electrical system; both 
Ford and Mercury for the number 
of special tools required for service 
and Studebaker for its air cleaner 
location. 

Comments from the Westchester 
garageowners included: 

“Cars are not built with the 
mechanic in mind.” 

“Cars are getting too compli- 
cated and specialized.” 

“The industry will soon reach a 


a mechanic.” 
“Help is too scarce now — why 
make it worse deliberately?” 
= + * 


N talks with several service man- 

agers of dealer operated shops, 
Automotive News found that very 
little has been done on ’54 models, 
with the exception of Oldsmobile, 
to make work easier for the me- 
chanic. Most of the gains from a 
few quarters are offset by the trend 
to still more complicated operations 
on the new engines introduced this 
year. 

Ford dealer service managers 
said that, so far, there had been 
considerable difficulty in servic- 
ing the new overhead-valve V-8. 
They said special wrench ex- 
tensions and sockets are neces- 
sary to torque down the heads; 
the exhaust pipe is too close to 
the spark plugs; location of the 
oil filter is inconvenient; special 
tools are necessary to adjust the 
tappets, and the engine is 


On some of the new General 
Motors cars, service managers com- 
plained there was too much tubing 
(with the air intake and heating 


Ford Shop Chiefs 
In Chicago Elect 


CHICAGO.—Bill Schiller, Harbor 
Motor Co., has been elected presi- 
dent of the Metropolitan Chicago 
Ford Service Managers Club. 

Others elected were Jack May- 
field, Reed-Randle Motors, vice- 
president, and Ray Galloway, C. 
Baron, Inc., secretary. 


Speaking to the group, Schiller 
stressed the importance of im- 
proved service management, 
customer relations, followups and a 
closer relationship with the general 
management so that all service 
complaints will clear through the 
service manager. 


system) under the hood, Master 
brake cylinders are badly located, 
as are oil filter units and fuel 
pumps, they said. 
+. * + 
7" matter of special tools also 
comes into importance. In some 
models, the cost of special tools is 
absorbed by the dealership, and in 
others, by the mechanic himself. In 
a make where several special tools 
are needed each year, this can be 
a considerable expense to a me- 
chanic. 

For the independent garage or 
fleet maintenance shop, this cost 
may be a large factor—especially 
if all makes of cars and trucks 
are handled. 

For the most part, mechanics 
think that special tools are made 
necessary by cramped engine quar- 
ters, and that this expense could 
be eliminated somewhat by allow- 
ing more room for the engine and 
its accessories, . 

Service managers for the GMC 
line of trucks are loud in their 
praise for the care taken by the 
factory to make service operations 
easy for the mechanic. It is re- 
ported that the GMC service de- 
partment’s recommendations are 
carefully followed at the factory 
before the unit is put into the field. 
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Breathable Upholstery— 


Naugahyde is a new vinyl upholstery 
made by U. S. Rubber Co. which is so 
porous that cigaret smoke can be blown 
through the material. It is said to give 
great riding comfort. It comes in turquoise, 
grey, dark green and maroon. 


Koerner Moves 


Koerner Motors (Lincoln - Mer- 
cury) has opened new showrooms 
at 167 Court St., Rochester, N.Y. 








Wheels of Fortune 


Co., Inc. Creation of new designs and extensive 


As these wheels of fortune turn they are seen on 
many of the smartest automobiles in America. They 
are flashing, custom-styled wire wheel covers spe- 


cially manufactured by A. S. Campbell Co., of East 


Boston, Mass. 


Now being offered as optional and accessory factory 
installed equipment, they are just one of many 


specially designed, 


engineered and manufactured 


automotive items produced by the A. S. Campbell 


manufacturing facilities for volume production 
enables Campbell to produce for automobile manu- 
facturers exclusive yet economical chrome auto- 


motive parts. 


Our engineers will be glad to consult with you 
regarding design and engineering problems relative 
to parts manufacture. We welcome any inquiries on 
the manufacture of chrome plated automotive parts. 


ie e 


tyling 


EAST BOSTON 28, MASS. 


10124 W. McNICHOLS ROAD, DETROIT 21, MICHIGAN 
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Windsor 4-dr., $610; conv., $625°, ‘48 
e ° paoro. 58 4 an ha 100° ; ‘50 club coupe. A d - P > 
Used-Car Auction Prices ee gt ea verage Used-Car Prices 
. 
DODGE “srk $2Bts, §1810, $1,408", "88 (Compiled by Automotive News) 
ic. , Ne ub coupe, e; 2- 
Market Trend ar. "500. 47 sedan, $315" "46 pickup, Feb. 1954 Jan. 
In this week’s tabulations, prices on 1954 models were added for the FORD. — ot Conan os Be. an: ‘aur os 
first time, and prices of 1946 models were dropped. _. $1,980; Sun Valley, $2,470*; conv., $2,- bes ossnasts ' 
380. '53 (8) Victoria, $2,405; ch didn 1,618 710 
This naturally caused an increase in the overall averege—from $639 wagon, $1530; Main. $1200; plekup, aes er} 
the previous week to $892, The average for 1954 models was $2,177. $1,050. a eee, Bare", at ; 770 7183 
For comparative purposes, the average on current models on Feb, 16 {o> Dele co $805, st10, 4dr, $750; 569 591 
last year (1953s) was $2,363. conv., $945*, $775; club coupe, $725. *50 426 440 
Declines from last week were recorded in all the model years: '538 | 5), “gero™ Somy:., $800, $00, ans 285 288 
were down $92; ’52s, $14; ’51s, $13; ’50s, $22; 49s, $14; ’48s, $3, and (8) Custom 4-dr., $445, $395; conv., 1967 ...02::.0.. 226 231 
#is, $5. $405; 2-dr., $460; (6) $385, $370. °48 Feb. . : 1946... * 190 
(8) sedan, $250, $150; station wagon, 
However, the ratio of sales to offerings rose from 68 percent to $285. °47 (8) 2-dr., $275. '46 (8) 4-dr., - — Overall 
69.3 percent. At nine representative auctions, 1,260 cars were sold out $155 Prices on 1954 models added to Average $ 892* $ 664. $ 706 


of 1,817 offerings. At the same number of sales a week earlier, 1,479 HUDSON — ‘50 Super 4-dr., $475; Com-|| tabulation; prices on '46s dropped. 


modore, $545. °49 4-dr., $370. res are averages of used-car auction prices, all makes 
cars were offered and 1,009 sold. KAISER 51 4-dr., $650; 2-dr., $560, '48|| (7he above figures ges of oo 


; <1 ’ and models, carried regularly in Automotive News.) 
Prices marked with an * indicate a unit equipped with an automatic |p wooike 5 ~ Caan “See” 90.100". 2 7 . 
issi erdrive, and (ps) indicates power steering. *, '50 2-dr., . 49 : 
transmission or ov , Pp po 9 cunmenesia — 3575. — oo 49 (98) 4-dr., $590°; (76) 2-dr., $620*. | _ club coupe, $250; 4-dr., $305. 
OAKLAND 4-dr., $2,670*; (60) $2,980*. ‘51 (61) | MERCURY — ’'54 Monterey, $2,960*, $2,- "48 (76) 4-dr., $325*, $300*. 47 conv., uaa nae ~~ elub ee 
club coupe, $1,875*; (62), $2,300*; conv.,| 775%. ’53 Monterey, $2,255*; club coupe,|  $295*. » at Sauer an. ce * 180 
(Pollock's Used Car Auction, Sale every $2,155*. ‘50 (62) club coupe, $1,930*; $1,965. ’51 station wagon, $1,230*; 4-dr., PACKARD— 52 (8) 2-dr., $1,470*. '50 4- pore “Pt ‘fies 40 ‘slike. geen 
Wednesday. Prices are for sale of Feb. 3.) sedan, $1,800*, $1,680*; conv., $1,720*. $975. '50 conv., $710; club coupe, $700; dr., $450. '47 4-dr., $180. af Te Cruiser 4-8 $355: sake, 
(Prices strong on clean cars of all *49 (61) club coupe, $1,205*; (62) 4-dr., 4-dr., $530, 49 4-dr., $560, $535; club PLYMOUTH — '52 Cranbrook 2-dr., $875. a “9 ; , 
makes. Rough or average cars, bring $1,240*, '48 (62) 4-dr., $750*. '47 (62) coupe, $545, $505. 51 Cambridge 4-dr., $660, $500. '40 De- wakve—se tation wagon, $875; 2-dr 
rough or average prices, 131 cars sold 4-dr., $525*. '46 (62) 4-dr., $600*. NASH—’52 Statesman 2-dr., $1,015, $835; luxe 4-dr., $620, $550; Suburban, $900. 70. "61 %-ton ickup” $475 oad % ten 
out of 169 offerings.) CHEVROLET — '53 (210) 4-dr., $1,155, Rambler, $960. °51 Ambassador 4-dr., 49 Deluxe 4-dr., $390. °48 Deluxe 4-dr., ae $465, 48 a roy pickup, $285 
BUICK-—’52 Super Riviera 2-dr., $1,575°*. $1,005; club coupe, $1,355*. ’52 SL sedan, $760, $730; Rambler, $800. '50 Am- $400, $245. on 4-dr., $185; coupe, $225. panel, ; ‘ 
‘51 Super Riviera 2-dr., $1,335*; 4-dr., $1,105*, $1,055*, $980, $900. ’51 FL 2- bassador 4-dr., $325; (600) 4-dr., $525. 46 4-dr., $225. 
$1,095", $1,000*. '50 Super sedan, $865*;| dr. $805*, $750: 4-dr., $815*. '50 conv.,| °'49 (600) 4-dr., 2 at $375; Ambassador, | PONTIAC — '53 Catalina (8), $2,270*. '52 EBENSBURG, PA. 
conv,, $810*; Special, $630*. '49 RM 2- $650, $575; 2-dr., $655; 4-dr., $750*, °49| $470. '47 (600) 4-dr., $150. Deluxe (8) Catalina, $1,590*; 2-dr., $1,- (ensburg Auto. Atetion Ca. Gale every 
dr., $435*; Super 4-dr., $525*, ‘47 RM club coupe, $510; 4-dr., $450. '48 FL club | OLDSMOBILE — ’'51 (98) 4-dr., $1,270*, 155*; Chieftain 4-dr., $1,170*. '51 (8) | qnursday. Prices are for sale of Feb, 4.) 
Sato iRYSLER O Windsor 2-ar. $10. Soler: ‘aan. giebes (08) 4-ar. $000" came $830, "49 (8) 2 és oF eto ah ht (Prices slightly stronger again * with 
F Ps : 5 ' *; 2- rs -dr. *, nv. * -dr., i . 
CADILLAC— 52 (62) club coupe, $2,995 : OHRYS! ER— 50 Windsor 2-dr., $910. "49! $910*; 2-dr., 8795 ; (98) 4-dr., $900 oo , $9 » (8) 4 r., $ nadlsadl nde demand at the winter’s peak, in ‘prepa 
ration for the spring season.) Sold 72 
cars out of 101 offerings.) 


& * e e BUICK—’50 Special 4-dr., $555*. "48 Super 
2-dr., $235. 

CHEVROLET — '54 (210) 2-dr., $1,575*; 

Handy Man, $1,850*, '52 SL Deluxe 4- 

dr., $1,000,’ $960. '51 FL Deluxe 2-dr., 





$850, $805; SL Deluxe 2-dr., $800, $780, 
£680, '50 Bel Air, $700*; SL Deluxe club 
coupe, $530; SL Special 4-dr., $440. '49 
SL Deluxe club coupe, $520; SL Special 
2-dr., $490. '48 SL 4-dr., $425; SM club 
coupe, $180. °47 FL 4-dr., $250. ‘41 
Chevrolet Special Deluxe 2-dr., $165. 

DeSOTO—’46 Deluxe 4-dr., $230. 

DODGE—’49 %-ton pickup, $415, 

FORD — ’'54 Crest (8) 4-dr., $2,005*; 
Custom (8) 4-dr., $1,800; 2-dr., $1,890*. 
"53 (8) Victoria, $1,740*; Custom (6) 4- 
dr., $1,195, °52 Main (8) 2-dr., $910, 
$905. °51 Custom (8) 2-dr., $775*, $770*, 
$760*; Deluxe (6) 2-dr., $610, $605. ’50 
Crest (8), $680*; Custom (8) 4-dr., 
$550*; Deluxe (6) 2-dr., $400. '47 Super 
Deluxe (8) 2-dr., $260, $180. 

FRAZER—’51 Vagabond 4-dr., $450. 

HUDSON—’48 Commodore (6) club coupe, 
$205. 

KAISER—’51 4-dr., $580; Traveler 2-dr., 
$310. 

MERCURY—’53 sport coupe, $1,705*, ‘51 
4-dr., $895*. 

NASH—’51 Statesman Super 4-dr., $505*. 
"50 Statesman (6) 2-dr., $280. 

OUDSMOBILE—’53 Super (88) 4-dr., $2,- 
000* (ps). 50 (88) 2-dr., $665*. '49 (88) 
4-dr., $505*; station wagon, $330. 

PACKARD—’50 4-dr., $470. 

PLYMOUTH—’54 Belvedere 4-dr., $1,875*. 
‘51 Belvedere, $770. '49 Special Deluxe 
4-dr., $310. '48 Deluxe 4-dr., $150; club 
coupe, $400. '47 Deluxe 4-dr., $280. 

PONTIAC—’53 Chieftain Deluxe (8) 4-dr., 
$1,675*. °52 Chieftain Deluxe (8) 4-dr., 
$1,185*. ’51 — Deluxe (8) 4-dr., 
$940*; 2-dr., $910. 

STUDEBAKER—’51 Champion 2-dr., $525. 
*50 Champion Deluxe 2-dr., $400. '48 
Champion 4-dr., $205. 

WILLYS—’54 (4) Jeep, $1,450. ‘48 Stake 
Truck, $315. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 3.) 

(Satisfactory sales on clean cars. Sold 
50 cars out of 92 offerings.) 


BUICK — '52 Riviera sedan, $1,350*. ‘50 
Riviera sedan, ¢700. '49 RM sedan, $210. 
’49 Super sedan, $320*. 

CHEVROLET — '53 (210) sedan, $1,310*; 
(150) sedan, $1,375*. '52 SL Deluxe se- 
dan, $900*, $1,065, $1,100, $985. '51 SL 
Special sedan, $655; SL Deluxe sedan, 
$460. '49 FL Deluxe sedan, $490. '47 FM 
sedan, $175. 

DODGE—’'51 Coronet conv., $855. 

FORD — ‘52 Main 48) sedan, $550. ‘51 
Custom (8) sedan, $620. '50 Custom (8) 
sedan, $730, $760, $625; Custom (6) 
sedan, $455, "49 Deluxe (6) sedan, $225; 
Deluxe (8) sedan, $330, $385. '48 Deluxe 
(8) sedan, $200, $260, $295. '47 SL De- 
luxe (8) sedan, $310; Deluxe (6) sedan, 
$225. 

HUDSON—’52 Commodore (6) sedan, §$1,- 
205*. ’49 Hornet sedan, $230. '48 Super 
33 sedan, $230; Commodore (8) sedan, 
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190. ‘ 
LINCOLN -— '49 Cosmopolitan club coupe, 


$260. 
MERCURY—’49 club coupe, $320. '46 club 
coupe, $330. 


. z 3 , NASH—’51 Ambassad dan, . 50 
The City of Ben Franklin, Walt Whitman and Connie Mack . Ambassador sedan, $200; sukeelanh- am. 
has a new face. 


dan, $225. 
OLDSMOBILE—'48 (98) sedan, $230*. 
. ? ; PLYMOUTH—'54 Plaza sedan, $1,500*. °51 
Hundreds of new factories, chemical plants and mills weave Cambridge caine $785. "50 boars sedan, ° 
the sinews of the nation. Delaware River Bridge traffic is at kn Tees Danae onden, Oe 


: ° ° PONTIAO — ’50 (8) Streamliner sedan, 
an all-time, bumper-to-bumper high. Every day brings new 


$500. 
homes, schools, stores and banks. Throughout the vast ee — OO Soenenter 
14-county Greater Philadelphia Market, Philadelphians are 
getting important things done. HORSEHEADS, N. Y. 


s 2 
eae a he | In Philadelphia nearly everybod area tau, bse 
But Philadelphians are still their same home-loving, home- Friday. Prices are for sale of Feb. 5.) 


‘ ae : ; BUICK — ’52 Special sedan, $1,180. '51 
owning selves. This is a stable Market with predictable Super Riviera sedan, $1,145°. '49 Special 


buying habits for the ambitious seller. Philadelphians need reads The Bulletin Sunes’ cndan, Gan8 "te dee a ak 
everything, day after day, year after year. CHEVROLET—'52 SL Deluxe sedan, $1,- 
3 ‘ . : : : =. ’51 SL Deluxe oan, — = 
The Evening and Sunday Bulletin serves this growing Seouinn a eh. a. Sa Dee 
Market, accurately reflecting the character, needs and inter- dan, $545, $495; Special club coupe, $500. 


ests of the busy people of the entire region. bopar—'sa Coronet eda, "000°, 3930 

ar ‘ . " oronet se 3 eadowbrook 

The Bulletin is Philadelphia. sedan, $810; Wayfarer sedan, ‘$070. "50 

aa rone an, ; ow! se- 

The Bulletin is Philadelphia’s favorite newspaper. Every- wonn~"et Duemen fae teen, 01.0004, “1 

; * ‘ ‘ ® s Advertising Offices: Philadelphia, Filbert and Juniper Sts.; New York, a one ° 

Sie iret buy it, read it, trust it and respond ond 285 Madison Ave.; Chicago; 520 N. Michigan Ave. Representatives: Sawyer Custom (8) sedan, $760; Custom (6) se- 

0 Fp € . 


dan, $630. ‘50 Custom (6) sedan, $490. 
Ferguson Walker Company in Detroit * Atianta * Los Angeles * San Francisco (Continued on Page > Col. 1) - 
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. @ MAXIMUM FENDER-TO-FENDER PROTECTION. @ RUSTPROOF — New improved chrome plating. 
s ONLY Erie Kargards fasten to farthest bolt hole on Pa, eRe cit) ee ee eee ee a ae 
. adh pail Tees Guards for front and rear. 
@ WITHSTANDS HEAVIER IMPACTS because of extra 
y @ san asc thclaalatal ta l Stock what’s easiest to sell...the recognized No. 1 
7 setae alate seller... most popular with car dealers and car owners 
@ EXCLUSIVE FLUTED STYLING blends beautifully ...fast turnover—more profits. See your jobber or 


with all 1954 cars. write for further information today. 












ERIE MANUFACTURING DIVISION 


PRESSED STEEL CAR COMPANY, INC. ge 


General Sales Offite: J & H Sales Company, 75 E. Wacker Drive, Chicago 1, Illinois 
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| tion is said to be about 50 miles per gallon. 
| chassis. Its top speed is described as in excess of 80 miles an hour. Sales in metro- 
| politan New York will be handled by Renault Selling Branch, Inc. Territories else- 








Rear-Engine Sports Car for U. S.— 
A plastic sports car with rear-engine drive was displayed in the Renault booth at 


the International Motor Sports Show in New York. An American adaptation of a 
| Renault racing car, it is scheduled to be produced by a Doylestown (Pa.) company 


organized for this purpose. The auto weighs 1,000 pounds, and its gasoline consump- 
It is mounted on a Renault “750” 


where are open. Seated in the car is Z. W. Redd, the manufacturer, and standing 


| is his associate, Larry Wiggins. It will be priced at approximately $2,000, they said. 


This is interest 
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"49 Custom (8) sedan, $420; Deluxe (8) 


sedan, $405. 

MER + 9008 — °51 sedan, . or 558 $910*, 
$930", $805. ‘50 sedi b 

NASH—’49 0 (08) sedan, $330." 

OLDSMOBILE — ‘50 (88) sedan, $865°, 
ae *49 (76) sedan, $540*. '48 (78) 

PACKARD 50 sedan, $335. 

PLYMOUTH—’54 Belvedere sedan, $1,910*. 
‘53 Cranbrook sedan, $1,180. "52 Cran- 
brook sedan, $875: Cambridge club 
coupe, $825. °51 Concord sedan, $665. '46 
Deluxe sedan, $175. 

PONTIAC — ’50 (8) sedan, $745*, $700*, 


$645*. '49 (8) sedan, $520*. 
STUDEBAKER — ’51 Champion sedan, 

$565*. °50 Champion sedan, $440*. 
WILLYS — '51 station wagon, $495*. °48 

station wagon, $230*. '46 Jeep, $260. 


MASON CITY, IA. 


(Lapiner Auction Co. Sale every Thurs- 
day. Prices are for sales of Jan. 27 and 
Feb. 4.) 


(Inclement weather last week kept 
consignments at a minimum. Activity 
excellent, Prices actually higher on many 
models. Sold 89 cars out of 134 offer- 
ings.) 

BUICK—'51 Special hardtop, $1,015; 2-dr., 
$945. "50 RM 4-dr., $735*, $670*; 2-dr., 
$560*; Super 4-dr., $655. ‘49 Super 2- 

r., $435°. 

CADILLAC—’51 (62) 4-dr., $2,120*, ’50 
(62) club coupe, $1,815*. +49 (61) 4-dr., 

$1,160*. 


CHEVROLET — 
010, $1,905. 
dr., $1,230; 


’54 Bel Air hardtop, 
’53 (210) 4-dr., 
(150) 2-dr., $1,165. 
Deluxe 2- dr., $980* $920; SL Special 
2-dr., $795. ‘51 SL Deluxe 4-dr., $850*; 
Bel Air $975. °50 SL Special club coupe, 
$445; SL Deluxe 4-dr., $600*; 2-dr., $465. 
"49 SL Deluxe 4-dr., $495; 2-dr., $570. 
*48 FM 4-dr., $385; FL A Aerosedan, 
‘47 4-dr., $305; Aerosedan, $310. 
CHRYSLER—’ 54 NY 4-dr., $2,600*. 


DeSOTO—'48 Custom conv., $375. 
DODGE — '53 Coronet (8) 4-dr., $1,315*. 


$2,- 
$1,230; 2- 


‘49 Wayfarer roadster, $295. ‘47 Deluxe 
2-dr., $250. 
FORD — ’54 Custom (8) 4-dr., $1,835*; 


Victoria, $2,185*; Ranch Wagon, $2,190*. 
= Custom (8) 4-dr., $1,575* (ps); 2- 


$1,295*; Victoria, "$1, 615*; Main (6) 

2 ie. $1,450*, $1,400, $1,390, ‘$1,385. "52 
(8) ‘4-dr., $1,145*, '$865; 2-ar. $910, 
$900; (6) 2-dr., $930*, $850, $790. '51 
(8) 4-dr., $750*; 2-dr.. $765*. '50 (8) 
4-dr., $645*. '49 (8) 2-dr., $490*, $485*, 

HUDSON—’50 (8) 2-dr., $685*; Pacemaker 
(6) 4-dr., $450*. 

KAISER—’51 4-dr., $715*. 

MERCURY—’53 2-dr., $1,840*, ‘51 4-dr., 
$980*. 

NASH — '51 (600) 4-dr., $640*. '50 (600) 
4-dr., $405. 

OLDSMOBILE—’54 (88) 4-dr., $2,600*. '50 
(76) 2-dr., $620. 

PLYMOUTH—’54 Belvedere 4- dr., $1,805*, 


$1,775, $1,710. 
255. 
$730. 


53 Cranbrook 4- -dr., 
"52 Cambridge 4-dr. 
’51 Suburban, 


$1,- 
$845; 2-dr., 
$835; Special Deluxe 








The American Weekly creates ENTHUSIASM . 


Your advertising dollars go farther when you put them in 


The AMERICAN WEEKLY. Magazine of the moneyed millions, 


The AMERICAN WEEKLY gives merchandisable penetration in 


4,353 important places of 1,000 population or more. 


The 
AmEnicaNWEEKLY 
* ENTHUSIASM is interest raised to the buying pitch! 


THE AMERICAN WEEKLY, 63 


VESEY 


STREET, NEW 


YORK 


HUDSON—’53 Hornet 4- dr., 


KAISER —'51 4-dr., $525. 
LINCOLN—’53 Cosmopolitan 4- -ar., 


$165. 
NASH — ’51 Statesman 4- dr., $465. 
OLDSMO 


STUD 


DeSOTO—'54 (8) 4-dr., $2,650*, 


HUDSON—’52 Wasp 4-dr., $835°. 





2-dr., $705; 4-dr., $670, '49 Special De- 
aes, "4-dr., $590, $510. ‘48 club coupe, 


PONTIAC — '54 Chieftain (8) 4-dr., $2,- 
275*; Star Chief conv., $2,505*, $2, 425°. 
"53 (8) 4-dr., $1,605*; '2-ar., $1,705*. '52 
Chieftain (8) 4-dr., $1, 305*. '51 (8) 2- 
$18 $850°*; 4-dr., $965*. ‘47 (8) 4-dr., 
180. 

STUDEBAKER—’51 Land Cruiser, $700*. 
47 Champion 4-dr., $335*, 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every 

Wednesday. Prices are for sale of Feb, 3.) 
(Market up with heavy buying, Sold 
76 cars out of 97 offerings.) 

BUICK — ’'54 RM Riviera, $3,250°, §$3,- 
240*; Super Riviera, $3,040*. "53 ‘Super 
Riviera, $2,195*. 52 Super Riviera, $1,- 
540°, oe £ 220. '51 RM conv., 
$1,050*. ‘'50 sedan, $770; Special 
sedan, $540; 19 RM sedan, $200, °48 
RM sedan, $230. °42 sedan, $110. 

CADILLAC—’51 (62) sedan, $1,980°. °50 
(62) sedan, $1,790*; (61) sedan, $1,770*. 

CHEVROLET—’52 SL Deluxe sedan, $990, 


$975; SL Special sedan, $890. 51 SL 
Deluxe sedan, 2 at $780, $760, $740; SL 
Special sedan, $720, $700, $670. '50 FL 


Deluxe sedan, $625, $610. ’49 SL Deluxe 
sedan, $550. "48 FM sedan, $320, $175. 
CHRYSLER — '51 Windsor Deluxe sedan, 
$1,080. "50 Windsor Deluxe sedan, $835. 
DeSOTO — ’51 Custom sedan, $745. °49 

Custom sedan, $430. 

DODGE — ’52 Wayfarer sedan, $800. °51 
Wayfarer sedan, $700. '48 Custom sedan, 
$340, '47 Custom sedan, $240. 

FORD — ’'54 Custom (8) sedan, $1,850*, 
$1,780*. "53 Custom (8) conv., $1,625*. 
*52 Custom (8) sedan, $940, $912; Main 
(8) sedan, $975. 51 Custom (8) sedan, 
$820, $800, $780. ’47 (6) sedan, $190. 

LINCOLN—’49 conv., $425. 

MERCURY — 51 sedan, $925. °49 sedan, 
$625, $360; station wagon, $450. 

NASH—’50 Rambler sedan, $520. 

OLDSMOBILE—’50 (88) sedan, $790, $750; 
(98) sedan, $500. '49 (98) sedan, $590. 
"47 (76) sedan, $290. 

50 


PACKARD—’ sedan, $550. 

PLYMOUTH — '52 Cambridge sedan, 
*50 Special Deluxe sedan, $635, $610. 
Special Deluxe sedan, $280. 

PONTIAC—’54 Chieftain Deluxe (8) sedan, 
$2,350*, $2,300*. °53 Chieftain Deluxe 
(8) sedan, $1,785*. °51 Chieftain Cata- 
lina, $1,200*. °47 Torpedo (8) sedan, 
$320, $125. 

STUDEBAKER—’51 Commander (8) sedan, 
$625; Land Cruiser sedan, $675. ‘50 
Commander sedan, 


FLINT 


(Flint Auto Auction, Inc, Sale every 
Wednesday. Prices are for sale of Feb, 3.) 
(Sharp cars were at a premium, 
to fair were down in price and lacked a 
show of interest among buyers. Sold 93 
cars out of 148 offerings.) 


"47 


BUICK—’53 Riviera 2-dr., $1,940*, $1,- 
885*. '52 Riviera 2-dr., 2 at $1,350*; 4- 
dr., $1,325*, $1,240*; Special Deluxe 4- 
dr., $1,140*; 2-dr., $1,050, $1,025. '50 
Special 4- dr. $625, $580, $450; 2-dr., 
$610. '49 RM 4-dr., $400, $325; Super 
4-dr., $425, $275. "48 4-dr., $245; 


Super 4-dr., $190. 
CADILLAC—’40 (62) 4-dr., $1,130. 
CHEVROLET—'52 SL Deluxe 2-dr. 

‘$880; SL Special 2-dr., $760; FL Deluxe, 

2-dr., $815. ’51 Bel Air 2-dr., $950; FL 

Deluxe 2-dr., $665. '50 SL Deluxe 2-dr., 

$575; FL Deluxe 2-dr., $520; conv., $485. 


$990, 


‘49 Aerosedan, 48 FL Deluxe 2- 
dr., $295; SM 4-dr., * $275, ‘47 SM.4-dr., 
$165. °46 SM 2-dr., $195. °41 Town 
Sedan, $175. 


DeSOTO—’50 Deluxe club coupe, $520. 
DODGE—’52 Diplomat, $1,100. '50 Coronet 
4-dr., $540. 


FORD—’53 Custom (8) 2-dr., $1,315, '52 
Main (6) 2-dr., . ‘51 Custom (8) 
club coupe, $900; 2-dr., $730; — 


pickup, $525, $435. ’50 Custom (6) <= 

$500. '49 Deluxe (6) 2-dr., $190, 

$360; Custom (6) 2-dr., $335; 4-dr., So78. 
$1,450*. °52 

$1,080; Commodore (6) 4- 


*49 4-dr., $130. 


$2,225*. 
’52 Capri club coupe, $1,995 

MERCURY—’51 club coupe, $825, $730. 
club coupe, $500. °49 club coupe, $380. 
station wagon, 

"48 
(600) 4-dr., $150. 

"52 (88) 4-dr., $1,380*. '50 
(88) 4-dr., $455. °49 (76) 2-dr., $440; 
(98) 4-dr., $415. ‘48 (76) 4-dr.” $280. 
'47 (76) 2- dr., $160. 

PACKARD—’50' Clipper 4-dr., $385, $355. 


a 4-dr., 
$790. 


’49 Clipper 2-dr., $310; (120) 4-dr., 
$265. 
PLYMOUTH—’51 2-dr., $325. 


FONTIAC—’53 Chieftain Deluxe (8) 2-dr., 


$1,655*, $1,660*; station wagon, $1, 660. 
51 Chieftain Deluxe (6) 4-dr. "50 
Catalina 2-dr., $800; Chieftain Deluxe 
4-dr., $600, $500; Streamliner 2-dr., $495. 
49 Chieftain Deluxe (6) 4-dr., $425, "48 
2-dr., $310; Streamliner 4-dr.; $175, °47 


Torpedo 4-dr., 2 at $160. 
EBAKER—’50 Champion 2-dr., $320. 


DENVER 


(Denver Auto Auction. Sale every Tues- 


day. Prices are for sales of Jan, 31 and 
Feb. 2.) 


(New cars very brisk. Prices on both 
new and used slightly on the incline. 
Sold 261 cars out of 401 offerings.) 


BUICK—’54 Century 4-dr., $2,825* 


775*; Special 4-dr., $2,665°, $3,625°, 
$2,550°, $2,505. '53'RM Riviera 4-dr., 
$2,100*; RM 4-dr., $2,000* (ps). ’52 
Riviera 2-dr., $1,410; Super Riviera 2- 


dr., $1,250; Special 4-dr., $1,215. 
CAD ILLAC—’ 52 (62) 4-dr., 3 om: 
"51 (62) club coupe, $2,31 
$2,030. ’50 (61) 4-dr., $1, io 
CHEVROLET—’'54 Bel Air conv., $2,200; 
4-dr., $2,080*, $2,025*; 2-dr., $1,960*, 
$1,930*; conv., $2,055, $2,030°. (210) 
station wagon, $1,965; (150) station 
wagon, $1,955. 
CHRYSLER—’53 NY 4-dr., $2,075* (ps), 
$1,990* (ps). ‘52 Saratoga, $1,410* (ps); 
Windsor Deluxe conv., $1,085*. '50 Wind- 


sor 4-dr., $760*, 
’52 Fire 


Dome (8) 4-dr., $1, 255. ‘46 club coupe, 
$135* 


DODGE—'54 Royal (8) club, $2,360*; 4- 


dr., $2,220*; 


. Coronet (6) Suburban, 
170. 


"47 4-dr., $240. 


$2,- 


FORD—’54 Country Squire, $2,475; Sky- 


liner, $2,400*; Victoria, $2,380* 
$2,340, $2,240*; Country Sedan, 
Ranch ‘Wagon, 2 at $2,250 


, 2 at 
$2,320° ; 


’S1 Hor- 
net 4-dr., $985; Super (6), $725. 


LINCOLN—'’54 Capri coupe, $3,950* (ps), 


(Continued on Page 53, Col. 1) 
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$3,600*; sedan, $3,710* (ps). °53 Capri 
i-dr., $2,635. 

MERCURY —'54 Sun Valley, $2,770, §$2,- 
765*, $2,750; Monterey 4-dr., $2, 430. °53 
station wagon, $2,445; 4-dr., ” $2, 035*; 2- 
r., $1,700*. 

NASH—’51 Rambler station wagon, $750*, 
$645; Ambassador 4-dr., $690. '50 (600) 
4-dr., $395. 

OLDSMOBILE "54 (98) 4-dr., $3,530* 
(ps); (88) 2-dr., $2,920* (ps). °53 (88) 
Holiday, $2,600*; 2-dr., $2,320; (98) 
Holiday, $2,555. 

PACKARD—’53 Clipper sport coupe, §$1,- 
675. "51 (200) 4-dr., $895*. 
PLYMOUTH—’' 54 Belvedere 4-dr., $1,925*, 
$1,825; Plaza Suburban, $1,845; club 
sedan, $1,525; Savoy, $1,540; 4-dr., 

$1,740. 

PONTIAC—'54 Star Chief 4-dr., $2,645°*, 
$2,535*, $2,530°; Chieftain (8) 4- dr., $2,- 
275°; Chieftain Deluxe (8) 2-dr., 2 at 


$1,925. 

STUDEBAKER — ‘'52 Commander 4-dr., 
$810; Champion club coupe, $780°*. °51 
Champion 4-dr., $570*; Land Cruiser, 
$470*. °49 Champion 4-dr., $345°*. 

MISCELLANEOUS — '54 GMC *%-ton 4 
speed pickup, $1,719. ‘53 GMC %-ton 4 
speed pickup, $940. 


FT. WAYNE 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Feb. 2.) 

(Market good. Prices steady. Plenty 
buyers. Sold 121 cars out of 158 offer- 


ings.) 

BUICK—’53 Super 2-dr., $1,365. "52 Super 
4-dr., $1,185*, °'51 Super conv., $905°*; 
-dr., $1,000*; Special sedanet, $870. '50 
Special 4-dr., $580; Super 4-dr., $715*. 
'49 Super sedanet, $500*. °48 Super 4- 
d $250. '47 Super 4-dr., $210. 

CADILLAC — ’51 (62) 4-dr., $1,990*. '47 
(62) coupe, $400*. 

CHEVROLET—’53 (210) 2-dr., $1,275, $1,- 
225*; 4-dr., $1,010; Bel Air, $1,625*. '52 
SL Deluxe 2-dr., $905*, 51 SL Deluxe 
2-dr., 2 at $700*, $680, $640; FL Deluxe 
sedan, $810. ’50 SL Deluxe 4-dr., $505, 
$540; 2-dr., $585, $490; SL Special "sedan, 
$475. °47 ¥M 4-dr., $165, °46 FM 2-dr., 

100. 


$2 

CHRYSLER—’47 Windsor club coupe, $265; 
4-dr., $385. 

DeSOTO—’49 Custom club coupe, $510. '48 
Deluxe 2-dr., $250. 

DODGE—’52 Coronet 2- dr., $845*. ’48 club 


coupe, $340. 

FORD — 53 Custom (8) 2-dr., $1,350; 
Main (8) 2-dr., $1,095*; Victoria, $1,- 
750°. °52 Custom (8) 2-dr., $1,015*; 


Main 2-dr., $910, $905; Victoria, $1,225*; 
Main (6) ‘4-dr. $910 $885. '50 Custom 
(8) 2-dr., $430, $416; (6) 2-dr., $380, 
$300, $465, $440. 49 Custom (8) 2-dr., 
$510*. °46 Deluxe 2-dr., $135. 

HUDSON—’47 2-dr., $110. 

KAISER—’52 Henry J 2-dr., $380. °48 4- 
dr., $175. 

MEROURY — ’51 4-dr., $710*. °50 4-dr., 
$600*. '49 club coupe, $400. 

NASH—’52 Ambassador 4-dr., $875; States- 
man Super sedan, $600. °51 Rambler 
station wagon, $550. ‘50 Statesman 
Custom 4-dr., $415. 

OLDSMOBILE—'53 (88) 4-dr., $1,900*. '51 
(88) 4-dr., $1,095*, $900*; club coupe, 
$1,100*; (98) 4-dr., "50 (88) 


-» $665. 
PACKARD — '52 2-dr., $885°, 49 4-ar., 


$4) 

PLYMOUTH—'53 Cranbrook 4-dr. $1,100. 
"52 Cranbrook 2-dr., $770. '51 Cambridge 
2-dr. 70. 

PONTIAC—’53 Chieftain (8) 2-dr., $1, 610°. 
"51 Chieftain (8) 2-dr., $965*, $925 "49 
(8) 2-dr., $435; sedanet, $350, 48° (8) 
sedanet, $300; (6) 4-dr.. $180. °47 (6) 
2-dr., . $205. 

STUDEBAKER — '52 Commander conv., 
$960. 50 Champion 2-dr., $285; Star Lite 
coupe, $405; Commander 2-dr., $350. '48 
Commander 4-dr., $200; Champion 4-dr., 
$155. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Monday, Prices are for sale of Feb. 1.) 
(Prices slightly higher due to more 
Western buyers. Sold 54 cars out of 93 
offerings.) 
BUICK—’51 Super 4-dr., $870. °50 Super 
4-dr.. $635*. '48 Super 4-dr., $305. 
CHEVROLET—’52 SL Deluxe 2-dr., $885, 
$860. '50 SL Deluxe 4-dr., $660, $650. '49 
%-ton pickup, $495; SL Deluxe 4-dr., 
$470; club coupe, $460. °48 FM 2-dr., 
$400, $350. 
CHRYSLER — '53 Windsor 4-dr., 
*49 NY 4-dr., $505*. 
DODGE—’49 Wayfarer conv., $320. 
FORD—’'53 Custom (8) 4-dr., $1,330, $1,- 
325. "52 Main (6) 2-dr., $1, 030*; Custom 
(8) 2-dr., 2 at $1.005. "51 Custom (6) 
4-dr., $805, $780, $700; Deluxe (8) 2-dr., 
$720. °50 Crest. 2-dr., $670; Deluxe (6) 
4-dr., $615, $410. '49 Custom 2-dr., $535, 
$485. $370. '46 Deluxe 2-dr., $175. 
KAISER — ‘49 Special 4-dr., $150. °48 
Special 4-dr., $115. 
MERCURY—’49 4-dr., $590*, $555. 
NASH—’50 Super 2-dr., $460*. 
OLDSMOBILE—’50 (88) 4-dr., $725*. °48 
(98) conv., $200*. '47 (98) 2-dr., $265*. 
PLYMOUTH — '51 Cranbrook 4-dr., -$640; 
2-dr.. $610. °50 Special 2-dr., $590. ‘49 
Special 2-dr., $500; 4-dr., $485. '48 De- 
luxe 4-dr., $295. 
PONTIAC—’52 Chieftain (8) 2-dr., $1,225°. 


$1,550*. 


*49 (8) 2-dr., $515. '47 (6) 4-dr., $185. 
STUDEBAKER — '51 pickup, $700. '48 
Pickup, $200. 


OMAHA, NEBR. 


(Cliff Soderberg Auto Auction. Sale every 

Monday. Prices are for sale of Feb. 1.) 
(Leveling off nicely. Sold 79 cars out 
of 120 offerings.) 

BUICK — ’51 RM Riviera 4-dr., $1,055; 
Special Deluxe 2-dr., $740. °49 Super 
sedanet. $330. '47 Special 4-dr., $200. 

CHEVROLET—’ 53 (210) 4-dr., $1,550. °51 
SL Special 4-dr., $1,755°, $810; % -ton 
pickup, $670. '50 %-ton pickup, $705; 
SL Deluxe 4-dr., $675. '48 2-dr., $305. 
‘46 SM 2-dr., $210. 

CHRYSLER — ‘49 NY 4-dr., $450. '46 
Windsor 4-dr., $155. 

DeSOTO—'47 Custom 2-dr., $310. 

DODGE — '49 Custom (6) 4-dr., $580; 
Coronet (6) 4-dr., $450. ’48 Custom 4- 
dr.. $1€5. °47 Custom club coupe, $270; 
4-dr., $180. 

FORD—'54 Custom (6) 2-dr., $1,735*. '53 
Victoria, $1,600*; Main (8) "2- dr., $1,120. 
"52 (6) 2-dr., $835. '51 (8) 2- dr., $675. 


‘50 (8) 2-dr., $620; club coupe, $615. ‘49 
(8) 2-dr., $555; 4-dr., $530, $375. ‘48 
(8) 2-dr., $320. '47 (6) 2-dr., $175; (8) 
club coupe, $325. 

HUDSON—’48 Commodore (6) 4-dr., $155. 
'46 Super (6) 4-dr., $100. 

KAISER—’51 2-dr., $275. °48 4-dr., $160. 

LINCOLN—’52 Cosmopolitan 4-dr., $1,720*. 
°49 4-dr., $350. 

ar ae ~~ club onus. $935. 

$795; club coupe, $63: 

OLDSMOBILE 54 (88) Deluxe 4-dr., $2,- 
450*, $2,430. 51 (88) Super 2-dr., $1,070. 
"49 (88) Deluxe 2-dr., $595, $520, $515, 
$495. °47 (76) sedan, ” $240. 

PACKARD—’50 sedan, $345. 

PLYMOUTH—’53 Cranbrook 4-dr., $1,165; 
club coupe, $1,160, $1,100, $1,075, $1,010. 
"52 Cambridge 2-dr., $775, $765. ‘51 
Cranbrook 4-dr., $515. °49 Special De- 
luxe 4-dr., $350. '48 Special Deluxe 4-dr., 
$335. '47 Special Deluxe 4-dr., $185, $165. 

PONTIAC—’5i Chieftain Deluxe Catalina, 
> 570*. '51 (8) 4-dr., $790. "50 (8 

$610; coupe, $540: (6) 4-dr., 95. 

“7 (6) 2-dr. $320, $185, 

STUDEBAKER — '48 Commander 4-dr., 
$150. 


"50 4- 


DYER, IND. 
(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Jan. 29.) 
(Sold 170 cars out of 272 offerings.) 
BUICK—’54 Super sedan, 2 at $2,900*; RM 
sedan, $3,100* (ps). ‘53 Super sedan, 
$2,000*. °52 Super Riviera, $1,525*, ‘50 






® Contains 12 different fast- 
moving parts for normal 
replacement and overhaul. 


® Services millions of Chevro- 
let Rochester Carburetors 
in use since 1950. 


® Often eliminates need for 


requisitioning 
parts. 


® Kit designed to conserve 
shelf space—colored and 
numbered for quick identi- 


fication. 


® Includes illustrated instruc- 


tion sheet that 


stallation, engine tune-up, 
and carburetor adjustment. 





RM sedan, $775*; Super sedan, $800*; 
Special sedan, $545. '47 RM sedan, $500*, 
$345*, $430°*. 

CADILLAC—’50 (62) sedan, $1,650*. ‘49 
(62) sedan, $725*. '47 (62) sedan, $265*. 

VROLET—’51 SL Deluxe sedan, $750, 
$745, $710*, $685*, $595*; Bel Air, $890*; 
%-ton pickup, $600. '50 SL Special sedan, 
$545, $500, $450, $370; SL Deluxe sedan, 
$555, $475, $370; conv., $460, "49 SL 
Deluxe sedan, $505, $455, $315; SL 
Special sedan, $400. 

CHRYSLER—’'53 Newport sedan, $1,975*; 
Windsor sedan, $1,540*, '46 Royal sedan, 
$140; NY sedan, $165. 

DeSOTO—’52 Fire Dome Sportsman, §1,- 
355*. '47 Custom sedan, $155. °46 Custom 
sedan, $140, $115. 

DODGE—’53 Meadowbrook (6) sedan, $1,- 
030. ‘'52 Coronet sedan, $890*. ’51 
Coronet club coupe, $675; Meadowbrook 
sedan, $580. '50 %-ton pickup, $415, 

FORD—’53 Crest (8) conv. $1,560*, $1,- 
345, 52 Main (8) Ranch Wagon, $1,320, 
$1,200; Custom (8) sedan, $950*. ‘51 
Custom (8) sedan, $795*, $755, $760, 
$675, $650*, $645. '50 (8) sedan, $555, 
$475, $470, $435. °'47 Super Deluxe (8) 
sedan, $310, $145. 

FRAZER—'48 Manhattan, $100. 

HUDSON—’52 Wasp sedan, $800. 

KAISER—’51 Special sedan, $480*, $445*. 

LINCOLN—’52 Capri sedan, $1,650*. '48 
club coupe, $170*. 

MERCURY — '54 Monterey sedan, $2,625*. 
*53 Monterey sedan, 2 at $1, 890°; Custom 
sedan, $1,625*, $1, 380, '52 sedan, $1,275; 
coupe, $1,375. 

NASH—’52 coupe, $815; Statesman Super 
sedan, $805. ‘51 Ambassador sedan, 
$410; Rambler station wagon, $510. 

OLDSMOBILE — ’'51 (98) sedan, $1,175*, 
$1,165*, $1,030*. '50 (88) sedan, $760", 
$725*. °49 (88) sedan, $565*; (98) se- 


dan, $735*, $375*. '48 (78) sedan, £360*. 
PACKARD—'51 (300) sedan, $735*. 


SERVICES 


individual 


covers in- 


PLYMOUTH — 
Cranbrook sedan, 
$855, $825, $820, $705, 
brook sedan, 
Deluxe sedan, 
Deluxe sedan, $425. 


PONTIAC—’54 Catalina, $2,825. '52 Chief- 
tain Deluxe (8) sedan, $975. '51 Chief- 


tain Deluxe (8) 








oo 





“Sam says that nowadays you 
can’t tell by looking who’s got 
”» 





'53 Belvedere, $1,345. '52 
$915, $890 $870, 2 at 


$675, $625. 


$520, 


sedan, 





$475*, $430°. 


STUDEBAKER—’51 Champion sedan, 
$480*. '50 Champion sedan, $460*, ‘ss05e: 
e@o08 Commander conv., $760*. 


NS USED CARS 


WILLYS—’48 Jeep, $395. 


units. Dealers talking 
of 97 offered 


* 
N. LITTLE 


* 


106 offerings. 


* . 


offerings. 


$720. ‘51 Cran- 


$1,015, $910*,| Friday. Sale of Jan. 29 


‘50 Chieftain Deluxe (8) *° of 427 offered. 


CHEVROLET 





Because its heating element is 
located at the bottom of a cup- 
like shield, called Kool-Kup, 
this newest Rochester Products 
Lighter can be handed from 
person to person while red 
hot, or even dropped on cloth- 
ing or upholstery, without fear 
of burns. 


ROCHESTER PRODUCTS 


DIVISION OF GENERAL MOTORS 


ROCHESTER, N.Y., U.S.A. 
ALSO MANUFACTURERS OF 


ROCHESTER CARBURETORS 


a 


STEEL TUBING 


sedan, $660*, $650°. °49 SL (8) sedan, 


* * * 
— Auctions in Brief — 


+ BROWNWOOD, TEX, 

3 Southwest Car Auction, Sale every Tues- 
day. Sale of Feb. 2; Market strong on clean 
better business. 
Rough numbers no-go. Sold 56 cars out 


Arkansas Auto Auction. Sale every Tues- 
day. Sale of Feb. 2. Sold 


+ . a 
FARGO, N. D. 

Tri-State Auction Co. Sale every Thurs- 
day. Sale of Feb. 4. Very active.. Used 
cars up slightly. Dealers stocking lots. Sold 
64 cars out of 91 offerings. 


ALBANY, N. Y. 

Tim Anspach Auto Auction, Sale every 
Monday. Sale of Feb. 1. Liberal price in- 
crease and much more activity on clean, 
saleable cars. Sold 123 cars out of 135 


= es © 
JESSUP, MD. 
Colie’s Auto Auction. Sale every Wednes- 


50 Special day. Sale of Feb. 3. Bidding sharp, prices 
$375. '49 Special] UP. Sold 25 oh seg of 7 offerings. 


VALDOSTA, GA, 
Tom Hewitt Auto Auction. Sale every 























ARK. 


41 cars out of 


moved 298 cars 
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Sales Condiiione | in Various Areas . 





Auto Market Reports 


Cleveland 


Signs of a declining demand for 
new cars marked the opening of 
the first month of the year, al- 
though there was a substantial 
market for used cars. 

Reviewing January, Leonard 
Fuerst, clerk of courts, reported 
new-car sales to be 4,486, as against 
5,164-for January, 1953. The last 
week of the month saw new-car 
sales slip to 1,377, about 200 under 
the same week a year ago. 

On the other hand, used-car 
sales for January were 4,801, 
compared with 4,774 in January, 
1958. Sales for the last week in 
the month were 1,316, about 100 
above the same time a year ago. 

Some resistance to the prices of 
new cars, plus the usual slow sea- 
sonal demand, are reported as basic 
reasons for the new-car situation. 
An abundance of clean, used cars 
at favorable prices keeps the used- 
car market moving. However, used- 


car dealers noted that clean, late- 
model cars, “at proper prices,” are 
becoming hard to obtain. 

In commercial fields, both new 
and used trucks are down, com- 
pared with a year ago. New-truck 
sales were off by 16 percent; used, 
by at least 9 percent. — (Sanford 


Markey.) 
o . 


Houston 

January new-car sales in Houston 
totaled 2,706, compared with 3,292 
in December. 

Sales were as follows: Ford, 
858; Chevrolet, 681; Plymouth, 
204; Pontiac, 197; Buick, 162; 
Mercury, 140; Oldsmobile, 102; 
Dodge, 97; Studebaker, 66; Chrys- 
ler, 44; DeSoto; 48; Cadillac, 39; 
P: 19; Lincoln, 13; Nash, 
18; Willys, 10; Hudson, 8; Kaiser, 
6; Henry J, 1, and miscellane- 
ous, 3. 

New-truck sales for January were 


501, compared with 536 a month! activity rose to 173 percent of the 





“We average 12 complete 
paint jobs a day with 
DEVILBISS equipment 


...and service absorption has climbed to over 70%,” 


says J. A. Baird, Service Manager, Draper Chevrolet 


earlier. They broke down as fol- 
lows: Chevrolet, 197; Ford, 149; In- 
ternational, 58; Dodge, 32; GMC, 
23; White, 19; Willys, 6; Autocar, 4; 
Mack, 3; Reo, 3; Diamond T, 2; 
Duplex, 2; Studebaker, 2, and Fer- 
rell, 1.—(Ruby Fenoglio.) 
+ * * 


Pittsburgh 

New-car registrations in the 
Pittsburgh district increased sharp- 
ly in the week ended Feb. 2, re- 

ports the bureau of business re- 
search of the University of Pitts- 
burgh. 

After holding about unchanged 
in the three previous weeks, busi- 
ness in general showed a mod-. 
erate rise, the bureau said. In- 
creases were noted in nearly all 
major lines of activity, with the 
rate advancing to 86 percent of 
capacity, the second-highest rate 
reported this year. 

The bureau’s index of business 





1935-39 average; it was 172.5 a 
month earlier and 168.1 at the end 
of November. Business in January 
was about 15 percent lower than in 
the corresponding month of last 
year.—(Leon M. Leffingwell.) 

e * 


* 


Rhode Island 


A warning against scare advertis- 
ing and distress selling, as well as 
the tendency of a few to “stam- 
pede at the first sign of trouble,” is 
contained in News Letter, official 
publication of the Rhode Island 
Automobile Dealers Assn. 


With reference to the Rhode 
Island outlook, Harry Sandager, 
editor, observes that while 
“we’re already in a bit of a 
general slump due to the un- 
certainty of the textile business 
lines,” there is also “considerable 
agitation in our own field of re- 
tail automobile selling, due to 
scare advertising and distress 
selling of 1953 models. 

“But now that the ’54 models are 
out, most dealers will probably get 
down to earth and try to realize 
sensible profits on the new 
merchanandise,” he said. 

“However, in our herd we have a 
few restive bulls, young and old, 
who are pawing the ground and 
ready to stampede at the first sign 





Like many another old-line deal- 
ership, the Draper Chevrolet 


RS era ESS St 


Company of Saginaw, Michigan, 
realizes that a good share of 
tomorrow's profits must come out 


ee en 


of the service department. 


That’s why, even though they 
have one of the largest service 
departments of any Chevrolet 
dealer in Michigan, Draper 
| Chevrolet is doubling the size of 
its paint shop to 22,000 square 


feet. The paint shop now does 
50% of the service department's 
dollar volume, averaging 12 com- 
plete paint jobs a day during the 
busy season, plus a big volume 
of spot jobs. 

“Modern equipment is im- 
portant to our paint shop volume 
and profit,” 
ager J. A. Baird. And the spray 
equipment used in Draper Chev- 
rolet’s up-to-the-minute service 


says Service Man- 





Chief Painter Hank Solek likes his DeVilbiss MBC gun because he 
can get clean, sparkling jobs without runs, sags; or orange peel. 


THE DEVILBISS COMPANY, Toledo, Ohio 
Barrie, Ontario « London, England e Santa Clara, Calif. 


: Branch Offices and Distributors in Principal Cities throughout the United States, Canada and the World 





department is DeVilbiss. 

You, too, can increase profits 
and customer satisfaction with 
an efficient DeVilbiss paint shop 
in your service department. Your 
local DeVilbiss jobber has a com- 
plete line of spray guns, spray 
booths, air compressors, infra-red 
ovens and panels, transformers 
and hose. He can help you choose 
the 
for vour needs. Call him today! 


exactly right equipment 





Air Compressors 


ro 


Hose and 
Connections 


Spray Guns 





Spray Booths 


FOR BETTER SERVICE, BUY 


DeEVILBISS 








of trouble. Our business future for 
1954, whether we know it or not, 
will be affected as to how they act.” 

Rhode Island closed out 1953 with 
a sizable gain in new-car regis- 
trations for the year, as compared 
with 1952 figures. 

The 1953 total was 29,776, or 8,- 
305 more than the 1952 figure of 

21,471, New-truck registrations in 
1953 were 2,682, as compared with 
2,315 the preceding year. 

Ford, with 530, topped new-car 
registrations in December, while 
Chevrolet was second with 367. 
Plymouth was third with 296. 

Registrations for other makes 
were as follows: Oldsmobile, 139; 
Mercury, 131; Pontiac, 127; Buick, 
120; Dodge, 99; Studebaker, 84; 
Nash, 86; Chrysler, 71; Cadillac, 55; 
DeSoto, 51; Hudson, 38; Lincoln, 9; 
Willys, 7; Packard, 12; Henry J, 2; 
Kaiser, 1, and miscellaneous, 27.— 
(Thomas L. Forbes.) 

* * * 


Birmingham, Ala. 

January sales of new cars in 
Birmingham totaled 1,078, against 
1,118 in December. 

Ford was the top seller with 331 
registrations, compared with Chev- 
rolet’s 310. 

Other sales by makes: Austin, 

1; Buick, 106; Cadillac, 4; Chrys- 
ler, 18; DeSoto, 14; Dodge, 21; 
Hudson, 2; Kaiser, 1; Lincoln, 6; 
Mercury, 69; Nash, 19; Olds- 
mobile, 49; Packard, 55; Pon- 
tiac, 47; Studebaker, 13, and 
Willys, 4. 

Prices on used cars were firm, 
with sales reported a little better. 
Observers believe that the spread 
between prices of used and new 
cars is too wide and may result 
in higher prices for used cars.— 
(Stuart Riddle.) 

= 


Van Wert County, O. 

Dealers, in Van Wert County, O. 
sold 92 new cars during December. 
They were as follows: Ford, 23; 
Chevrolet, 13; Plymouth, 12; Mer- 
cury, 10; Dodge, 7 Chrysler, 5 
Pontiac, 6; Packard, 4; Nash, 3; 
DeSoto, 2, and Buick, Oldsmobile, 
Lincoln, Studebaker and Cadillac, 
1 each. 

Trucks sold were Ford, 6; Chev- 


rolet, 4, and International and 
Dodge, 1 each. — (Simon M. 
Schwartz.) 


* : . 


Toronto 

Dealers here are generally opti- 
mistic, following a good volume of 
new-car sales in January, when 
sales were within 10 units of last 
year during the first three weeks. 

However, there are still substan- 
tial stocks of 1953 cars on hand in 
some lines. 

A number of new-car dealers are 
expecting more competition during 
1954, although they still feel that 
total sales will be comparable or 
only slightly below the 1953 record 
sales figure. 

The major problem now is mov- 
ing tradeins, particularly in South- 
ern Ontario where the used-car 
business always slumps _ severely 
during the winter. 

Canadian auto factories, concen- 
trated in the Toronto area, are 
producing cars at a rate compar- 
able to early 1953. — (James Mon- 


.tagnes.) 


Manhattan, Kans. 

New-car registrations in Riley 
County (Manhattan), Kans., spurt- 
ed ahead in January, according to 
the County treasurer’s office. A 
total of 75 new cars was sold in 

January, compared with 67 in De- 
cember and only 64 in January a 
year ago. 

Sales by makes were: Ford, 22; 
Chevrolet, $15; Pontiac, 11; 
Studebaker, 10; Mercury, 3; 
Plymouth, 3; Dodge, 2; Olds- 
mobile, 2; Hudson, 2; Buick, 1; 
Chrysler, 1; DeSoto, 1; Kaiser, 1, 
and Nash, 1, 

Used-car sales also took a jump. 
There were 288 registrations in 
January, against only 212 in De- 
cember. 

New-truck sales held even. There 
were 11 sold in January and 11 in 
December. Sales by make: Inter- 
national, 4; Ford, 3; Chevrolet, 2, 
and Dodge, 2. 

Used -truck sales totaled 26 in 
January, compared with only 13 in 
December.--(George M. Hunholz.) 

” * = 


Buffalo 
The Buffalo Automobile Dealers 
Assn. reports that 1953 was the 
second-best year for new-car regis- 
(Continued on Page 55, Col. 1) 
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Brotherly Competition 


Detroit’s Russ and Hi Dawson, Both Ford Dealers, 
Open New Fronts in Sales Battle 


By Tom Hewitt 
Staff Writer 
DETROIT.—Two of Detroit’s top 
ford dealers are located only two 
miles apart. They are fierce com- 
petitors. Each recently took over 
an outstanding used-car operation 
in the city. And they are brothers. 





Hi Dawson Russ Dawson 


Hi (for Hiram) and Russ Daw- 
son have been competitors since 
1934, when Russ left the firm for 
which they both worked, J. B. Cody 
(Ford) Highland Park, a Detroit 
suburb. Russ had been new-car 
sales manager for Cody, and Hi 
had been used-car manager. When 
Russ left, Hi succeeded him. 

A year later Hi opened his own 
dealership and their fight for 
sales began. 

It has grown to such an extent 
that many factory officials and other 
dealers think they are enemies. The 
opposite is true. At the moment 
they are on their way to Alabama 
to hunt quail. And their families 
are very close. 

When they get together, however, 
they never talk about business, ex- 
cept when kidding each other. 

Both are big-volume dealers. 


Markets | 


(Continued from Page 54) 
trations in Erie County. The 12- 
month total was 41,191, approxi- 
mately 9 percent under the record 
high of 45,273 new cars registered 
in 1950. 

The 1953 new-truck total of | 
3,824 topped figures for the three 
previous years. The high in that 
period was 3,783, registered in 
1950, 

Chevrolet continued to lead in 
new cars sold. A total of 8,462 Chev- 
rolets was registered last year, com- | 
pared with 7,406 Fords, 3,968 Plym- 
ouths, 3,953 Buicks and 3,256 Pon- | 
tiacs. 

Chevrolet also led in new trucks, 
with 1,046. Other leaders were 
Ford, 927; Dodge, 413; GMC, 368; 
International, 284, and White, 121.— | 
(George E. Toles.) 

> = | 





Louisville 

January new-car sales in Louis- | 
ville and Jefferson County totaled | 
1,099, compared with 1,208 in a | 
ary, 1953; 889 in January, 1952, and| 
1,717 in January, 1951. 

Only Ford, Chevrolet, Mercury, 
Pontiac and Packard showed gains. 
Ford topped Chevrolet and went up 
from 277 in January of last year to 
359 this year. Chevrolet also showed 
a gain, increasing from 306 to 352. 

Sales of other makes, with last 
January’s figures in parenthesis, 
follow: Mercury, 58 (50); Pontiac, 
84 (62); Packard, 15 (14); Buick, 
51 (89); Cadillac, 1 (24); Chrysler, 
2 (24); DeSoto, 9 (16); Dodge, 31 

(49); Hudson, 6 (17); Kaiser, 2 

(7); Lineoln, 4 (11); Nash, 18 

(61); Oldsmobile, 25 (59), and 

Studebaker, 35 (40). 

January was the best new-truck 
month in four years, with 225 units, 
against 172 in 1953, 131 in 1952, and 
214 in 19651. 

Louisville’s truck sales in January 
wound up with 90 Chevrolet units 
being sold, against 94 Fords, 9 
Dodges, 15 Internationals, and 6 
Whites. No other maker sold as 
many as four.—(A. W. Williams.) 

* = + 
Amarillo, Tex. 

New-car sales in Amarillo, Tex., 
and Potter County totaled 85 during 
the week ended Jan. 30. 

Sales by makes were: Buick, 11; 
Cadillac, 2; Chevrolet, 16; Chrysler, 
on wy 2; Ford, 20; Lincoln, 2; 
Mercury, 4; Oldsmobile, 3; Packard, 
1; Pontiac, 10; Plymouth, 11, and 
Studebaker, 2. 

New-truck sales totaled three— 
one Chevrolet and two Ford trucks. 


Last year Russ sold 2,100 new 
cars and 2,000 used cars, while Hi 
sold 1,900 new cars and 2,200 
used, 

Both recently acquired big used- 
car outlets because they feel that 
new-car dealers will have to give 
more thought to used-car sales 
from now on. 

Russ, who is 50, took over the 
450-car lot of veteran Bert Baker 
on Livernois a month ago, while 
Hi, 47, acquired Pappy’s 150-car lot 
last fall. Hi also has a 75-car lot 
and Russ has two others: One at 
his dealership, for 75 cars, and an- 
other 200-vehicle lot across from 
the Baker location. 

Russ’ first deal was in High- 
land Park. In August, 1951, he 
leased it out and took a vacation 
until August, 1952. Then he pur- 
chased the deal of Parks-Mac- 
Michaels. He later doubled the 
dealership’s size. 

Hi formed University Motors in 
1935 with Willie Heston, an All- 
American football player from the 





University of Michigan, as a part- 
ner. Heston left a year later. Hi is 
now in his second building, com- 
pleted in 1946. Last year he doubled 
its size. 

Hi has 35 new and used-car sales- 
men, and Russ will have 47 when 
he fills his staff for his new loca- 
tion. 


Closed Sunc Sunday 


D. C. Association pate 


Signs to Dealers 

WASHINGTON. — “Closed Sun- 
day” signs, treated to withstand 
rough weather, are being supplied 
to dealers by the National Capital 
Automotive Trade Assn. 

A determined effort is under way 
to get all area auto dealers to close 
on Sunday, with the injunction to 
both dealer and customer that “the 
day could be well spent at church.” 

Placards are being sent to ATA 
members for their showrooms, 
service departments, parts depart- 
ments and used-car lots. 

Classified sections of all local 
newspapers are carrying weekend 
notices that the automotive trade 
is closed to business on Sunday. 








fastest, - todl a Man Ci 


Bulletin, Philadelphia 5, Pa. 


Newspaper Offers 
Market Analysis 
Of Philadelphia 


PHILADELPHIA. — The Greater 
Philadelphia Market Book has been 
released by The Philadelphia Bul- 
letin to provide manufacturers and 
advertising agencies with infor- 
mation about population, housing 
and wholesale and retail trade in 
the metropolitan Philadelphia area. 

Data is shown, wherever possible, 
for the city, the eight-county 
metropolitan area and the 14- 
county retail-trading zone. The 
United States Census is the source 
of facts in the book. 

According to the book, there are 
468 stares in the automotive group 
in the city, 1,207 in the metropolitan 
area and 1,595 in the trading area. 
Automotive sales for the trading 
area totaled $518 million, accord- 
ing to the 1948 U. S. Census of 
Business, 

Copies of the book are available 
from National Advertising Man- 
ager, The Evening and Sunday 
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Service Set was planned by Snap-on to ‘help mechanics 


make more money! Every one of the 166, 
set is a basic in handling service operatio 


A Og 





frequently met. The big, six-drawer chest keeps them 
safe, and right at your finger tips as needed. 
Check over the list—then check your own tool kit! 


166 TOOLS IN BIG 


BARRY AUTOMOTIVE 





6-DRAWER CHEST 





Double rein- 
forced metal eye- 
lets— Hang keys 
from either end 
— Complete in- 
formation. 


TAGS & RINGS 
Priced At 
1000 ......$17.00 
500 ...... 8.75 
250 .... 4.50 


with Order. 


Shipment: 
Prepaid. 
Free Used Cor 


(SYSTEMS DIVISION) 
Sta. "A Box 1037 
Cleveland 2 





TALK IT OVER with your Snap-on 

Man—it’s easy to plan a steady re- ‘ 
placement of misfits with Snap-on 

money-makers! For big free cata- 

log of 4000 Snap-on tools, ask 

your Snap-on Man, or write 


SNAP-ON TOOLS 
CORPORATION ’ 


8082-B 28th Avenue, Kenosha, Wisconsin 
*Snap-on is the trademark of Snap-on Tools Corporation. 


SUE at 67 1 183 
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. was shipped to a crane manufacturer. 








‘GM Diesel Produces 400,000th Unit— 


In Detroit, the 400,000th diesel engine came off the line of the diesel engine 
division of General Motors. The engine, a six-cylinder model in the 71" series, 
According to the firm, this 15-year figure 
is significant because only 60,000 diesel units had been produced by American 
makers altogether in the 40 years prior to 1938 when Detroit Diesel entered the 
field. Shown (from left), are W. T. Crowe, general manager; E. F. Bentley, general 
sales sales manager, and A. F. Davis, works manager. and A. F. Davis, works manager. — lv 
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Legislative Roundup 
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(Continued from Page 28) 


Federal Court suit attacking the 

tax, which was enacted by the 1953 

Ohio Legislature. 
* 


* * 


Truckers Push Fight 
7 trucking industry action, 
which is expected to be carried 
through to the U.S. Supreme Court, 
if necessary, contends the tax im- 
poges “prohibitory operating costs” 
and threatens a breakdown of the 
nation’s interstate trucking. 


A threatened strike in 12 states 
by 24,000 truck drivers, who are 
owner-operators leasing their ve- 
hicles and services to big carriers, 
was averted only after the big car- 
riers agreed to pay the Ohio tax 
instead of requiring that the owner- 
drivers pay the levy. 


West Virginia officials, who 
threatened reciprocity agreement 
cancellation as a_ retaliatory 
action, expressed fear that the 
new Ohio tax might adversely 
affect the future of the West 

eae Turnpike, now under 


construction between Charleston 
and Princeton. 


They said the tax might cause 
major shippers to route all their 
shipments around West Virginia 
and Ohio, thus curbing use of the 
new West Virginia toll road. 


One of the developments of far- 
reaching significance stemming 
from the Ohio tax controversy was 
the introduction in Congress of a 
resolution calling for a full con- 
gressional investigation of inter- 
state highway traffic barriers “with 
particular reference to the dis- 
criminatory and unilateral refusal 
of the State of Ohio” to grant re- 
ciprocal exemption from its axle- 
mile tax to out-of-state vehicles. 

* * * 


Drive Forerunner 


FFERED by Rep. William H. 

Ayres, Ohio Republican, the 
resolution was regarded as the 
forerunner of a drive for establish- 
ment of Federal fees for interstate 
trucks, thus pre-empting the inter- 
state truck tax field and knocking 


DEMERS! vere ’s Purolator’s 


Tern. 7 BONANA 


A beautiful 16-piece set of Ranchstyle qualify dinnerware (service for 4). 
a ! HANDSOME! A big hit with the ladies! 





Cope gag toe oy 


This fine dinnerware set for only $1.90 (See 
details in panel). No waiting! Bonanza dishes... 
filters ... special streamer ... all come to you 
in the same carton. 





rOlator 


Volk invest O18 FILTER 


PUROLATOR PRODUCTS, INCORPORATED, 970 New Brunswick Avenue, Rahway, New Jersey 


ware for 


Just look at this 
TSANG UP OFFER. 


31 of the fastest moving Purolator refills— 
sizes to cover 90% of service needs—price 


16-piece set Salem Ranchstyle dinner- 


The whole total only $36.41 


prot *255, CHANGES — 


ALL YOURS AT A GIVE-AWAY 
PRICE OF $1.90. 


NOTHING EVER LIKE IT BEFORE! Cash 
in on Purolator’s great 54 Bonanza. 


Almost as a gift you get this set of 
fine nationally advertised chinaware 
that your wife will love! All you do is 
buy a minimum stock of the fastest 
moving sizes of Purolator refills—add 
only $1.90, and the 16 handsome cups, 
saucers, plates and fruit dishes are yours. 


Stock up now! Take advantage of 
this 54 Bonanza—be ready for 
Purolator’s big ‘Oil Filter Check Time”’ 
drive, the best business getter in the 
industry. Sells filters! Sells oil! 












$34.51 
1.90 


Offer good for a 
limited time only. 





out such levies as the Ohio tax. 


Gov. Thornton urged the Colo- 
rado Legislature to increase 
truck taxes by 3.6 million annu- 
ally, mainly through heavier 
levies of the ton-mile variety, 
and to authorize issuance of an- 
ticipation warrants to provide 
more highway funds. 

Thornton also is advocating the 
creation of a State toll road auth- 
ority, empowered to finance and 
construct a toll tunnel under the 
Continental Divide. 


Gov. Thomas Dewey told New 
York lawmakers that a “sound and 
equitable” method of financing 
construction of New York State 
thruway branches was expected to 
be ready for legislative action this 
year. 


New toll-road enabling legisla- 
tion is pending in Virginia and 
Rhode Island, while proposed 
Michigan legislation would remove 
present limitations on the scope of 
the State’s new turnpike authority. 


? * * 


Mass. Looks to Roads 


OV. HERTER asked the Massa- 

chusetts Legislature to auth- 
orize a new $150 million bond issue 
for free highway construction this 
year, with a similar amount to be 
authorized later, to provide $50 
million in additional annual high- 
way construction revenue over a 
six-year period. Massachusetts law- 
makers in recent sessions have 
authorized $400 million in bonds 
for highways, in addition to other 
revenues for that purpose. 


Legislative proposals directly af- 
fecting automobile merchandising 
include a New York bill which 
would require used-car dealers to 
certify that the vehicles they sold 
were properly equipped and in safe 
driving condition. 

Intended to discourage “dump- 
ing” into New York State of ve- 
hicles unable to meet inspection 
requirements elsewhere, the bill 
was one in a series of measures 
approved by the State Bureau of 
Motor Vehicles and introduced 
by the legislative motor vehicles 
committees. 

Also proposed is a bill to permit 
automobile dealers to lend their 
vlates to out-of-state buyers for 
five days, as now allowed for 
buyers in the state. 

Halfway through the Rhode 
Island Legislature is a bill which 
would require every automobile 
owner in the state to obtain a 
certificate of title from the State 
Registry of Motor Vehicles. 

. * * 


Bill’s Objectives 

UPPORTED by Gov. Roberts, 

the bill is intended to protect 
purchasers from buying cars from 
persons not authorized to sell them 
and would make it more difficult 
for anyone to register a stolen car. 

Although Gov. Dewey’s annual 
message to the New York Legis- 
lature did not include a reitera- 
tion of the previous recommen- 
dation for enactment of a com- 
pulsory periodic motor vehicle 
inspection law, he subsequently 
declared he would like to see the 

Legislature “go ahead” with the 
enactment of such a bill. 

He said he expected a study on 
the relative merits of inspections 
at State-owned stations as against 
private inspection stations to be 
completed before the end of the 
current legislative session. 

This study, which would provide 
the basis of legislative recommen- 
dations, is being conducted by the 
State Bureau of Motor Vehicles 
and State Budget Director T. Nor- 
man Hurd. Dewey said he asked 
for the study after doubts arose in 
his mind over his previous position, 
which strongly advocated inspec- 
tions at State-owned stations. 

Compulsory motor vehicle in- 
spections on a semi-annual basis 
in Delaware, rather than the 
present annual inspections, have 
been advocated by Acting State 
Motor Vehicle Commissioner 
Thomas E. Burrough. 

States in which legislation will 
be sought this year to liberalize 
truck size and weight limits in- 
clude Kentucky, Mississippi and 
Virginia. 


Shipping Increases 
OTTAWA.—Canadian carload- 
ings of autos, trucks and parts 
rose to 85,464 cars in 1958, com- 
pared with 78,193 in 1952, accord- 
ing to the Government. 
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New Passenger Car Registrations, All States for December, 1953-1952 
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; The following advertised - delivered * 
| nae, mete he sat at pin ae Dri N.H. Tax Ruling 
ges y ry, pro 
Federal taxes, and — delivery C T N C ° ale 
’ local 
taxes, optional cuutpment or any other | (Fluid Drive optional at $20.40 onj| tional at $178.85 oS. all models.) sed., $2,101.62; 2-dr. sed., $2,063.45; 2-| CONCORD, N.H.—(UTPS)—New 
charges that may be passed Meadowbrook Six and Coronet Six sedans OLDSMOBILE — Series 88 — 4-dr. sed.,| seat’ stat. wag. 430; 3-seat stat. wag., 7 
tote bayer. om to the | ind club coupes. Powerlite optional at | $2,337.09; 2-dr. sed., $2,271.63; Holiday, | $2494. Ghlettain'S Deluxe 4-dz. ‘sex, | Hampshire's auto dealers and other 
BUICK—Special — 4-ar, sed., $2,265.32; | $189 on all models.) $2,449. Super 88—4-dr. sed., $2,476.71; 2-| $2,205.51; 2-dr. sed., $2,148.32; 2-seat | merchants will benefit from a State 
ome "563.2 7; stat $3,163. Cen. | 700.50; 2-cr. sed., $1, = bus, epe., $1, 548; conv., $2,867.59. Series 986—4-dr. sed., $2,-| 4-dr. sed., $2,30 Custom 4-dr., sed., h f 
Coe ee nd. $2520 1"; Riviera, $2,.| 2-47 stat. wag.,” $2,029. Customline Six— | 905.82; Holiday, $2,826; Deluxe Holiday, | $2,394; conv., $2,650. Catalinas—Chieftain | have a far-reaching effect on the 
$55; stat. $3,470." Super — 4-ar. 4-dr. sed., $1,793; 2-dr. sed, $1,743.50; | $3,041.75; Starfire conv., $3,248.84. (Mydra-| 6 Deluxe, $2,316.30; Chieftain 6 Custom, | stock-in-trade tax collections in 
$2,711.17; Riviera, $2,625°56; econv., | °l cPe., $1,753; 2-dr_ stat. was. $2,121.50; Matic optional at $178.35 on all Models.) | $2,382.43; Chieftain 8 Deluxe, $2,391.99: | various cities and towns 
. “* | 4-dr. stat. wag., Crestiine PACKARD—Clipper Spectal— ftain tom, * ; Chief - 
52.863. Wheviesn $8 074.08; Gane, ood. $3, 4-dr. $1,898; hardtop, $2,054.50; Sky- | $2,544. Ollpper Deluxe—4-dr. sed., $2,695; | Custom, $2,567. (Hydra-Matie optional at| The tribunal held that the con- 
Skylark sports car, $4,483.” (Dyziaiow | "ner. "$2164: cone $2.14; 4-dr. stat oan ~~ ae = seis. “oo . *UDEDARER — Cenmplen Custom —|tToversial levy should be assessed 
wag., $2,338.50. (For V-8 models, add pper Super—4- ) -dr. _ 
rae an on Roadmaster, optional at | re 50. Geopumatts optional on all models | sed., $2,765; Panama hardtop, $3,125. | 4-dr. sed., $1,801.11; 2-dr. sed., $1,758.07, | 4t the same rate as other property, 
. oape.0-4ute 2 — 6 ar. ont. -|* Pat io. a. i 390; Pacifi Heard: | 2 2-di me ees. cn ae ar. thus wpestting = State Tex Came 
—_ a i“ -~ a aan, ee Patrician 4-dr ic -dr. . . 18; S-pass. cpe., »-| mission recommendation that th 
932.70; cl. cpe., $3,837.77; Coupe de Ville, | | HENRY J — Corsair Four — 2-dr. sed., , $3,827; - $3, b .. | 971.93; stat. -» $2,187.23. , — oe 
$4,501.00; Cenv., $5,008.92. Setten 65) T-See. Cormaly Setume Ge — Ser. wre.. $0100; S-pass, sed ae tos $7,250. | Regal —" 4dr. ‘sed., Forse; Dae tea’ | stock-in-trade tax be assessed at 
Special—4-dr. sed., $4,683.32, Series 75— | $1,561.18. (Ultramatie standard in Patrician, Pacific, | $1,983.29; 5-pass. cpe., $2,080.04; hardtop, | current market values while real 
Eiseonte — conv. oo Witiyase’. Mate | utiilty GLO0076. Super Set -— Ade, 608, | enn ane Ceeaean: optional at $199 seats Deluse’ — tar. *s $4,179. 13, | ©State remains at the 1941 level 
jo — conv., , aity, , #0. —— S-Gr. *» | on other models.) uxe — 4-dr. sed., 13; " . 
standard on all models.) $1,954; 2-dr. sed., $1,932.75. det-Liner—| PLYMOUTH — Plaza 4-dr. sed., $1,765; | 2-dr. sed., $2,136.13; 5-pass. cpe., $2,-/ The stock-in-trade tax, long a 
CHEVROLET — One-Fifty — 4-dr. sed.,| 4-dr. ‘sed., $2,056.60; 2-dr. sedan, §$2,-| o1, sed., $1,727.25; bus. cpe., $1,617.50; | 232.88; stat. wag., $2,447.88. Commander | thorn in the side of merchants and 
$1,680; 2-dr. sed., $1,623; utility sed., $1,- | 045.85. Wasp—4-dr. sed., $2,256.11; 2-dr. | stat. wag., $2,064. Savoy—4-dr. sed., $1,- | Regal—4-dr. sed., $2,287.23; 5-pass, cpe., 
539; 6-pass. stat. wag., $2,020. Two-Ten | sed., $2,209.43; cl. cpe., $2,256.11. Super 872.50; cl. sed., $1,835; el. cpe., $1,842.50; | $2,340.98; hardtop, $2,502.28; stat. wag.,| manufacturers, is imposed upon 
—4-dr. sed.,” $1,771; 2-dr. sed., $1,717; | Wasp — 4-dr. sed., $2,465.84; 2-dr. spt. epe., $2.064: conv.. $2 220: stat wag.. | $2,555.98; Land Cruiser 4-dr. sed., $2,-/new materials, goods in the pro- 
cl, cpe., $1,782; 6-pass. stat. wag., $2,- 413.28; cl. cpe., ge Hollywood. $2,207.25. Belvedere—4-dr. sed., $1,953.25; | 438.28. (Automatic Drive optional at $216 cess of manufacture, manufactu 
133, Bel Air—4-dr. $1,884; 2-dr. sed., | $2,704; conv., $3,004.20. Hormet — 4-dr. | spt. cpe., $2,145; conv., $2,301; stat. wag., | on Champion, $226.50 on Commander.) , ctured 
ma a Gn. £2.08 conv., $2,185; oh =. 768.86; ont ‘shsan te ieee. $2,388. | (y-Drive optional at $145.80 on waa =. nn e ‘er. sed. $1,- goods and inventories of stores. 
pass. Cervette—conv. 987.75; es ° . .15; 2-dr. , $1,640.99. 
Sea, Sera cotes cn | eve secer” See's "Geen meets | LOMERaD . Gas © greet ce, | $e Sak ARIS Otek SENOS | aveonge of all wos inventaslon: Me 
op’ a on er m : ° sed., 64; ’. , $1,968.36; 2-seat | Aero Ace—4 «, $2, : sed, es. he- 
CHRYSLER—Windsor Deluxe 4-dr. sed., | transmission optional at $178.03 on all/ stat. wag., $2,364; 3-seat stat. wag., $2,- | $1,963.50. Aero Eagle—Hardtop cpe., $2,- tax loca 
$2,562 (8-pass., $3,402.25); cl. epe., $2,-| other models. ) 419, Ohititaln' @ Deluxe -s-ar, sed,, $2,.| 157-18. Station wagons —4-cyl, $1,862.70 | Des ng = = to ts 3 : 
540.50; Newport, $2,830.75; conv., $3,-| KAISER — Carolina — 4-dr. sed., $2,-| 130.53; 2-dr. sed., $2,072.28; 2-seat stat. | (four-wheel drive, $2,304.55); 6-cyl., $1,-|CO™Mmunity where they are col- 
045.75; om wag., $3,321. New Yorker— | 372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr. | wag, $2,504. Chieftain 8 Speeial—4-dr. 949.23. lected. 
4-dr. $3,228.75 (8-pass., $4,368); cl. | sed., CSL. Ob 6h, SEARO: Oe. |. ee eee senha acd dees ihren 
cpe., $3, $3202" Newport, $3,503; stat, wag.,| Traveler, $2,618.55. Manhattan—4-dr. sed., 


i $4,024.25. New Yorker Deluxe—4-dr. sed.. | $2,649.63; club sed., $2,596.76. Dragon— 
; $3.433: cl. cpe.. $3.496.25: Newport $3.- 4-dr. sed., $3,923.91. Darrin 161—conv., 
: 707.25; conv., $3,938.25. Custom Imperial— | $3,668. (Overdrive standard on Darrin. 
4-dr. sed., $4,259.50; lim,, $4,797; New-| Hydra-Matic standard on Dragon, optional 
st port, $4, 560.25. Crown Imperial — 8-pass. | at $178.55 on other models.) 
i sed., $6,921.50; lim., $7,043.75. (Power- LINCOLN—Lincoin — 4-dr. sed., $3,522; 
i Flite standard on all ‘eight-cylinder models, | hardtop cpe., $3,625. Lincein Capri—4-dr. 
i optional at $189 on Windsor Deluxe.) sed., $3,711; hardtop cpe., $3,869; conv., 
DeSOTO — Powcrmaster Six—4-dr. sed., | $4,030.50. (Hydra - Matic standard on all 
$2,385.75 (8-pass., $3,281); cl. cpe., 2. models. ) 


364; stat. wag., $3,107.75; Fire Dome V MERCURY — Custom — 4-dr. sed., $2.- : 

—4-dr. sed., $2,673 (8-pass., $n.000.%5): 2F0.50; 2-dr. sed., $2,193.50; sport cpe., 

cl. cpe., Pia Sportsman, $2,922.50; | $2,315. Monterey — 4-dr. sed., $2,332.50: =z 
} conv., $3,144.25; stat. wag., $3,381.| hardtop $2451 59: Sun Vallev $2,527 5A 


j (PowerFlite optional at $189 on ail models.) | conv., $2,609.50; stat. wag., $2,776. (Mere- 
j DODGE—Meadowbrook Six — 4-dr. sed., | O-Matie optional at $189.77 on all models.) 
: $2,024.75; cl. cpe., $1,983. Meadowbrook NASH—Rambler Deluxe—2-dr. sed., $1,- 
V-8—4-dr. sed., $2,175.75; > cpe., =; 550. Rambler Super—4-dr. sed., $1,795; 2- ne 
154.25. Coronet Six—4-dr. sed., $2,136 dr. a $1,700; hardtop, $1, 800; § Suburban, 
cpe., $2,109; 2-dr. stat. wag., es 256.80: $1,800. . Rambler Custom—4-dr. , $1,965; 
4-dr. 2-seat stat. wag., $2, 719.25; 4-dr. hardtop, $1,950; conv., $1,980; “< ar, stat. 
3-seat ho wag., $2,190.25. Coronet V-S— | weg., $1,950; 4-dr. stat. wag., $2.050. 
4-dr. $2,244.50; cl. cpe., $2,223; spt. | Statesman Super—4-dr. sed., $2,158; 2-dr. LAMPS 
cpe., $3300 2s: conv., $2,513.75; 2-dr. stat. | sed., $2,110. Statesman Custom — 4-dr. 4 
i wag.. $2,517; 4-dr. 2-seat stat. wag. $2,-| sed., $2,332; hardtop, $2,423. Ambassador 
i 960.25; 4-dr. ame 8 stat. wag., $3,031.25. | Super—4-dr. sed., $2,417; 2-dr. sed., $2,- 
Royal V-8—4-dr. $2,372.75; cl. cpe., | 365. Ambassador Custom — 4-dr. sed., $2,- 
$2,349; spt. cpe., at conv., $2,632. | 600; hardtop, $2,735. (Hydra-Matie op- 





Ford’s Operation Cactus 


Firm Reveals Plans for Arizona Proving Ground; 
4,000 Acres Purchased 





DEARBORN. — Ford Motor Co.| air conditioning, dust sealing, and 


| eV Ty 
i 
| has revealed plans for a large des-| high-speed and durability operation 
i ert proving ground in northwestern|on dirt, gravel and hard surfaced 
Arizona. roads. 
Called “Operation Cactus,” the} The public highway system in 


project involves the purchase of|the surrounding area provides a 
i about 4,000 acres of land in Mojave | wide variation of grades, road sur- 
County, including an abandoned/|faces and elevations from 450 to 


a Army air base and private property| over 6,000 feet within a 40-mile 
i 





25 miles south of Kingman, Ariz. | radius for supplemental testing. 
The new proving ground even- Many of the nearby public 
tually will replace Ford’s Phoe- | roads are lightly traveled, giving 
nix (Ariz.) test station which has | maximum safety for this type of 
been in operation since 1946. It | operation. U.S. highways provide 
will supplement the work at the | rapid access to such high-tem- 
Dearborn test area and at the perature areas as Death Valley, 
Jennerstown (Pa.) test base. Mojave Desert and Imperial Val- 
The Phoenix operation has been| ley in California. 
conducting its testing on public} A portion of the new proving 
highways. Operation Cactus will| ground area was used by the U.S. 
Provide a desert facility where|Army during World War II as a 
Fords, Mercurys, Lincolns, Ford|training base and was-known as 
truck and tractors may be tested|the Yucca Army Air Base. Hard 
on roads constructed and main-| surfaced runways, taxi strips and 
tained exactly as needed for speci-| parking aprons at the former base Only Fostoria DURABAKE infra-red paint 
= tests. It also will provide secur- — — ee modifications drying equipment uses this patented, 
ity for testing experimental andj/and repair for use with the new iv inati ? Fi 
sdvancodesigned vehicles," [faction to be installed ps yg A gr 
The new desert test area is situ-| Pians are being made for the Us. tn 24 y } ; ; 
ated in a broad valley surrounded | construction of specially designed t % to the operating cost. Write for 
by mountains. With an elevation of | facilities including air conditioned facts on the only complete infra-red 
approximately 2,000 feet above sea| headquarters, office and garage line in the industry. 


«em level and with very meager rain-| buildings, and a road system which 
fall, it will provide a high tem-| will include a high-speed track, le ce ee a a 
Perature, year-around facility | level-test straightaway, special dust 
where controlled tests will be pos-| and gravel test courses and other THE re ee 
“Ad #501 


sible on engine cooling, vapor lock, | special test and durability roads. 


More than 300 Fostoria ovens in new 
car plants, and thousands of DURABAKE 
units in body shops prove this statement 
conclusively. 


This Fostoria exclusive GoLp reflector 
is the most economical and efficient 
reflective surface known... reflects 95% 
of heat. .. can't tarnish or oxidize! 


CLEAR G-30 lamps, used with this reflector, 
give most uniform heat distribution over 
entire surface, no hot spots. 
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LOUISVILLE. — With the Ken- 
tucky Legislature at the half-way 
point of its 1954 session, various 
measures affecting the auto indus- 
try have been introduced. 

Among them are the following, 
which would: 

1, Permit persons in the armed 
forces who hold military opera- 
tors’ permits to drive while on 
leave without a state operator’s 
license. 

2. Require that no vehicle be 
registered until the owner has filed 
proof of financial responsibility. 

8. Lower the age for issue of an 


Auto Measures in Kentucky 


Bills Introduced Would Affect Titles, 
Licenses, Taxes and Financing 
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operator’s license from 18 to 16 
years with approval of the county 
judge and someone signing as 
surety for the driver. 

4. Make more stringent the re- 
quirements for the licensing and 
registration of vehicles. 


5. Authorize a special license 
for persons between 14 and 16 
years of age to operate farm ve- 
hicles, motor scooters, and motor- 
ized bicycles and require manu- 
facturers to stencil the place of 
manufacture and horsepower on 
scooters and bicycles. 

6. Require trucks which do not 












have fenders to be equipped with 
mud guards. 

7. Provide that owners of parking 
establishments and garages are not 
responsible for undeclared personal 
property left in vehicles. 

8. Provide that persons financing 
purchases of vehicles may repos- 
sess the vehicles in default of pay- 
ment and that dealers shall not be 
required to accept the return of 
such repossessed vehicles. 

9. Repeal the law which provides 
a one-dollar penalty for renewal of 
operator’s license after expiration 
date. 

10. Require that all interstate 
trucks of 18,000 pounds or more 
gross weight report mileage and 
pay 7 cents tax per gallon on 
gasoline required for Kentucky 
mileage. 


(This is an administration bill 


C. J. Harmon is owner of the firm. 











Harmon Pontiac Opens New Showroom— 


In existence since 1939, Harmon Pontiac, Cleveland, has opened a new 30,000- 
square-foot showroom. The new building also features an indoor used-car department. 


and will pass and become effective 


Permit drivers of common 





and contract carrier vehicles to re- 
fuse to cross picket lines during a 
bona fide strike. 
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of workmen’s compensation laws is 
being made by the State Legislative 
Reference Council, which will sub- 
mit its recommendations to the 1955 
Legislature, 

New York—Early state legisla- 
tive approval was expected for Gov. 
Thomas Dewey’s recommendation 
that the maximum benefit payable 
under workmen’s compensation to 
an injured employe be raised from 
$32 to $36 a week, and that the 
maximum benefit to the widow of 
a@ wage earner killed in an indus- 





hensive system of laws and changes 
in existing laws which will eradi- 
cate the inequalities and injustices 
which exist under the present pro- 
gram.” 

Virainia—Maximum weekly bene- 
fits under the Virginia workmen’s 
compensation law would be in- 
creased from $25 to $30 under terms 
of a bill introduced in the Legisla- 
ture by Senator Ted Dalton. The 
measure also would increase from 
$7,500 to $9,000 the maximum death 
benefit under the compensation law. 


Liberalized Provisions at Stake .. . 


States Mull Worker Benefits 


that benefits be increased, but with | the creation of a monopolistic state 
liberalized benefit provisions of| tighter restrictions on their pay-|fund and substantially increased 

se a ter laws = ment. benefits. facile oe 

been us far year in a . 

number of states, including Massa- gusts sasauiay hae nameatianians a ae his annual mes- 

chusetts, Michigan, New Jersey,| 4 section of the state compensation| Ge. = = ——— a can 

New York, Rhode Island and Vir-|j,y that required the employer to Gov. G. Mennen Williams, 


: t to workmen’s compensa- 
ginia. pay half of a claimant's attorneys’| tion, proposed measures to raise | trial accident be increased: from $25 
Details of these and other pros-| fees in case of a damage award re-| maxim 


benefit ts to | to $40 a week. ae 
pective developments include the | sulting from injury or death of an two-thinda of the prevailing aver- oye) @ Clay Rejoins Hull-Dobbs 
following: employe. medical 


age weekly wage, extend Css DAKOTA—Proposed| J. N. has rejoined Hull- 

Georcia—Proposed revision of the care benefits and extend coverage. Dodds Co. (Ford), Memphis, as 
Georgia workmen’s compensation New Jersey — Proposals for lib- manager of the firm’s truck depart- 
law was left for future legislative eralization of workmen’s compensa- ment. Clay started with Hull-Dobbs 
consideration when a holdover ses- tion benefits are included among five years ago and resigned about 
sion adjourned late last year with- pending issues. a@ year ago to open his own truck 
out acting on a recommendation New Mexico —An interim study business at 383 Monroe, Monroe, 


__ proposals for 





* * * 


ASSACHUSETTS—S cores of 
bills dealing with workmen’s 
compensation were introduced in 
the Massachusetts Legislature, with 
organized labor again advocating © 


changes in the workmen’s com- 
pensation law are the subject of an 
interim study by the State Legis- 
lative Research Committee, which 
was directed by the 1953 Legislature 
to recommend in 1954 “a compre- 





New Commercial Car Registrations, 12 Months’ Total, 1953-1952 
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“Truckers in LITTLE ROCK 
look to WHITE for Right TruckI" 


. ++ Jack A. Barrier, Jr., 
LITTLE ROCK WHITE SALES 
AND SERVICE, INC. 
LITTLE ROCK, ARK. 










+ THIS is truck Headquarters in Little Rock— 
the new, modern home of Little Rock 
White Sales and Service, with one of the 
“modern, new White 3000’s recently 
delivered to Wheeling Pipe Line, Inc., of 
Eldorado, Arkansas. 

“We have made available 10,000 square 
feet of plant and over 7 acres of parking 
space and room to grow. Modern service 
facilities and complete parts and 
accessories department,” reports 


Jack A. Barrier, Jr., vice-president. “We 
are providing the best in truck sales and 
service facilities because the White Line 
is the industry’s greatest . . . the White 
franchise the most valuable. 

“Business is fine and truckers in this area 
look to White for the right truck,” he says. 

It’s the same story among White 
Distributors from coast to coast... 
White Leadership 

...in action! 









THE WHITE MOTOR COMPANY 
Cleveland 1, Ohio 
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Auto Compass With 


Choice Of TWO 


yi Mounting Brackets 


. . » For Easiest Installation 
IN ANY CAR 


THE NATION'S CAR OWNERS have for 
years made Hull Auto Compasses their over- 
whelming choice, have purchased more 
Hulls than all other makes combined. The 
reasons are numerous. Special, patented 
features that mean greater accuracy. Easier, 
more positive method of compensating 
against magnetic interferences within the 
car. Proof of long-lived dependability by 
actual service of hundreds of thousands on 
the road. Handsomer, scientific instrument 
appearance. AND A UNIVERSAL, CLAMP 
TYPE MOUNTING BRACKET THAT OFFERS 
SUPERIOR EASE OF INSTALLATION IN ANY 
CAR. 






























New Vacuum Cup 
Mounting Bracket. 





Now, this important sales factor — ease 
of installation — has been carried to the 
point of perfection by the makers of Hull 
Auto Compasses. A surprising new adapta- 
tion of the vacuum cup principle has made 
it possible. Capable of gripping ANYPLACE 
on the windshield, a new vacuum cup 
mounting bracket is furnished with a tiny 
gelatin capsule of special adhesive to 
guarantee a firm hold to glass for years. 
Hull is the only Auto Compass offering the 
car owner the choice of two mounting 
brackets — vacuum cup or clamp type. IT’S 
ANOTHER IMPORTANT REASON THAT 
KEEPS HULL WAY AHEAD IN ITS FIELD! 


WRITE TODAY FOR COMPLETE DETAILS 
ON HULL AUTO COMPASSES 


P. O. Box 246-W2 Warren, Ohio 


Clamp Type 
. Mounting Bracket. 
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California's Eastbay Dealers Elect— 


Lyle Byers (left), Berkeley, is the new president of the Eastbay Motor Car Dealers 
Assn. in California. L. L. Dana (center), Oakland, is vice-president. At right is the 
outgoing president, Morris J. Landy, Alameda. Other officers are J. E. Cochran, 
treasurer, and Ed Slusser, secretary-treasurer. Directors are Landy, G. H. Forman, 
Graydon Murphy, Philip Begier, C. F. Dailey and Charles Giguiere. 





Affecting Factories and Dealers... 


Auto Advertising 


By Marty Whitmyer 
Staff Writer 

Advertising and its related ac- 
tivities have a place in the front 
lines of the “fiercely competitive” 
battle for today’s 
consumers, ac- 
cording to Walter 
C. Ayers, execu- 
tive vice -presi- 
dent of Brooke, 
Smith, French & 
Dorrance, Inc. 

Speaking on 
“The Great Con- 
sumer Shift— 
What It Means 
to Advertising,” 
Ayers told the 
Detroit Adcraft Club that it will 
be up to advertising to do a pro- 
gressively better job for pre-selling 
customers. 

“Advertising,” Ayers said, “must 
outdo itself in its prime functions 
of seeking out prospects, qualify- 
ing them and bringing them to 
the point of sale in a receptive 
mood.” 

Ayers described the consumer 
shift as a transition “from a stand- 
ard of living based primarily on 
the fulfillment of needs to one fo- 
cused largely on the fulfillment of 
wants.” 

In adjusting themselves to this 
new status, Ayers. said, “millions of 
people have become strangers to us 
in the advertising business. Most 
of our old reliable rule-of-thumb 
appraisals of the American market 
are out the window.” 

Agreeing that advertising has 
matched the growth in population 
with dollars, Ayers said he won- 
dered whether “we are matching 
it with the proper short-term and 
long-range thinking.” 

Despite the fact that millions 
of people have become strangers 
to us, “only a handful of adver- 
tisers and agencies recognize 
either this fact or its long-range 
significance,” Ayers said, “The 
advertisers and ageneies that do 
not act on this information are 
vulnerable to severe competitive 
penalties in the raging battle for 
the American market. 

“Television, radio, newspapers, 
magazines, new forms of outdoor 
advertising, point-of-sale material 
and direct mail are getting bigger 
and flashier and are pouring out 
more advertising all the time,” 
Ayers said. 

“The competition for the eyes 
and ears of the American people 
is fantastic and getting more so 
each year,” he said. “This means 
that every advertising message 
must be prepared with complete 
understanding of the people to 
whom it is addressed. It must take 
into account their change of mind, 
of geographical location, of num- 
bers, of age, sex and other char- 
acteristics. It must reach and in- 
terest people where they are—not 
where we think they ought to be, 
or used to be. 

“It is just not possible to do 
all these things without taking 
the time and effort te explore 
and evaluate the incredible 
changes wrought by the great 
consumer shift,” Ayers said. 

“We must not fear this respon- 





W. O. Ayers 


sibility. Instead, we should be glad 
that the matter is back in our 
hands so that we can, in the words 
of Omar Khayyam, ‘.. . grasp the 
sorry scheme of things, entire, and 
remold it nearer to our heart’s 


desire’. 
* + * 


Dodge Signs 3 Radio Shows 


Dodge will use three Mutual net- 
work radio programs in a campaign 
in behalf of its 1954 models, it has 
been announced by Adolf N. Hult, 
Mutual sales vice-president. 


Two of these, the “Counter-Spy” 
and “Bulldog Drummond” series, 
have been purchased by Dodge on 
Mutual’s Sunday “Multi - Message 
Plan.” The third program, a news 
commentary by Titus Moody, is to 
be presented on Mutual’s morning 
schedule (8:55 to 9 am., EST) 
Mondays, Wednesdays and Fridays. 

a * * 


Admen Parley March 17-20 

The spring meeting of the Assn. 
of National Advertisers will be 
held March 17-20 at Hot Springs, 
Va. 

Edwin W. Ebel, director of ad- 
vertising and merchandising of 
General Foods Corp. has been 
named chairman of the program 


committee. 
* * 


American Weekly on Top 
American Weekly led all other 
Sunday newspaper supplements in 
car advertising revenue during 
1953, according to figures released 
by Publishers Information Bureau. 
The magazine’s income from car 
advertising during the past year, 
$2,007,968, was more than double 
its 1952 income of $857,400. It also 
led the field in 1952. 
This Week magazine also more 
than doubled its revenue from 
(Continued on Page 65, Col. 2) 











Crack-Free Tire— 


Raymond C. Firestone (right), executive 
vice-president of Firestone Tire & Rubber 
Co.,°and W. E. Lyon, director of tire 
engineering and development, examine a 
test tire containing a chemical ingredient 
which, according to the firm, practically 
eliminates radial cracks, reduces oxidation 
and weather checking, preserves the 
original appearance of the tire and gives 
added resistance to aging of tires. The 
pigment is now added to all Firestone 
tires. 
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Tucker Picks Douglas 


J. H. Douglas, former owner of 
J. H. Douglas, Inc. (Studebaker), 
has been named a vice-president of 
the Tucker Motor Co. (Oldsmobile), 





Studebaker dealership. 


FACTORY TYPE — REPLACEMENT 


AUTO CARPETS 


FOR ANY MAKE CAR 
0 Save Up to 60% 


For all models, including convertibles, material 
is same quality wool as original carpet, with felt 
(ozite) under pad. 

Comes in GRAY, BLUE, BROWN, BLACK, GREEN, 
MAROON. 


LOW PRICES 


Compare these with factory list prices! 


As low As $12.00 (rear) ... $15.00 (front)... 
In Maroon: Rear $1.00 extra. Front $2.00 extra. 


Sold on Satisfaction or money back basis. 


NEWARK AUTO TOP AND BODY CO. 


80 Central Ave. Newark 2, N. J. 
Manufacturers for the trade only. 
SEAT COVERS — CONVERTIBLE TOPS — CARPETS 


plus tax 


Fulton 
Lewis, Jr. 


AMERICA’S OUTSTANDING 
RADIO COMMENTATOR 


with 750 local sponsors—at local rates 
—including 76 automobile dealers 


Wetwork prestige AND local rates! You can 
get both by using the Fulton Lewis, Jr. 
co-op news program, a fact already dis- 
covered by 750 local sponsors from coast to 
coast. Currently, 76 automotive firms are in- 
cluded. Each enjoys a ready-made and 
loyal audience; each has his own com- 
mercials cut in by a local announcer; each 
pays only a low pro-rated talent cost. The 
program generally originates in the news 
capital of the world, Washington, D. C. 


Automotive firms have found the 
program productive, in terms of prestige- 
building and in actual returns directly 
traceable to the program. Ask your local 
Mutual outlet for case histories and success 
stories. Although already sponsored on 346 
stations (by 750 advertisers), there may be 
an opening in your area because 560 Mutual 
stations carry the program. Cooperative 
Program Dept., Mutual Broadcasting System, 
1440 Broadway, New York City 8, or 
Tribune Tower, Chicago 11. 








St. Louis. He had been associated 
with Tucker for 15 years as sales 
manager before he established the 





Financial 


Growth potentials in the flat-glass 
industry are good, assuming a fairly 
stable economy, George P. Mac- 
Nichol jr. president of Libbey- 
Owens-Ford Glass Co., told the 
New York Society of Security Ana- 
lysts. 

“Since 1946 our sales have tri- 
pled,” he declared. “This increase is 
not a result of inflation, for our 
average prices have increased sub- 
stantially less than our labor and 
material costs. It has been due 
largely to the development of new 
and higher-value fabricated prod- 
ucts as well as to increased de- 
mand.” 

MacNichol said the greatest po- 
tentials still were in the automotive 
and building markets. 


The demand for automotive glass, 
he said, has not been limited to the 
number of cars produced by LOF 
customers. The car that took 22 
square feet of safety glass in 1940 
last year required 33% square feet, 
or a gain of 50 percent in 13 years, 
he said, and development of the 
one-piece curved windshield has 
meant higher-value products. 

* a = 


Hayes Mfg. Profit Declines 


To $52,847 for Quarter 

Operations of Hayes Mfg. Corp. 
and wholly owned subsidiaries dur- 
ing the initial quarter, ended Dec. 
31, of the 1953-54 year resulted in a 
consolidated net income of $52,847, 
it is announced by Rensselaer W. 
Clark, president. 


The three-month earnings con- 
trasted with income of $218,537 for 
the corresponding quarter of the 
preceding fiscal year. Consolidated 
net sales, at $5,852,729, compared 
with $4,292,807 in the like 1952-53 
period. 

. + ao 
Alliance Tire Declares 
3% Dividend Ist Year 

Alliance Tire & Rubber Co., Ha- 
dera, Israel, has declared its first 
dividend after only one year of op- 
eration, according to Arthur Taub- 
man, of Roanoke, Va., president. 

Taubman, who is also president 
of Advance Stores, reported that 
the Alliance board has declared a 
six-months interim 3 percent divi- 
dend. This represents $1.50 per share 
to nearly 700 American stock- 
holders. 

* + 


LOF Sales Set Record; 


Net Up $4.3 Million 


Record sales of $212,490,726 in 
1953 resulted in a net profit from 
operations of $19,233,667 for Libbey- 
Owens-Ford Glass Co., it has been 
reported. These earnings compare 
with $14,907,893 in 1952. 

Additional profits totaling $4,588,- 
539 of a nonrecurring and nontax- 
able nature resulted from special 
items, including sale of the Plaskon 
division. 


es 2 7 
Air Reduction Net Falls 


Sales of Air Reduction Co., Inc., 
New York, for 1953 totaled $131,- 
412,104, compared with $124,625,163 
in 1952. Net income for 1953 was 
$6,766,356 against $7,289,694 in 1952. 


St. Louis Show 
Sells Out Space 


ST. LOUIS—Joseph L, Haenny, 
general manager of the Midwest 
Automotive Trade Show, scheduled 
for Apr. 8-11 at the el Audito- 
rium, has announced that all exhibit 
space has been reserved, and that 
the executive committee and spon- 
soring wholesalers are anticipating 
a large attendance. 

The event, described as the first 
show of its kind ever to be held in 
St. Louis, will cover a 10-state mid- 
west area. 

Manufacturers from all over the 
nation will exhibit thousands of 
products of interest to automotive 
dealers, servicemen and truck fleet 
operators, Haenny said. 

On display, he said, will be more 
than $1 million worth of shop 
equipment, tools, parts, accessories, 
chemicals and supplies, with 
factory experts on hand to discuss 
new products and new methods. . 

“Meet Me in St. Louie, Louie” is 
the show slogan. 





Announcing Six New Manuals Featuring 


AUTOMOTIVE 
SALESMANSHIP 


By W. K, BRAASCH 
Dean of Automotive Sales Trainers 
. A LIFETIME OF EXPERIENCE 
ed AT A PRACTION OF ITS REAL VALUE. 
W. K. BRAASCH 
FOR THE FIRST TIME, WE ARE OFFERING A COMPLETE AND DETAILED COURSE 
IN AUTOMOTIVE SALES TRAINING. OUR SIX NEW MANUALS CONTAIN AIL 
OF THE FIELD-TESTED SALES PRINCIPLES WHICH WE HAVE USED SUCCESS- 
FULLY IN TRAINING OVER 50,000 AUTOMOBILE SALESMEN. 


TRY AT OUR RIS 
completely 


Money back if not satisfied 
ORDER THESE SPECIALIZED MANUALS TODAY! 


NATIONAL SALES TRAINERS 549 Washington Bivd., Chicago 6, Illinois 





MARKET... 


The Dallas Morning News is the only newspaper 
that covers the larger, 72-county Dallas Market 
that’s effectively sold and merchandisable only 
through the Dallas News. 








DALLAS’ LARGEST NEWSPAPER 
Circulation, 183,583—Sundays, 190,318 


More people BUY The News... more people READ The 
News ... more people are INFLUENCED by The News than 
any other North Texas newspaper. 





CRESMER & WOODWARD, INC. © NATIONAL REPRESENTATIVES 
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Balancing 


AUTOMOTIVE NEWS, 


Car Stocks 


Finance Conference Offers 8 Tips for Keeping 
Dealer Inventories on Even Keel 


CHICAGO.—Eight steps for pro- 
moting dealer success in 1954 by 
maintaining a well-balanced in- 
ventory are recommended by the 
American Finance Conference. 


The conference list includes these 
points: 

1, Watch turnover every day. 
Keep individual records on each 
unit, Never keep a car more 
than 30 days. Know what’s mov- 
ing in your area, Sell off your 
tradeins that are slow movers by 
wholesaling or auction. 


2. Keep your finger on the styles, 
models, colors in your stock. Chart 
the sales trends of each. Then 
you'll know exactly what to order. 


3. Concentrate on trading for 
those cars you know are readily 
salable in your territory. 

4. Be sure every used car is 
cleaned inside and out, recondi- 


U.C. Dealer Gets 
Term for Robbery 


HAMMOND, Ind. — Bruce V. 
Saylors, 33, used-car dealer of 
Marion, Ind., who tried to pay off 
mounting debts by robbing the 
Cass County State Bank at Wal- 
ton, Ind., was sentenced to seven 
years in federal prison by U. S. 
Judge Luther M. Swygert in Ham- 
mond Federal Court. 

One of Saylors’ salesmen, James 
Shell, 37, also of Marion, was sen- 
tenced to four years in prison. He 
did not take part in the actual 
hold-up but acted as a lookout. 

This was the first experience of 
either in crime. 





tioned and ready to demonstrate 
at a moment’s notice. 

5. Price your cars according to 
value, not by rule of thumb. No 
price is too high if a similar car 
in the same condition can’t be 
bought for less in your area. 

6. Appoint a “car intern.” His 
job is to make a morning check 
on every “patient” in your stock. 
He should be sure every car has 
water, gas, oil, inflated tires, 
well-charged battery, okay lights 
and horn. Have him whisk off 
the dust so your car will look 
like it’s worth what the price tag 
says. 

7. Put your selling push on the 
cars you’ve had 30 days or longer. 
Recheck for additional work that 
can up their value, or cut the price 
to make them move. 

8. The new-car dealer should put 
his sales effort behind balancing 
his inventory. When he’s long on 
new cars, he should push them 
hard, offer top deals for desirable 
trades. When used cars overbalance 
the new, wholesale the slow movers 
and tighten up on trades. 


Auto Stocks 


Feb. Feb. 1963-54 








10 3 High Low 
Chrysler 595% 59% 96% 56% 
GM 625% 683% 693% 53% 
Hudson 10 10% 17 9% 
Kaiser 2% 2% 5% 2% 
Nash 15% 16% 25% 15% 
Packard 4 3% 6% 2% 
Stude. 20% ##21% =48% $=. 
Average 24.91 25.29 


Compiled from reports of trading on the 
American and N. Y. Stock Exchanges. 
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April Set as Oil Filter Change Month— 


FEBRUARY 15, 1954 


iy Sore, 


Whe 


Purolator Products, Inc., has set April as Filter Check Time Month. This window 
streamer is part of the sales aids offered by the firm to dealers to help promote 


the campaign. 


Dealers tell me... 





(Continued from Page 3) 


current Automobile Manufactur- 
ers Assn. 

Overland continued for nine 
straight years in winning this 
coveted position — the largest 
factory both in total number of 
cars produced and volume of 
dollars handled. Ford was not a 
member of the manufacturers as- 
sociation and therefore did not ex- 
hibit at the national shows. 

oe + > 


Unstable Pricing 


i THESE original shows, there 
were as many as one hundred 
manufacturers exhibiting their 
wares, All manufacturers’ used 
much space in the New York news- 
papers during the event. Overland 
was always the largest advertiser 
and received the most press notices 
which we considered invaluable. 
Many manufacturers would enter 
the show with their new models 
not yet priced. Pricing decisions 


Simpler...Easier... Faster... 


A New Balancer that’s a 
proven profit builder 


c4n____ On-The-Car 
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were made after they had viewed 
competitive makes, rather than 
being based upon the manufactur- 
ing cost. 

This resulted always in a lot of 
jokeying of prices during show 
time. Some manufacturers would 
raise. Others would lower and 
sometimes the prices for one line 
of cars would be changed several 
times during the week's show. 

One of the duties I had in at- 
tending my first national show in 
1911 was to write and have 
printed right in New York a 
little pamphlet, entitled “Sta- 
bility.” We felt, being the leader, 


booklet had a stabilizing effect, 
because after it was given gener- 
al distribution at the show, prices 
were not further revised. The 
pitch was, of course, that we 
had thoroughly considered our 
cost. We knew what they were 
worth comparatively. We knew 
the value of them. We knew our 
competition. No price change was 
anticipated. 

But even during this show and 
the fall before, Mr. Willys was not 
in Toledo, He and Tom Warner 
were traveling with their wives in 
Europe. I will tell you more about 
that later. 

(Continued Next Week) 
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Obituaries 


Ernest D. Grinnell 


8ST. LOUIS. — Ernest D. Grinnell, 5é 
onetime traffic manager for Buick, die 
Feb. 6 following a heart attack. At the 
time of his death, Mr. Grinnell was gener 
al traffic manager for Gaylord Containe 
Corp. Previously he was general freigh 
agent of the Cotton Belt Railroad fo 
15 years. 





* * ® 


Frank C, Smith 


MIAMI. — Frank C. Smith, 74, retire 
executive of Fisher Body, died Jan. 3( 
after a heart attack. He had been visiting 
here for the winter. His home was in De 


troit. 
- * * 


E. N. McDonald 


SANTANTA, Kans. — E. N. McDonald 
Ford dealer here, died Jan. 31 after a 
heart attack. He was 44, Mr. McDonald 
had been active in civic affairs. He was 
born in Garden City, Kans. 

+ * + 


Amos B. Zimmerman 


WICHITA. — Amos B. Zimmerman, 72, 
vice-president of Belford Motors (DeSoto- 
Plymouth), died Jan. 31 in Wesley hospital 
after a cerebral hemorrhage. Mr. Zimmer 
man entered the auto business here in 1920 
as a salesman. In 1941 he became a part- 
ner of Bob Belford. They later formed 
Belford Motors. 

x * * 


Charles C. Tillery 


PAWNEE, Okla.—Charles C. Tillery, 57 
auto dealer, died in a local hospital Feb. 2 
* * © 


John M, Leblanc 


NASHUA, N. H.—(UTPS)—John M. Le- 
blanc, 65, co-owner of Prew & Leblanc 
Garage, died Feb. 3. He was a member of 


the New Hampshire Automobile Dealers 
Assn. 
* * © 
Lee C. Fish 


STAR CITY, Ark.—Lee C. Fish, 55, died 
Jan. 30. He had been an auto dealer here 
for 18 years. 

* * 


Foster M. Hood 


INDEPENDENCE, Mo.—Foster M. Hood, 
48, general manager of Boyer Motor Co., 
died following a heart. attack. For 18 
years he was with Gillmore Motor Co. 
predecessor of Boyer Motor. 

+ * . 


Joe T. Parrott 
CONWAY, Ark. — Joe T. Parrott, 54, 
partner of Richard T. Steel in Parrott-Steel 
Chevrolet Co., died at his home here Feb. 
2 after an illness of several months. 
+ * * 


E. E. Mockett 
LINCOLN, Neb. —E. E. Mockett, 86, 
retired auto dealer, died Feb. 3. 
* * * 


John R. Reeves 
MILLEN, Ga.—John R. Reeves, 70, re- 
tired auto dealer, died Feb. 5 after a 
brief illness. 


Key Packard Operations 


Competition 


(Continued from Page 1) 


troit Packard plant would be used 
solely for production of its own 
bodies. 

The multi-million-dollar move 
to Utica, which is also the site of 
Packard’s proving grounds, will 
be completed by September in 
time for start of production on 
1955 models late this year, ac- 
cording to Ray P. Powers, manu- 
facturing vice-president. Powers 
joined Packard about six months 
after holding a similar position 
with Lincoln-Mercury. 

Nance said the initial move in- 
volves “the big- 
gest expenditure 
in Packard’s his- 
tory, from a man- 
ufacturing stand- 
point,’’ and 
pointed out that 
new machine tools 
will make the 
plant “virtually” 
automatic. H o w- 
ever, he empha- 
sized that the 
company expects J. 5, Nance 
to employ in the new plant all the 
3,500 workers affected in the De- 
troit plant. 


Nance reiterated his hope of pro- 
ducing 100,000 cars this year. In 
1952, Packard produced 81,400 and 
registered 71,079. 


* * . 


Was declaring that the Utica 
move is the first in a long- 
range Packard revitalization 
program launched a year ago, 
Nance emphasized that his compa- 
ny does not plan to enter the low- 
priced car field. “The new facili- 
ties,” he said, “are geared to pro- 
duction of cars confined to Pack- 
ard’s present position in the 
medium and upper-priced ranges in 
the quality field.” 


Asked if this latest move ruled 





out merger possibilities, Nance 
declared “no” and added that 
“it’s dressing up the bride 
further.” 

Nance said that this initial step 
would not necessitate outside fi- 
nancing, but indicated that this 
might be necessary before all the 
program is completed. 

He said that plans had not jelled 
on what to do with the parts depot 
now located at the Utica plant. He 
said the present military work and 
jet-engine test cells would not be 
affected by the move. 


Hudson Wins 
Stock-Car Race 


PALM BEACH, Fla. — Hudsons 
dominated the first Grand National 
Circuit stock-car race of 1954 at 
Palm Beach Speedway last week. 

Herb Thomas, of Olivia, N. C., 
scored in his Hudson Hornet over 
a starting field of 25 cars, which 
thinned to 16 at the finish, due 
chiefly to overheated engines 
under the hot Florida sun. 

Thomas, 1953 Grand National 
stock champion, made only one 
pit stop in covering 200 laps on 
the half-mile track. His winning 
time was one hour 41 minutes 47 
seconds, only two seconds off the 
tnack record. 

Four Hudsons led the qualifying 
time trials to gain the first four 
starting positions. Dick Rathman, 
of Daytona Beach, Fla. set 1 
track record of 27.12 seconds. 

Thomas provided an extra thri 
after crossing the finish line by 
crashing his car into a retainin; 
wall to avoid hitting a car which 
had swerved directly in front of 
him, He was not injured. 
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Curtice Confident of Sound Credit 


(Continued from Page 6) 
terested in jobs and wages, why do 
you think he is joining that chant?” 

“IT saw an article this morning,” 
Curtice replied, “in which he re- 
moves himself from being in that 
group or belonging to the group 
who are talking recession or de- 
pression. 

“I think that is somewhat in 
variance with other statements that 
he has made with reference to un- 
employment. 

“Actually, our unemployment is 


Watson to Aid 
Doss as Nash 


Sales Manager 


DETROIT. —H. C. Doss, Nash 
vice-president of sales, last week 
announced the appointment of 

James W. Wat- 
son as_ general 
sales manager. 
Watson, former 
eastern division 
sales manager, 
has a background 
of many years of 
automobile sell- 
ing. After gradu- 
ating from the 
University of 
Pennsylvania, he 

J. W. Watson joined Franklin 
Automobile Co. In 1933 he went to 
work for the Plymouth division. 
From 1935 to 1945 he was associated 
with the Oldsmobile division. 


He went to Nash in 1945, where 
he served as eastern regional man- 
ager and assistant general sales 
manager. 

According to G. W. Mason, Nasi 
president, the assignment of Wat- 
son will enable Doss to devote 
more time and thinking to dealer 
and owner relations, franchise de- 
velopment, sales planning and 
policies. 


somewhat higher today, but they 
lose sight of the fact that employ- 
ment is still almost at the highest 
level. 

“As a matter of fact, employ- 
ment has been stabilized during 
the past three years at about 65 
million, including 3.5 million in 
the armed services, 

“The records show that about 61 
million were still gainfully em- 
ployed despite the fact that the un- 
employment fact which has been 
unusually low during the same pe- 
riod has moved up slightly. 

“I would think that, as a citizen, 
his interest in full employment 
ought to be as great as mine.” 

Curtice said that GM employ- 
ment reached an alltime high in 
1953 and that the figure was 100,000 
greater than in the preceding year. 

He stated that $600 million will 
be expended by GM in 1954 and 


RFC Tire-Test Contract 


Goes To Armstrong 


NATCHEZ, Miss. — The Recon- 
struction Finance Corp. has award- 
ed the contract for its 1954 tire- 
testing program to Armstrong Tire 
& Rubber Co., Natchez. 

Five 1953 Chryslers, nine White 
trucks and a staff of 45 (drivers, 
mechanics and office personnel) 
comprise the core of the RFC oper- 
ation. 

The tires, secured from various 
rubber companies through indivi- 
dual contracts with RFC and con- 
taining many experimental com- 
pounds, are tested for tread wear, 
body durability and overall per- 
formance. The Devil’s Causeway, 
340 miles of sun-seared straight- 
aways over hilly Texas terrain, is 
the setting for the round-the-clock 
endurance tests. 


Elmira Nash Liquidates 
Elmira Nash, Inc., Elmira, N.Y., 
is going out of business and is 
liquidating its stock of cars. The 

firm said it had lost its lease. 


Factories Asked to Attend | 
Mo. ‘Bootleg’ Parley 


(Continued from Page 1) 


of finding an effective method for 
stamping out the practice, Gorman 
said. 

“Missouri dealers, as well as 
those in other states, fear the 
auto business is headed toward a 
‘supermarket’ type of operation 
as a result of this widespread 
bootlegging,” said Gorman, “and 
we hope the factory men will 
work with us in licking the 
problem.” 

While neither Gorman nor the 
letter to factory men mentioned the 
subjects, it was believed that uni- 


ne cer r er water eens we) Seen 


Winter Carnival— 


A Studebaker Commander hardtop pro- 
vided by Boston dealers was the official 
cor for Mary Ingalls, queen of Dartmouth 
College’s winter carnival in Hanover, N. H. 


The ice statue on the Dartmouth campus 
signals the beginning of the festivities. 


form transportation charges and 
territorial security will be aired at 
the meeting. 
x e 7 

EXT of the MADA letter to 

factory officials is as follows: 

“On behalf of the Missouri 
Automobile Dealers Assn., we re- 
spectfully invite your attendance 
to a joint meeting of our executive 
committee and make committee, to 
discuss bootlegging of new cars. 
We consider this the No. 1 threat 
to the normal and historical distri- 
bution and sales of new automo- 
biles. 


“It is the feeling of this as- 
sociation that much can be ac- 
complished in a general meeting 
of this type, coincidental with 
our two committees and the 
presence of regional and zone 
managers serving all en- 
franchised dealers in Missouri. 
Your attendance is most earnest- 
ly urged, and we feel confident 
that you will want to attend. 
“This meeting is scheduled for 
3 p.m., Friday, Feb. 26, in Hotel 
Muehlebach, Kansas City. We pray 
for your early and favorable reply. 
Very sincerely yours, James A. 
Gorman, secretary, Missouri Auto- 
mobile Dealers Association.” 


2 e 
Wisconsin 
(Continued from Page 3) 

is swaying the better judgment of 
dealers the last days of a month.” 

“One factory official told me in 
all seriousness the sales battle be- 
tween Ford and Chevrolet might 
well be the factor that will stop 
the current recession and danger of 
a depression. This might be well 
and good—but for whom?” 

Milan concluded, “I for one am 
primarily concerned with the dis- 
turbing thought that the battle will 
lead to a depression of dealers if 
consideration is only given to sales 
figures and not profits.” 


that this money would provide 
many additional jobs among 
people not in the direct employ- 
ment of General Motors. 

Curtice also made the following 
points: 

1. The State of Ohio may have 
been unwise in passing the axle- 
mile tax on trucks. 

2. He sees no extensive use of 
plastics in low- production items 
such as the Corvette. 


Hudson’s Dealers 
Hear Outline of 
Merger Setup 


DETROIT.—A series of meetings, 
designed to clarify the position of 
Hudson dealers under the projected 
consolidation of 
Hudson and Nash, 
is being held in 
key areas across 
the nation, ac- 
cording to N. K. 
VanDerzee, Hud- 
son’s sales vice- 
president. 

Under terms of 
the proposed for- 
mation of Ameri- 
can Motors Corp., 
N. K. VanDersee = Efudson, Nash and 
Kelvinator would be operated as 
separate divisions. 

Hudson dealers have heard offi- 
cials restate the position of Hudson 
and its dealer group in the pro- 
posed consolidation. The officials 
emphasized that both Hudson and 
Nash would maintain separate sales 
organizations, separate dealer 
groups and separate lines of cars. 


SHOPS CAN 


CONVENIENT TIME 


EVEN THE SMALLEST 


THE NEW 525 
“DRUM MASTER” 


Lempco's sensational new 525 


produces Super-Fine finish! 


WRITE FOR LITERATURE 
GET ALL THE FACTS 





for 38 years... 


builder of machine tools 
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Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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$397.50 


F.O.B. FACTORY 


BUY 


handles ALL passenger car 
and light truck brake drum jobs 
3-Feed Selective Adjustment 


eliminates need for grinding; 


PAYMENT TERMS 


LEMPCO PRODUCTS, INC. 
Bedford, Ohio 


Gentlemen: Please send us full information 
on the new 525 Brake Drum Lathe. AN 
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Klopfer Opens L-M Deal in Virginia— 


A new Lincoln-Mercury dealership, Kiopfer Motors, has opened in Fairfax, Va. The 
firm is owned by Russell |. Klopfer, formerly a partner in Mayflower Motors, Wash- 
ington. Klopfer has been associated with Ford Motor Co. since 1925 and has served 
on the Lincoln-Mercury Dealers Advertising Committee for eight years. Russell |. 


Klopfer jr., treasurer, formerly was used-car manager of Mayflower. Albert E. Klopfer, 


secretary, was associated with Mayflower for four years. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 


automotive industry, every week throughout the year. 






NEW YORK. — Belief that con- 


2 sumption will be relatively sus- 


tained and that a high level of 
everyday trade will prevent a down- 
ward economic spiral is supported 
by current sales figures, the Na- 
tional City Bank of New York de- 
clares in its Monthly Letter. 

“The opening weeks of the new 
year brought no pronounced 
change in business, the bank said. 
Despite a further recession in in- 
dustrial operations, including a 
drop in new orders for steel, auto 
output during January was larger 
than in December, and the same 
was true of some other important 
lines. 

The bank indicated belief that 
the decline in the industrial pro- 
duction index, which averaged a 
little over 1 percent a month in the 
second half of 1953, must have been 
“comparatively modest.” Merchan- 
dise markets and retail sales, it 
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SERVI-CAR SERVICE 


will bring them back for another car! 











Build customer 
satisfaction with this 
convenient service ! 





VERY car dealer knows — a satisfied service customer 

is a better prospect for a new car. Improve your service 
with a Harley-Davidson Servi-Car. sturdy three- 
wheeler builds customer good will with quick pickup and 
delivery service. What's more, it adds many square miles 
. to your service area . . . actually puts more customers in 
your “neighborhood.” So, join the thousands of successful 
car dealers all over the country who keep service profits 
rolling in and new car sales up with the Servi-Car. Ask 
your Harley-Davidson dealer for your copy of the Servi- 
Car booklet: ‘It Pays to Give Service” — or write direct. 


HARLEY-DAVIDSON MOTOR COMPANY 
DEPT.AN MILWAUKEE, WISCONSIN 
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Here’s how the SERVI-CAR 
helps you to bigger profits! 
® Keeps business rolling in all year ‘round. 
® Builds good will with convenient service. 
® Gets jobs in and out of the shop quickly. 


® Provides continuous advertising where- 
ever it goes. 


® Saves time on errands for parts and 
accessories. 


® Keeps costly shop and service equip- 
ment busy. 


© Gives safe, economical easy-to-operate 
service, 


HARLEY-DAVIDSON SERVI-CAR 


SELLS MORE SERVICE 


Firm Sales Pattern Noted 


Bank Believes High Level of Trade Will Keep 
Nation’s Economy in Balance 








said, generally had made a good 
showing. 

“Both in industry and trade these 
developments accord with most 
ideas about the business outlook,” 
the bank said. “It is clear that a 
change of policy from inventory 
buildup to inventory reduction set 
in last fall, representing an adjust- 
ment to increased supplies, promp- 
ter deliveries and, relatively speak- 
ing, buyers’ markets. 

“This is still in effect. With de- 
mand diminished, production has 
naturally slackened. Most people 
think the contraction will go far- 
ther. 

“On the other hand, the opinion 
that consumption will be rela- 
tively sustained, and that a high 
level of everyday trade will pro- 
vide an anchor against spiraling 
downward tendencies, has found 
support in current sales figures.” 

In the fourth quarter of 1953, the 
bank said, consumers purchased 
goods and services at the annual 
rate of $230.5 billion, approximately 


Automotive 





the same as in the previous two 
record-breaking quarters. 

For January, it was said, reports 
indicated little slackening. Depart- 
ment store sales were matching 
those of a year earlier, despite 
severe weather. More buyers were 
in the New York wholesale market, 
and they bought more goods than 
many had expected. 

“Government figures indicate that 
inventory accumulation had ceased 
by the end of September last year,” 
the bank said. “During the peak 
second quarter of 1953, business was 
adding to stocks at the rate of 
about $7 billion a year (seasonally 
adjusted). 

“In the fourth quarter, accord- 
ing to the President’s Economic 

Report, inventories showed no 
change, The drop in demand for 
inventory purposes was a little 
greater than the drop in the ag- 
gregate production of goods and 
services (gross national product) 
in the same period, which was 
$5.7 billion, annual rate.” 

Thus, the bank said, the change 
in the business situation is meas- 
ured essentially by the decline in 
inventory buying. It concluded that 
the demand for goods and service 
otherwise—including personal con- 
sumption, construction, plant and 
equipment, and Government pur- 
chases—had remained at or close 
to peak levels. 


Washington 





(Continued from Page 22) 


prod both Elektro and Sparko into 
action, 

Now and then Elektro goes hay- 
wire, but not when he introduced 
Sparko as “housebroken . . . West- 
inghouse-broken.” 

At times he seemed smarter than 
some guys who think they have 
brains. 

+ * = 

Surpluses Rising 

ALLING the military services 

program for disposal of sur- 
pluses “uninspired,” House investi- 
gators said much material is piling 
up at many installations faster than 
it can be gotten rid of. 

The House committee toured 10 
military installations last fall, and 
one of the interesting items found 
was a supply of Spanish-American 
war saddles and equipment for 
horse-drawn ambulances at the 
Jeffersonville depot in Indiana. 

One wit remarked that these 
would come in handy if the same 
war broke out again. 

* * od 


Advisory Post Filled 

AROLD Boeschenstein, who has 

given the U.S. a lot of his serv- 
ice over the years, is the new chair- 
man of the Business Advisory 
Council for the Department of 
Commerce. He was named last 
week by Secretary of Commerce 
Sinclair Weeks. 

Boeschenstein is president of 
Owens - Corning Fiberglas Corp. 
He succeeds John D. Biggers, 
chairman of the Libbey-Owens- 
Ford Glass Co. 

In World War II Boeschenstein 
served as a member of the War 
Production Board for two years as 
vice-chairman for operations. 

Eugene Holman, board chairman 
of Standard Oil of New Jersey, was 
named vice-chairman of BAC, with 
Ernest R. Breech, executive vice- 
president of Ford Motor Co., as a 
member of his council. 
- 


a 
Office Notebook 
Senate has decided to take 
“breather” on the Bricker 


Permatex Building 
Plant in Kansas 


BROOKLYN, N. ¥.—As the first 
step in its $750,000 expansion pro- 
gram, Permatex Co., Inc., producer 
of sealing compounds and main- 
tenance chemicals for transporta- 
tion and other industries, will con- 
struct a $500,000 plant in Kansas 
City, Kans., it was announced last 
week by C. A. Benoit jr., president. 

Construction gets under way this 
month, and it is hoped to have the 
plant ready for operation by August. 

The Kansas facilities will be used 
for the expanded manufacture of 
such products as hydraulic brake 
fluid and patented sealing com- 
pounds. 


amendment to give everybody a 
chance to do a little figuring and 
thinking before taking final action. 
Meanwhile— 


Last WEEK, Broadcast House, new 
$4 million home of The Washing- 
ton Post-CBS TV and radio stations 
was dedicated. The building with a 
million windows into National Cap- 
ital area homes is situated atop a 
hill 780 feet above downtown Wash- 
ington. It’s something worth seeing. 


Next week the American Auto- 
mobile Association will begin re- 
ceiving visitors in its new home 
—all its own—after 52 years. The 
AAA hoped to do this on the 
occasion of its 50th anniversary, 
but Government occupancy. of the 
premises stood in the way tem- 
porarily. But more about this 
dedication later. 


AT THE END OF THIS WEEK—Oon Feb. 
20—a ~eal auto show will get under 
way for nine dats in the huge Na- 
tional Guard Armory here. This 
will be the Silver anniversary ex- 
hibition of the Automotive Trade 
Association of the National Capital 
Area. It is planned to be a gala 
event, with all the ingredients to 
make it a festive affair. Watch 
AN’s news columns! 


AND THEN—back to Capitol Hill— 
the Bricker amendment, taxes, 
taxes, taxes, appropriations, bud- 
gets—with all politicians periscop- 
ing the fall election horizon. 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 





Star Role for Century— 

Ann Lafayette fastens her seat belt at 
Phil Hall Buick, Hollywood, Calif., in 
dramatizing the 200 horsepower of Buick's 
new Century series. The dealership re- 


ports a large response in Hollywood to 
the new car. 
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New Circulation Study 


Publication of a new study, 
‘Magazine Circulation & Rate 

rends — 1937-1952,” which offers 
comparable data.on 57 leading ABC 
consumer and farm magazines, has 
been announced by the Assn. of 
National Advertisers, 

A copy of the study has been sent 
to each ANA member company. 
The study is also available to non- 
members at $10 a copy. The as- 
sociation’s address is 285 Madison 
Ave., New York 17,.N. Y. 
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ORLANDO SENTINEL-STAR 


Quick Change 


Dealer License Plate Holder 


Guaranteed 


Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 


$1.00 per set of 4 


Cc. HOWARD 


1498 Oyerlook Drive Akron 7, Ohio 


LICENSE PLATE 
FASTENERS 


ON AND OFF WITH A 
QUARTER TURN 


Heavy %-inch bolt 
(with T-head and square 
shoulder) fastens license plate securely in 
place. Will not lose off. 
PLATED TO PREVENT RUST 
No. 51 Acorn Nut Type 
Ne. S5IW Wing Nut Type... 
Dealer Cost 


(Packed 12 to Box) 
Money-Back Guarantee 
IMMEDIATE DELIVERY 
If Your Jobber Cannot Furnish, Order Direct. 


Write today for free catalog of over 200 
Houser service items. 


MYRLO COMPANY 
2168 W. 25th., Cleveland 13, Ohio, dept. N 





MORE AUTO DEALERS SPECIFY 


”/Bo 


PERSONALIZED NAME -PLATES 
THAN ANY OTHER MAKE 


petans— SUEMAC denver, colorado, 
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Affecting Factories and Dealers... 








Auto Advertising 


(Continued from Page 60) 


auto advertising during 1953. Its | “In America This Spring: Leather 
income during the past year was and Leather Colours.” 


$1,908,914, as compared with 


Parade magazine more than 
quadrupled its income from this 
source in 1953, but still was 
ranked third among the three Sun- 
day publications. Its income from 
car advertising for 1953 was $727,- 
925, as compared with only $180,- 
945 in 1952. 

American Weekly ranked fourth 
largest recipient of car advertising 
in the entire magazine field in 1953 
—placing behind Life, Saturday 
Evening Post and Time. This Week 
placed fifth and Parade 10th. 


* * * 


Chevrolet Dealers on Radio 


The Chevrolet dealers of America 
have signed for a campaign on 
Mutual Broadcasting System’s five- 
times-a-week “multi-message” pro- 
grams, Mondays through Fridays 
over nearly 500 Mutual stations. 

The programs, which will be heard 
from 8 to 8:30 p.m. (EST), will 
call attenion to Chevrolet dealers 
red OK tag used cars and trucks. 

as - + 


AFA Convention June 20-23 


The Advertising Federation of 
America will hold its 50th annual 
convention June 20-23 at the 
Hotel Statler, Boston. 

- 


. * 


ABC Realigns Executives 


Harold L. Morgan jr., has been 
named vice-president and comptrol- 
ler of American Broadcasting Co. 
He formerly was vice-president in 
charge of ABC’s television produc- 
tion services department. 

In four other appointments 
announced : 
Jason Rabinovitz, who has been 
developing ABC’s new accounting 
system, was named assistant comp- 
troller, William C. Tepper, con- 
troller, was named chief account- 
ant; Edward Graessle jr., assistant 
controller, was named assistant 
chief accountant, and Robert L. 
Stone, business manager of the 
television production services de- 
partment, was named director of 
the television production services 
department. 
o 


Metro Releases Study 


Nine national advertising cam- 
paigns, each of which appeared 
in both the Metropolitan Sunday 
Magazine Group and in one or 
more of eight other leading na- 
tional publications, are analyzed 
in a new booklet issued by Metro- 
politan Sunday Newspapers, Inc. 

The new analysis compares the 
readership results and costs for 
the same campaign in different 
media. The 24-page booklet may 
be obtained from Mighty Metro 
sales offices in New York, Chi- 
cago, Detroit, San Francisco, or 
Los Angeles. 
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Colby Heads Art Directors 


Ray Colby, of Ford Motor publi- 
cations, has been elected president 
of the Art Directors Club of De- 
troit. 

Other officers elected include 
Leonard Anderson, of J. Walter 
Thompson, first vice - president; 
Robert Hungerford, of Campbell- 
Ewald Co., second vice-president 
and secretary, and Robert Andrus, 
of Kenyon & Eckhardt, treasurer. 

New directors are Chauncey Kor- 
ten, Fred Peck, Alger Scott and 
William Connelly. 


New Leather Promotion 


Signalling expanded advertising 
and promotion activity by the Up- 
holstery Leather Group is the six- 
page advertising spread in the 
February issue of Vogue, coopera- 
tively sponsored by the group, Pon- 
tiac, General Motors and fashion 
advertisers. 

Featuring the leather - uphol- 
stered Pontiac Catalina, with em- 
phasis on color and related fash- 
ion items, the theme of the adver- 
tising and promotion is “Catalina 
Leather Colours.” Editorially, 
Vogue handles the automotive 
leather subject from a fashion 
standpoint with a two-page color- 
photo layout under the heading, 


A merchandising program is be- 
ing carried out by the advertisers 
in cooperation with the magazine 
and leading department stores 
throughout the country. 

A merchandising package has 
been developed for distribution to 
stores, Pontiac dealers and fashion 
advertisers. It contains samples of 
leather in the Catalina colors, to- 
gether with local newspaper and 
radio advertising copy and details 
with respect to fashion displays and 
merchandising. 

* a ° 


Look Sets Records 

In the first quarter, Look will 
establish records in both advertis- 
ing and circulation, according to 
Vernon C. Myers, publisher. 

Estimates based on scheduled 
insertions indicate that Look will 
carry more than 290 pages of ad- 
vertising in the six issues of the 
first quarter, and gross advertis- 
ing revenue will total more than 
$5,200,000, Myers said. 

Circulation, he said, is running 
over 3,900,000, compared with a 1953 
average for the third and fourth 
quarters of approximately 3,700,000. 

s a o 


American’s Circulation Up 

Newsstand sales of the January 
issue of American magazine hit 
910,000, giving the magazine an all- 
time circulation high of 2,815,000, 
John W. McPherrin, publisher, has 
announced. 

In the final quarter of 1953, the 
magazine returned the highest av- 
erage net paid sales of any last 
quarter in its history, McPherrin 
said. 








— — _ a 


8 


iS 


Grisham Shows Flash 

Paul Grisham, used-car manager | selling contest and won a diamond 

for Rawson Chevrolet, Shoshone, | ring. More than 500 salesmen and 
Id., won second place in a five-state | 165 dealers participated. 








REMOVE 
DANGEROUS 
EXHAUST 








UNDERFLOOR 
CARBON MONOXIDE 
REMOVAL SYSTEM 






DOOR 
CLOSING 
MECHANISM 









UNDER-FLOOR VENTILATING 
SYSTEMS now improved with the 
automatic door-closing feature! 
Prevents bruising of tires and 
accidental damage to open doors; 
protects workers and customers from 
tripping or falling. Foolproof, self- 
acting trip securely closes floor 
panel when tube is retracted. 







There's a CAR-MON 
Safety type for every 
layout: 

UNDER FLOOR 
OVERHEAD HANGING 
OVERHEAD DISAPPEARING 











CONTACT YOUR JOBBER OR WRITE 


Sn, PRODUCTS CO. 


Riel ME Teelolo eae h YG Chicago 40, Illinois 





We Can Show You How To 


- »- INCREASE YOUR 
SHOP HOUR LABOR 


. .. ATTRACT STEADY 
SERVICE CUSTOMERS 
AND HOLD THEM 


- + « SELL MORE 
NEW CARS 


ALL AT NO COST 


TO YOU! 


We can prove we have 
helped Car Dealers in every 
section of the country build 
good will and increase sales 
and service profits. We can 


do the same for you.. 


. and 


can prove that, too! For full 
information, use the coupon 


below. 


MAIL THIS COUPON 


TODAY. 


There's NO cost, NO Obili- 
gation — now or in the 
future. Please attach cov-. 
pon to or write us on your 
company letterhead. 





Refineries: Petrolia and Franklin, Pa. Factory: Nutley, N. J.— Member Pennsylvania Grade Crude Oil Association, Permit No. 12 
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Background on Augusta Battle . . . 
Dealers Cite Danger 


In Car Price Wars 


(Continued from Page 3) 


has been encouraged by a minority 
of new-car dealers themselves 
through packed prices when cars 
were scarce, ° 
In other cases, it is encouraged 
by high factory freight charges 
based on rail charges. 
* ” * 


A CASE in point is that of an 
Augusta used-car dealer who 
said some months ago that he could 
sell Ford pickup trucks in Augusta 
for less than the COST to the Ford 
dealer. 

This was accomplished by buying 
the trucks from an overstocked 
Ford dealer in a plant city at cost, 
and towbarring them to Augusta. 
This gave the used-car dealer an 
edge of $50 to $75 over the fran- 
chised dealer who was paying cost 
plus rail charges. 

Such incidents as this have in- 
cited new-car dealer against 
used-car dealer, even though they 
are of help to each other in many 
respects. 

Used-car dealers help new-car 
dealers by moving used cars. And, 
of course, they perform a service 


Sales Program 
For Dealerships 


Is Announced 


DEARBORN. — A sales program 
for dealerships has been developed 
by Dealers Advisory Service, P. O. 
Box 2200, Monroe Blvd. Station, 
Dearborn. 

The program, called Planmaster, 
is aimed at increasing volume and 
net profits while lowering costs of 
sales. 

Basically, Planmaster consists of 
three important factors: The deal- 
er’s job, the salesman’s job and a 
compensation plan. 

It requires no clerical assistance, 
yet it is said to provide the dealer 
with-every answer concerning daily 
and monthly individual and collec- 
tive effort, plus mailing lists, pros- 
pect protection, a continuous daily 
and monthly sales contest and other 
advantages. 

It is sold in a package deal, in- 
cluding all forms and supplies ne- 
cessary for a full year. 

Dealers Advisory Service is op- 
erated by George G. Tasch, who 
has been in the auto business 30 
years, and John A. Dacey, experi- 
enced in general management and 
accounting. 












Hudson Trims Price 
Of Power Steering 
DETROIT.—A power-steering 
price reduction was placed in 
effect last week by Hudson. 
' Power steering now is availa- 
ble as optional equipment on 
Wasp and Super Wasp models 
at $142.04, including Federal tax, 
and on Hornet models at $150.08. 
The unit formerly was priced 
at $177.38 on all three lines. 





to dealers overstocked with new 
cars in one area by moving them 
to another area. 

However, while they may be help- 
ful to new-car dealers from whom 
they buy the new cars, they are 
considered bootleggers by the 
dealers in the area to which they 
move the cars. . 

A factor here is the territorial 
security clauses which the factories 
lifted in the postwar period because 
of trends in anti-trust decisions. 

* * * 


ee. there have been skir- 
mishes between new- and used- 
car dealers, only rarely does an all- 
out battle develop. Occasionally, 
new-car dealers are irked to the 
point where they determinedly go 
out to get used-car dealers. 

For instance, early in the post- 
war period, new-car dealers in 
Saginaw, Mich., resented the ac- 
tions of a few used-car dealers who 
offered new models on their lots be- 


Ainsworth Distributor 

CLEVELAND.—R owe Methods, 
Inc., 2534 Detroit Ave., Cleveland, 
manufacturer of hydraulic adjust- 
able loading ramps, has been ap- 
pointed exclusive distributor in 
northeastern Ohio by the Mult-A- 
Frame division of Ainsworth Mfg. 
Corp., Detroit, maker of racks, Paul 
DuBois, Rowe’s assistant chief en- 
gineer, will direct the distributing 
activities. 


Plymouth Starts Program 


fore the authorized dealer was per- 
mitted to announce them. 

A used-car battle developed, 
with new-car dealers using satur- 
ation advertising in all media. 
When the battle was over, only 
five out of 23 used-car dealers re- 
mained. This test, unlike that in 
Augusta, was in the used-car 
area, not the new, 

Most used-car dealers go about 
their business without openly pro- 
voking new-car dealers. Some, how- 
ever, go on the offensive, like the 
Kansas City dealer who advertised 
the other day: 

Save $$$ 


All 1954 Makes, Models 

Very few $s over Factory Cost 

* + + 

IHE new-car dealer has the ad- 

vantage in an established line 
of business, usually more capital 
and a more dignified and impres- 
sive front. But he also has more 
overhead, and not quite all the free- 
dom he’d like in the operation of 
his business. 

Then, too, he usually recognizes 
an obligation to provide service 
facilities for his owners. 

One new-car dealer put it this 
way: 

“Sure the used-car dealers can 
undersell us if other. new-car 
dealers will sell to them at cost. 

“Our franchise involves pro- 
viding service, carrying parts 
stocks, building signs, road signs, 
direct mailings to owners, 
location, high rent, heat and light 
and many charges made by fac- 
tories.” 

The used-car dealer, while with- 
out a factory source of product, has 
advantages in greater freedom to 
operate as he desires, buying where 
he can and keeping his overhead 
low. 


On U. C. Reconditioning 


(Continued from Page 6) 


to safety standards set up in states 
where there are compulsory in- 
spection laws. 

The used car clinic in Detroit 
consisted of nine stations at which 
11 or more operations were per- 
formed. The condition of the Plym- 
outh, Ford and Chevrolet demon- 

* s “ 





Upholstery Cleaning— 


Each of nine stations at the Plymouth 
clinic was manned by an expert who dem- 
onstrated the operations necessary to good 
used-car appearance. Included with up- 
holstery cleaning here was the renewal 
of truck seats and back cushions as well 
as leather-trimmed sports car interiors. 





Planning Chicago Auto Show— 


Steve J, Barrett (left), president of the Chicago Automobile Trade Assn.; James F. 
Goodwin, executive show committee chairman, and Edward lL. Cleary, CATA general 
manager, view a model of the stage of the International Amphitheater's central area. 
A musical revue, “Wheels of Progress," will be performed twice daily during the 
46th annual Chicago Auto Show, March 13-21. 


strators ranged from poor to fair, 
and it was found that about seven 
hours of labor could be profitably 
spent on each of them in appear- 
ance reconditioning. 

Operations included chemical cr 
steam cleaning of the engine com- 
partment, vacuum cleaning of the 
interior, upholstery cleaning, re- 
newing panels and kick pads, re- 
storing floor mats, vacuuming and 
washing headlining, cleaning and 
plastic tinting of door panels, ap- 
plying plastic dye or flock to rear 
compartment, cleaning and dyeing 
tires, chrome cleaning and polish- 
ing sheet metal. 


Low-Priced Cars 
To Vie in NASCAR 
Speed Week Trials 


DAYTONA BEACH, Fla.—Every 
make of stock and experimental 
car will be eligible for measured- 
mile speed trials during the fifth 
annual NASCAR Speed Week here 
Feb, 14-21. 

A new event this year is an event 
for low-priced American production 
cars. Eligible for this competition 
will be any four-door sedan having 
a delivered price in Florida under 

Bill France, president of the Na- 
tional Assn. for Stock Car Auto 
Racing, said this included Ford, 
Chevrolet, Plymouth, Dodge six, 
Henry J, Hudson Wasp, Hudson 
Jet, Studebaker Commander, Nash 
Rambler and Nash Statesman. 


In addition, all American produc- 
tion cars will be eligible to compete 
in four classes, based on engine dis- 
placement—Class 1, under 200 cubic 
inches; Class 2, 200 to 250 cubic 
inches; Class 3, 250 to 300 cubic 
inches and Class 4, unlimited. 

Production sports cars will com- 
pete for trophies and records in 
these four classes: 1, cars 
selling for under $2,500; Class 2, 
$2,500 to $3,000; Class 3, $3,000 to 
$4,000, and Class 4, unlimited cost. 

There also will be a factory ex- 
perimental class competition, for 
cars with any kind of equipment, 
and a classification for American 
stock competition cars, equipped 
with factory kits. 







St. Paul Hudson Opening— 
A. A. Remme, general manager of the newly formed St. Paul Hudsgn, Inc., St. Paul, 

Minn., and Howard Dahlin, sales manager, are surrounded with hostesses at the 

firm's opening. Remme also is owner of Remme Hudson Sales, St. Pefer, Minn. 


Fraternity 


By Ed Brown 
Staff Correspondent 

NEW YORK.—There has been a 
great deal of speculation here as 
to the purposes of the recently re- 
activated Society of Automotive 
Service Managers. This society, 
which has been dormant for many 
years, is presently chartered in 
three states, and is in the process 
of forming chapters in any lo- 
cality where 20 to 25 service man- 
agers evidence an interest in the 
organization. 

It was pointed out by V. Lom- 

first vice - president, that 
there is no intent to unionize 
service managers. 

The organization is set up to fa- 
cilitate the flow of information 
through the top echelons of the 
service field. Advice on such mat- 
ters as advertising, promotion, lu- 
brication, union problems, person- 
nel relations, the flow of traffic 


Firestone Process 


Molds Steel Wire 
Into Tire Tread 


Akron.—A new retreading proc- 
ess for molding heavy-duty steel 
wire into the tread contact area of 
truck tires has been perfected by 
Firestone Tire & Rubber Co. ac- 
cording to J. W. Hodgson, manager 
of treading and repair sales. 


The wire-equipped treads, called 
Dura-Trac, provide greater traction 
and improved protection against 
road failure, it is claimed. 


The Dura-Trac wire, may be used 
in any rib-design truck tire with- 
out changing the design, 

In the retreading process, the 
wire is looped into the matrix rib 
and butted. The tire is then placed 
in the mold and cured in the 
normal manner. The tread rubber 
flows around the wire and “sets” 
it permanently into the tread stock. 

Increased traction is ac- 
complished by hundreds of steel 
griping points per rib foot of tread. 
While the tire is rolling free, the 
tread rib is relaxed and the wire 
points do not contact the road. 
When brakes are applied or when 
the truck is accelerating or skid- 
ding, the tread rubber stretches 
and the steel wire claws bite into 
the road surface. 


Nash, Dealer Sued 
For $200,000 


CHARLESTON, W. Va.—E. G. 
Davis, of Eleanor, W. Va., has filed 
suit for $100,000 in damages against 
Walter O. Davis, of Davis-Nash. 

The plaintiff claimed in the court 
action, filed Feb. 5, that he suffered 
&@ permanent back injury last March 
2 while driving when the stabilizer 
of his car broke, causing the car 
to strike a pole. 

He charges Davis with negligence 
in selling him a car with faulty 
mechanism, 

The plaintiff’s attorney, Martin 
C. Bowles, said suit for a similar 
amount had been filed against 
Nash-Kelvinator Corp. in Federal 
Court in Chicago, charging the 
manufacturer with negligence. 


Society of Shop Managers Is Reactivated; 
Forming New Chapters in East 








in Service 


through service departments at ac- 
celerated rates is available from 
experts. 

In cases where a group of man- 
agers has a comman problem, 
clinics are set up to” discuss so- 
lutions. 

Although the society has been 

quietly organizing and setting its 


recognition. Sun Mfg., to mention 
one instance, has already put its 
countrywide facilities at the dis- 
posal of the organization for 
meetings and clinics. 

Lombardi also stressed that as 
the society implements its 
programs, the gathering and dis- 
semination of information will form 
a more important function in its 
activities. A service manager who 
switches from one make of auto- 
mobile to another will be able to 
call upon the society for data on 
the new make, thereby forestalling 
any embarrassment or time -con- 
suming mistakes, it was pointed 
out. 


The society is already being call- 
ed upon by dealers to help find and 
place good reliable service man- 
agers. Another function it is per- 
forming is the recommendation of 
customers to reliable servicing in 
other states. 

The group is a nonprofit organ- 
ization with yearly dues. Max 
Renel, is president; Sal Goldhush, 
second vice-president, and Morris 
J. Shapiro, treasurer. 


Dealers in Phila. 
Pick Committees 


PHILADELPHIA—Ray E. 
Yakes has been appointed chair- 
man of the executive committee of 
the Philadelphia Automobile Trade 
Assn. Charles A, Bott, M. B. Janes, 
Ray Mills and John B. White were 
also named to the executive com- 
mittee. Other committees are: 

FINANCE AND Aupir — Chairman 
Bott, Guy Hayden and E. C. Swirs- 
ding. 

LecisLative — Chairman White, 
Guy Hayden, Janes and Edward 
J. Ronan, 

LasBor Re.tations — Chairman Wil- 
liam Kolb, Ronan and Ray E. 
Yakes. 

ApvERTISING — Chairman George 
Gorson, William Durst and A. A. 
Martin. 

MeEmMBersHiIP — Chairman Mills, 
Ray Norton, William P. Plachter 
and Ray P. Scott. 


Louisiana Dealer Invited 


To Ike’s Safety Parley 


MONROE, La.—S. J. Rogers, of 
Lee-Rogers Chevrolet Co., Monroe, 
has been invited by President Eisen- 
hower to attend the White House 
Safety Conference Feb. 17-19. 

Rogers is highway-safety com- 
mittee chairman of the Louisiana 
Auto Dealers Assn. 


Giant Garage for Canada 

OTTAWA.—A huge garage and 
workshop costing $368,443 will be 
built at Petawawa Military Camp 
by the Defense Production De- 
partment, 
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Pay Off 5 Cents in Move to Up Business .. . 


_ 





Cheyenne Mechanics OK Cut 


such person has been certified as; picket to enforce unlawful de- 


(Continued from Page 2) 


Wilson said he was not worried 
about unemployment in Detroit. 


According to the Michigan Em- 
ployment Security Commission, 
there were approximately 121,000 
Detroit. workers idle last week, or 
8 percent of the total labor force, 
compared with 107,000 on Jan. 15 
and 20,000 a year earlier. 

The Labor Department may 
rule an area in the distress 
categofy if more than 6 percent 
of work force is unemployed. 
This means that greater con- 
sideration will be given the area 
in bids for government con- 
tracts, 

Wilson said Detroit “is well able 
to look after itself.” He explained 
that supply and demand in the 
auto industry ‘is now in the bal- 
ance for the first time in many 
years,” adding that in the old days 
business was never very good in 
the winter, 

“I used to worry about it all the 
time,” Wilson said, “and how we'd 
level out the production and avoid 
having too many short hours in 
December, January and February.” 


Wilson predicted an upturn in 
auto output by _ spring, the 
“customary seasonal trend in the 
motor industry.” 

Government experts last week 
also told the joint congressional 
committee on the economic report 
of the President that the jobless 
situation now is graver than at 
any time since early 1950 and may 
even get worse, but that they ex- 
pected a marked improvement in 
the second half of the year. 


* * * 
A CIRCUIT judge in Oregon has 
ruled that a section of a 1953 
state law restricting picketing “is 
clearly unconstitutional.” 
The section forbids picketing of 
any employe or employer “unless 


Stars to Entertain 
At Detroit Show, 
Starting Saturday 


DETROIT. — Singer Joni James 
will headline the stage show at the 
4ist annual Detroit Automobile 
Show, opening Saturday (Feb. 20) 
at the Michigan State Fair Grounds. 
It will run through Feb. 28. 


M. T. Patterson, chairman, said 
that the show, Detroit’s first in 13 
years, will be the biggest and most 
dramatic ever presented by the De- 
troit Automobile Dealers Assn. 


Also featured on the two-hour 
stage program will be Don Cornell, 
Louis Jordan, the Harmonicats, the 
Step Brothers, the Beachcombers, 
Roy Tracy and Herschel Leib’s Or- 
chestra. 

The entertainment will be in- 
cluded in the price of admission, 
$1.25 for adults and 60 cents for 
children. The show will be open 
from 11 a.m, to 11 p.m. daily. 


Tinted Glass 


(Continued from Page 2) 


through pink glass, 20/46 through 
green glass, and 
20/60 through the combination 
of pink glasses and green wind- 
shield. 

At night, Dr. Miles said, “a pair 
of objects which would appear 
separate at 100 feet through a 
clear windshield, would appear 
single through tinted glasses and 
a green windshield until the dis- 
tance has decreased to 25 feet. 
Tinted glass is even more danger- 
ous,” the doctor said, “when head- 
lights are turned down or their 
intensity decreased by mud or me- 
chanical effects.” 


Cars Boost California 


LOS ANGELES, -- Automobiles 
brought more than 28 million vis- 
itors to California during the past 
decade, according to the Automo- 
bile Club of Southern California. 
Some 4,484,263 of the visitors en- 
tered the state during 1953, an all- 
time high for one year and an in- 
crease of 7 percent over 1952. 


the bargaining representative of 
such employe or of an appropriate 
unit of employes of such em- 
ployer.” 

The court said that this section 
conflicts with the 1940 Clayton aet 
and with the Fifth Amendment of 
the Federal Constitution. 

The ruling will be appealed to 
the Oregon Supreme Court. 


In Arkansas, the Supreme Court 
ruled that labor unions may not 





52 ‘Bootleg’ Cars Listed 
In N. C. During Month 


RALEIGH, N.C. — January 
“bootleg” sales in North Carolina 
totaled 52 new cars, according to 
the North Carolina Auto Dealers 
Assn. 

The association said that the 
sales by unauthorized persons in- 
cluded 25 Chevrolets, 21 Fords, 
three Plymouths, two Buicks and 
one Pontiac. 





CI Dealers Bankrupt in 54 — WHY? 




















mands, even though the picket- 
ing is peaceful. 

In one of the cases, Local 942 
of the AFI International Assn, of 
Machinists was enjoined from 
picketing three Fayetteville auto 
dealerships. 

The case hinged mainly on a 
clause in a proposed contract sub- 
mitted by the union, to the effect 
that failure of union members to 
work alongside with non-union 
members would not be considered 
a violation of the pact. The union 
resisted inclusion in the contract 
of the “freedom to work” state 
amendment, outlawing the closed 
shop. 

The Supreme Court said that the 
employers’ demand that an amend- 
ment to the constitution be written 
into the contract would not be 
asking the union to agree to some- 
thing unlawful, because the laws 
of the state would be part of the 
contract regardless of whether they 
were mentioned in a_ written 
agreement. 





KEEP YOUR FINGER on 
efficient operation 


A 


the pulse of 
with PLANMASTER— 
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Fair Shake— 


When Walsh-Platt Motors, Everett, Wash., 
gave away a new Dodge recently, it 
decided to do it in a big way. A cement- 
mixing truck was used to mix the thou- 
sands of tickets that had accumulated over 
the three-month period prior to the 
drawing. Despite a big snowstorm, crowds 
jammed the street to await the result 
of the drawing. 


Rigint 
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Washington Show. 
Opening Saturday; 
Stars on Bill 


WASHINGTON.—Final prepara- 
tions have been made for the open- 
ing of Washington’s Silver Anni- 
versary Automobile Show next 
Saturday (Feb. 20) at the National 
Guard Armory. The show ends Feb. 
28. 

Principal entertainers this year 
will be Kitty Kallen, Dorothy La- 
mour and Sunny Gale, according 
to Maurice J. Murphy, show man- 
ager and executive vice-president 
of the Automobile Trade Assn. of 
the National Capital Area, sponsor. 

During the show a Chevrolet, 
Ford, Nash, Pontiac and Plymouth 
will be given away. 

The spectacle will be open from 
2 to 11 p.m. daily. Afternoon ad- 
mission will be 40 cents; evening 
and Sunday admission will be 90 
cents. 

The show committee consists of 
Curtis E. McCalip jr., chairman; 
Paul B. Divver; John A. Mattos; 
Neil E. O’Brien and Robert D. 
Stewart. 


> 






SIMPLICITY the selling technique used by 
the most successful. 


4.Salesmen, old and new, 
follow automatically — DAILY AND WITH 


simple to operate—gives daily control. 


1. New and used car stock turnover is speeded up. 


. Moves slow and hard to sell dogs. 
. Keeps up DAILY sales effort. With a perman- 


ent sales staff that’s happy and hard hitting 
every day of the month—salesmen figure their 
own commissions—guaranteed security—incen- 
tive monthly and yearly bonus plans coupled 
with automatic selling effort make for a 
smaller sales force that is happy, permanent 
and dynamic. Dealers who have tried it report 
salesman turnover as nil, higher class and really 
dealer minded. And yet costs LESS PER UNIT 
SALE than any plan yet devised. And all so 
simple to operate. ; 


learn by doing—to 


. See at a simple glance—a daily birdseye view 


of your dealer position and the daily effort of 
your sales staff. 


. Eliminate costly clerical help — cumbersome 


prospect files — follow-up records — lost sales 
time — commission squabbles, etc. 


Hailed as the one best plan by old-liners to 
profitable fingertip control of car dealer oper- 
ations. 


Make more money for yourself—your salesmen 
—and less for your doctor. Go Planmaster. 


Your check today will start you on profitable 
operation tomorrow. 


GUARANTEED SATISFACTION OR MONEY 


REFUNDED. 


VES 


ADVISORY SERVICE 


EOE Saye Me Cee iam T Ty) 
DEARBORN, MICHIGAN 
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RUBATE X 


Excellent non-staining 


resistant 


Meets ASTM 
standards 


Flexible, easy 
to work 


Wl. 


Moisture proof — even 
at cut edges 


their advantages 


to the Automotive Industry 


Automotive engineers specify Rubatex because 


it gives them 12 big advantages in every gasketing, 


cushioning or sealing application. 


never used Rubatex — why 


not give it a test? 


Write for our latest catalog, Dept. AN-2C, 
Great American Industries, Inc., Rubatex 


Division, Bedford, Virginia. 


ALSO MANUFACTURERS OF VINYL SHEETS 


Xe * 
at q ha Gee eee Tuas 
Jak 7 + 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story every week throughout the year. 


If you’ve 


For air that protects 
—vuse Rubatex! 
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WHICH OF THESE WILL 
MAKE YOU MORE MONEY 


Batteries? Mufflers? 
Tires?, or Shocks? 


When these parts wear out you 
make sales. But, beyond that, 
when you sell Columbus Shock 
Absorbers you don’t have to wait 
for shocks to wear out, break, or 
go bad. You can sell, and your 
customers will buy, the com- 
pletely different Columbus Ride 
which was never before possible 
until America discovered Columbus. 

Yes, an improved, safer ride 
even for new cars! You can sell to 


the whole market NOW, before 
shocks wear out, break or go bad. 

So, sales potential is really BIG! 

And remember: Easy installa. 
tion, no trade-ins to cut profit mar- 
gin, greater net profit, plus attrac. 
tive installation charges. 

Minimum stock required be- 
cause Columbus is “Every Duty”, 
serving both normal and heavy 
duty demands. 

Extensive national advertising 
and point-of sale aids. 


“SAFETY KNOWS NO SEASON” —See Your Jobber NOW. 


be 
ta 


ECA2 am 


SHOCK ABSORBER 


MANUFACTURED BY HECKETHORN MANUFACTURING & SUPPLY CO., LITTLETON, COLORADO 


Letterbox 
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ventories, or anything they can 
milk out of this program, will 
end up in one pocket, ultimately. 

The shells are on the table, boys, 
step up and make your guess. 
(Chances are they got the pea in 
their pocket.) After this game and 
program is over, they will probably 
set up a bigger one offering the 
sale of these “exclusive parts” lines 
in Macy’s basement and the Sears 
catalog.—Grorce LaurENz, Medina, 
Ohio. 


* * * 


Defense of Salesmen 

Your reception (referring to 
story, “Are Your Salesmen Really 
Selling?,” Feb. 8 issue), as a new- 
car buyer serves you right. You 
were just one of the thousands that 
use automobile salesmen as a sport. 
Somebody to play with as a cat 
does a mouse. 


Every salesman you talked to 
was smart enough to see through 
you. He didn’t make a sale, did 
he? He didn’t have a chance, did 
he? Isn’t it time to help him, not 
run him down?—INpIANA SALESMAN. 

+ * * 


Humdinger 

Your survey on selling is a real 
humdinger. Salesmen are still let- 
ting a lot of opportunities go by.— 
ADVERTISING MAN. 


: > 
Unqualified 
Auto salesmen are taught to 
qualify prospects. Obviously they 
spotted your writer for what he 
was.—Detrorr SALESMAN. 
e 7 s 


Who’s Wrong? 

It is rather amusing the manner 
in which a segment of factory 
executives are attempting to lay 
the blame for the current ailments 
of the retail automobile business at 
the feet of their dealers, 


Practically every edition of AuTo- 
motive News carries an article writ- 
ten by or carries a speech given to 
some group by the top brass of the 
industry in which no mention is 
ever made of the shortcomings or 
the inept policies of their respective 
factories but a continuous spouting 
off concerning the changes dealers 
will have to make in their oper- 
ations in order to stay in business. 


Nowhere have I read where any 
of the top brass admitted that 
his factory had ever made any 
mistakes. 


Nowhere have I read that any of 
the top brass admitted that it was 
bad business to produce more new 
cars than their dealers could sell 
at a profit. 


Nowhere have I read a statement 
by the top brass that they would 
adopt drastic measures to eliminate 
new-car bootlegging. 


Nowhere have I read that any of 
the top brass would use their efforts 
to establish a junking fund to assist 
their dealers in removing unsafe 
cars from the highways. 

Nowhere have I read that the top 
brass, in face of extremely high 
profits, felt that new-car prices 
should be reduced. 

Nowhere have I read that any of 
the top brass was in favor of giving 
their dealers a larger discount to 
assist them to successfully cope 
with today’s declining used-car 
market. 

Nowhere have I read where any 
of the top brass state that they 
would improve the present sloppy 
production methods on their as- 
sembly lines to eliminate the 
necessity of the dealer having to 
practically rebuild new cars to 
render them fit for retail delivery. 

Nowhere have I heard any of the 
top brass acknowledge that their 
dealers’ success was entirely predi- 
cated upon a product that was 
styled, engineered and priced to be 
profitably merchandised on a highly 
competitive market. 

Nowhere have I heard any of the 
top brass admit that their factory 
erred in their judgment as to what 
the public would demand in their 
1954 new cars. 

Nowhere have I read that any of 
the top brass admit they were 
wrong in the assumption that they 
could cope successfully on today’s 
market with merely a warmed-up 
1954 automobile. 


of the top brass admit that it took 
more than new colors and new in- 
terior trim to change a car from a 
1953 model to a 1954 model, 

The retail automobile business 
is still a great business, but many 
dealers will have a tough row to 
hoe in 1954 because their factories, 


either through bad judgment or a 
willingness to let their dealers oper- 
ate through another profitless year 
while their profits remain high. 
failed to bring out a product that 
is actually a 1954 automobile by 
competitive comparison.—Minwest- 
ERN DBALER. 


- Sendee Mudee 
sMALL PARTS BINS 


a 


Se 
Saat 
Ry Tela 


Wndee Adee 
saves time 


space and 
energy im ccc 


Stock Rooms 

Parts Depts. 

Tool Cribs 

Repair Depts. 
Maintenance Depts. 


Here are small parts bins that give you every advantage you could 
desire! They’re sturdily constructed for long hard use, and compactly 


designed for maximum space saving, with “easy-to-see”, 


“easy-to- 


reach”, “easy-to-arrange” features. HANDEE ANDEE small parts bins 
are available in 3 sizes, and are designed to hold 2 sizes .of bin boxes 
in any arrangement you wish to make. Bin boxes can be removed or 
replaced “quick-as-a-flash”—just slip them on or off. They have large 
label holders for fast identification, curved bottoms for smooth speedy 
removal of parts, and their forward tilt provides instant visibility of 


all contents. 


See any of these 
BORROUGHS FLEXI-BIN DISTRIBUTORS 
for literature and prices 


AUTOMOTIVE BIN SERVICE 


10040 Freeland, Detroit, Mich. 
1059 Main Street, Buffalo, W. Y. 
1220 Richmond, Cincinnati, Ohio 
54 West 30th Street, indianapolis, ind. 
204 Builders Bidg., Louisville, Ky. 
53 Crennell Ave., Pittsburgh ,Pa. 
3707 Euclid Ave., Cleveland, Ohie 


W. W. CANNON CO. 
9739 Denton Dr., Dallas, Texas 
1901 Winter St., Houston, Texas 
EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore 12, Maryland 
¢/o (Sorensen Motors), Berwyn, Pa. 
ESSENTIAL EQUIPMENT CORP. 
32-58 62nd Street, Woodside L. |., W. Y. 


GREEN-PENNY COMPANY 
421 E. Washington, Los Angeles, Calif. 


WILLIAM A. GORE COMPANY 
1834 Adeline St., Ockland, Calif. 


BINS & EQUIPMENT CO. 
1918 Buford Highway, W. E., Atlanta, Ga. 
2318 Oak St. Jacksonville, Fla. 


K & S AUTOMOTIVE INVENTORY 
26 Clay Avenue, Everett, Mass. 


FELIX F. LOEB, INC. 
8810 So. Vincennes Ave., Chicago, ill 
4500 North Wilson, Milwaukee, Wis. 
MILLS-MORRIS CO. 
171 So. Dudley Street, Memphis, Tenn 


SIGGINS COMPANY 
704 Broadway, Kansas City, Mo 
115 Worth 12th Street, Omaha, Neb. 
1082 36th Street, Des Moines, lowe 
SIGGINS EQUIPMENT CO. 
901 South Boyle St., St. Louis, Mo. 


' SPARKMAN-BARKER CO. 


550 Santa Fe Dr., Denver, Colorado 
1181 Sherman Ave., Salt Loke City, Utah 


BORR OUGH S Nis. company 


Subsidiary of American Metal Products Company of Detroit 


Nowhere have I read where any! 3002 N. Burdick, Kalamazeo, Michigan 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U.S, PRODUCTION ONLY) 








Week Week dan. 1 Jan. 1 
Ended Same Ended Feb., to to 
Feb. 13, Week, Feb.6, 1954, Feb. 14, Feb. 13, 
1954 1953* 1954* To Date* 1953* 1954* 
CHRYSLER. ..................0.. 12,780 26415 12,415 25,195 161,142 91,068 
IEEE sedectuesisesssontverets 2,680 4,173 2,670 5,350 24,865 15,949 
BD shcsreessrssernacanes 2,200 2,152 1,848 4,048 14,679 12,371 
SID eidtccesacevesecsonersacten 1,800 7,267 1,780 3,580 45,787 14,385 
Re 6,100 12,823 6,117 12,217 75,811 48,363 
PEE ituivicebesvecbmnievunnndacts 36,850 23,251 387,233 74,083 151,522 227,753 
BNE Bipis scitatacrscavteersecstaind 28,600 18,456 28,950 57,550 117,328 176,228 
IRD Sctrcdsieolactscucnteeies 1,050 117 1,030 2,080 4,162 6,494 
BD ivcicissvsiciinsneri 7,200 4,678 7,253 14,453 30,0382 45,031 
GENERAL MOTORS .. 54,400 652,944 51,975 106,375 309,387 317,898 
SE sedadhinsicasctasescetsesisurese 10,500 9,304 9,757 20,257 56,361 58,096 
IN Scacchucncivewscovttes 2,200 2,401 2,026 4,226 14,081 8,261 
Chevrolet. ..................... 26,000 27,248 25,864 651,864 153,785 168,884 
Oldsmobile .................... 8,700 6,319 6,718 15,418 39,642 35,213 
UI Gide aecCiiSieuvcianbeied 7,000 7,672 7,610 14,610 45,468 47,444 
a 550 SS —_, 550 10,627 2,628 
Pk sitar eiciaconssntirpcaiaiveviies 1,640 4,655 1,597 $3,217 25,452 11,807 
KAISER MOTORS. ........ 810 1,008 708 1,518 12,596 1,601 
SE  seuthcicccsicsiesensiieten _ ao 276 601 4,605 601 
ST sishinsateiioncicotsinietises 485 1,008 432 917 7,991 1,000 
EE sisigciininssnicusistene: x: shainiate 1,356 1,431 3,730 15,489 5,130 
STUDEBAKER. .............. 2,373 2,588 2,760 5,133 10,207 15,757 
Total Cars, U.S. ........ 109,403 114,935 108,119 219,801 696,372 673,642 
*Revised 
COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 
Week Week Jan.1 Jan. 1 
Ended Same Ended Feb., to to 
Feb. 13, Week, Feb. 6, 1954, Feb. 14, Feb. 13, 
1954 1953* 1954* To Date* 1953* 1954* 
CHEVROLET ................. 6,300 8,789 6,525 18,325 652,876 44,666 
DIAMOND T ................... 70 172 69 139 1,087 414 
SENET chtbdsiicivkatiiscieesisnsiovs 80 60 80 160 871 480 
IE SiickecccacentacieiDbedésine 1,600 2,588 1,576 3,176 16,346 10,860 
FEDERAL. ...............00000-. 50 Oe - ‘ casapiis 50 146 251 
SI” (eisai ssh cscsd cebcncaseesion 6,250 299 6,202 12,452 19,308 43,774 
I irae tcsehiicsstaianteenise 2,400 2,780 1,982 4,332 17,870 12,756 
INTERNATIONAL. ....... 2,280 2,880 1,489 3,719 16,633 12,792 
RII URS aa Saxcsnanstnebinse 180 205 100 215 1,491 776 
Ati dcaeiSassicninescavesecens 230 353 235 465 2,229 1,398 
STUDEBAKER. ............ 256 1,466 166 422 9,211 595 
I 250 302 256 506 1,769 1,502 
RINE sskcoicsinedénicsacosoree 1,235 2,361 1,095 2,325 15,845 7,949 
MISCELLANEOGTS ....... 190 342 196 386 2,084 1,257 
Total Trucks, U.S. .. 21,871 22,576 19,871 41,672 156,716 139,470 
Total Cars, Trucks 
SEE 131,274 137,511 127,990 261,473 853,088 813,112 
Total Cars, Trucks 
RI esscccinsanttpecssenie 10,100 9,551 10,113 20,213 55,302 56,320 
Grand Total 
Cars and Trucks, 
U.S. and Canada ........ 141,374 147,062 138,103 231,686 908,390 869,482 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 


N.B.: All U. 8S. totals include cars and trucks for military orders. 


Output Rises Slightly; 


Five on Short 


Week 


(Continued from Page 1) 


month schedule geared to sales. 
“We are not going to overproduce,” 
he said. 
* * * 

dy CAR output so far this year 

is running 2.8 percent ahead of 
the 1953 rate. The only other firms 
producing ahead of last year’s levels 
are Ford Motor Co., up 50.3 percent, 
and Studebaker, up 54.4 percent. 

Lower are Chrysler Corp., down 
43.5 percent; Hudson, 75.3 per- 
cent; Nash, 53.6 t; Kaiser 
Motors, 87.3 percent, and Pack- 
ard, 66.9 percent. 

Of the truck makers only Ford, 
Federal and Divco are producing at 
a higher rate than last year. 

Despite Ford’s gain, Chevrolet 
still is the top truck producer 
through last week. 

* * r 

N THE car field, however, Ford 

division continues to lead Chev- 
Tolet, 176,228 to 168,884. 

L. D. Crusoe, general manager 
of Ford Division, last week said 
the company plans to continue to 
make more cars than it sells 
_ the expected boost in sales 


If the seasonal climb doesn’t ma- 


terialize, Crusoe said Ford would 
still have the rest of the year to 
taper off so that dealer stocks 
would not be a problem by year’s 
end. 
* o * 
NOTES: Last year at this time 
auto makers were busy hunting 

for more steel because Federal out- 
put controls had just ended... 
Ford Motor Co. will spend between 
$500,000 and $600,000 to expand its 
assembly plant in Buffalo, N. Y. 

Ford Motor Co, of Canada will 
lay off 565 employes by March 12 
at its plant in Windsor, Ont., 
across the river from Detroit, as 
a result of shifting part of its as- 
sembly operations to Oakville, Ont. 
Assemblies were started last May 
at the new 32%-acre Oakville 
plant, the largest under one roof 
in Canada. Meanwhile, the Wind- 
sor plant is being modernized for 
engine and parts production. 


Ford Donates Chassis 
LOUISVILLE.—The Ford assem- 
bly plant here has contributed two 
chassis worth $1,500 each to the 

Kentucky Bookmobile Project. 


| 


Though Several Report Attendance Drop wei 


69 





Buying Mood at Auto Shows 


(Continued from Page 6) 


lized that the 1954 cars are better 
than ever.” 

Stuart C. Ballard, executive vice- 
president of the association and 
show manager, also forecast a big 
year for the industry. “Actually,” 
Ballard said, “we didn’t anticipate 
interest would be as high as the 
show indicated. We found and 
talked to an extremely curious, 
ready-to-buy public which likes the 


of the 1954 automobiles.” 
* * * 
ORE than 100 new cars were 
on display, with special inter- 
est being centered on three Syra- 
cuse-made Franklins and a 1914 
Moyer. 

Ballard also pointed out the 
interest which women had in the 
new cars. “More women visited 
the show than ever before, and 





Rover 90 Makes Bow at N. Y. Show— 


Rootes Motors, Inc., exhibited the new Rover 90 sedan at last week's International 
Motor Sports Show in New York. It features rubber insulation which cushions the 
engine, chassis and suspension system, and a closed chassis lubrication system 
eliminating the necessity of periodic greasing, according to the maker. The car's 
six-cylinder F-head engine delivers 90 horsepower at 4,800 revolutions per minute. 


The price is $3,147, delivered at ports of entry. 


Car Stocks Up Again 


Rise to 11.4 New Autos per Dealer 
In Seasonal Buildup 


(Continued from Page 1) 
whether buyers will resume their | it was said, whether to resume a 


Or whether the challenge lies in 






a lower level of demand, spread 

out evenly over the year. 

The immediate months ahead 
may tell the story. 

Many car makers have publicly 
assured their dealers that they 
will tailor production to fit de- 
mand. In a spot check of dealers 
held in connection with the latest 
inventory survey, none complained 
that he was receiving more cars 
than ordered, although a few re- 
marked that “sample” new models 
were loaded with accessories. 


* * * 


Studebaker Shuts Down; 


Checks Dealer Stocks 


SOUTH BEND.—Studebaker will 
shut down its main plant here for 
a week starting today (Feb. 15) 
while, spokesman said, a survey 
of dealer new-car inventories is 
made, 

Last Wednesday, the plant’s 
night shift was discontinued. 
The plant had been operating on 
a two-shift, four-day basis. 
Studebaker has not yet decided, 


If a tour-day schedule is main- 
tained with a single shift, it will 
mean a 20. percent cutback in the 
current rate of production. Stude- 
baker officials said sales would be 
the determining factor. 

Elimination of the night shift 
resulted in the layoff of some 2,500 
workers, leaving the plant with 
a work force of about 12,000. 

In September about 5,000 em- 
ployes were laid off when Stude- 
baker curtailed car production, 

The company decided to discon- 
tinue the night shift last month 
but ran into protests from UAW- 
CIO Local 5 involving worker 
seniority. These differences  re- 
portedly have been settled. 

The company’s Los’ Angeles 
plant, which employes 500, is not 
affected by the new layoff. 





New-Car Stocks 


In Field, in Transit 
(Estimated by Automotive News) 


Dealers’ 
SE phe 
e 
Fruehauf Reports |r-« Fld envoy 
e ° epe Jan. 1, °50.... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
o ao Steen ae oe 
pt. 1, °50.. s ° 
raliler raers Jan. 1, ’51.... 305.888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
DETROIT.—Incoming new orders | July 1, °51.... 357,606 90,700 448,306 
in January for civilian commercial | $20* } (55 383:402 86,800 370 oe 
trailers were greater than those re-| Feb. 1, 52... 198,762 69,000 267.762 
ceived in any month since Feb- _ 1 = arene anaes ooeaes 
ruary, 1951, Roy Fruehauf, pres- 5 a a . 
ident os Dredant Trailer Co., an- June : a Sones soneae 
noun week. 1, ’52.... 193,462 84,500 277,962 
“Truckers are buying new equip- oan = - onaae as. Lay oy 
mont to replace older oxetgmaant, Oct. 1, ‘52. 233.558 39.000 322.556 
and manufactu n are | Nov. 1, ’52.. 
turning to new mastauanet _ - — tip oss ear 
achieve more economical and more| Feb. 1, °53... 324.835 86,600 412, 
efficient operations,” Fruehauf ex- = 1, = ao. 4 = 
pif 1953 Fruchauf sales reached a| Maz 1.33 (90381 91.700 San. 
new high of $193 million, more than | July 1, "53. 479,008 $2.00 562,498 
$30 million above the previous high | 4": }> '53.. . f 
mark of $162,809,644 in 1952, Oct, 1.753. 519037 ea00 Breese 
Commenting on prospects for a 1.2 —— so eae 
1954, Fruehauf said, “There have] sic" 3’ »s4" 498-195 36.80)  %481.79R 
been too much negative talk and] Feb. 1, 54... 434,409 60,600 495,009 
too many gloomy forecasts. As far] ftFiela stocks include cars actually at 
as Fruehauf is concerned, we are ps, those warehoused dealers 
going full steam ahead in all con- | *"¢, festorles, and demonstra 


fidence.” 





new styles and new conveniences| they like the colorful interiors, 


the wider vision facilities, and 
the brighter exterior colors,” he 
said. 


Women were spotlighted at the 
show not only by the trend of car 
designers to please _ feminine 
fashion tastes, but also by the pre- 
sentation of a daily afternoon style 
show of cruise and vacation clothes 
by Addis Co, Those attending were 
given orchid corsages by the show. 
sponsors. ig i 


HE Portland (Ore.) show, 

which ended last week, was 
termed a financial success, 
although the attendance was only 
101,744, about 15 percent below the 
record of 120,000 set in 1952, 

The admission price this year 
was hiked to $1.50, as compared 
with $1.20 two years ago. The 
show had a nine-day run. 

Officials of the Automobile Deal- 
ers Assn. of Portland, sponsors of 
the show, blamed the reduced at- 
tendance on the current business 
slowdown, television and the admis- 
sion-price increase. 

Participating dealers were gen- 
erally pleased with the show’s re- 
sults, despite the relatively small 
number of sales reported at the ex- 
position itself. Dealer showroom 
business picked up from the first 
day of the show. 

The complaint was heard, how- 
ever, that interested spectators 
had to entice salesmen out of the 
comfortable show-car seats to get 
sales presentations. 

More than 400 vehicles, valued at 
about $4 million, were displayed. 
These included plastic, experimental 
and limited-production cars and the 
customary cutaway chassis and 
motor exhibits from the factories. 

* ae aa 


7; show was held in a large 
wholesale grocery warehouse, 
as yet unoccupied by the owner. 
Twenty acres of parking area was 
available. 

Featured at the show were an- 
tique, custom-made, foreign, rac- 
ing and sport cars, airplanes, 
diesel engines and a fire truck. 
There was entertainment for the 
children. 

Factory representatives displayed 
more than usual interest in the 
show, several sending specialists 
from Detroit. 

A hotrod contest was held, with 
dealers awarding $1,000 in cash 
prizes and 57 trophies to the win- 
ning owners. 

A free show was presented twice 
daily, featuring movie, television 
and local talent. The program at- 
tracted a total of 7,325 persons. 


Horsetrader Ed 
Sent to Prison 


In Tax Evasion 


SAN FRANCISCO. — Edward 
(Horsetrader Ed) Shapiro, used-car 
dealer, is scheduled to begin an 
eight-month prison sentence today 
(Feb. 15) for income-tax evasion. 

He also was sentenced in Federal 
Court here to pay a fine of $20,000 
and to pay court costs of $1,300. 

Shapiro, with lots in San Fran- 
cisco, Oakland and San Jose was 
found guilty by a jury of evading 
$12,487 in income taxes for him- 
self and his wife in 1946 and 1947. 

In addition, he faces civil liabili- 
ties for 1945 to 1948 totaling $307,- 


968 | 475 in taxes, penalties and interest. 


Shapiro was granted a 10-day stay 
of execution Feb. 5 to sell his Oak- 
land and San Jose dealerships. 
Shapiro’s attorney argued for pro- 
bation on the grounds that the . 
used-car business in general was in 
a “precarious state,” and _ that 
Shapiro’s in particular might not 
survive without his management. 
The Government case hinged on 
the argument that Shapiro listed 
mortgage payments on his proper- 
ties as deductible rent. The dealer 
claimed ignorance of bookkeeping 


oer | methods and tax laws. 


His attorney said there would be 
no appeal. 


Hyatt Tosses Hat in Ring 

Gary Hyatt, auto dealer, hag an- 
nounced his candidacy for City 
Council in Gaffney, S.C, 
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(Continued from Page 1) 
although their employes have 
voted against joining a union, 

State courts, he told the senators, 
hold that they are powerless to 
grant injunctive relief against pic- 
keting in a case of this kind. 

On the other hand, said Moore, 
NLRB gives evidence that it feels 
itself to be without authority. 

* + * 























“TPYHUS,” he declared, “small busi- 
nessmen, as indicated in Boga- 


Cleaning Leather 
Is Described 
As Simple Task 


DETROIT. — Recommendations 
for the care and cleaning of auto- 
mobile leather upholstery have been 
prepared by Upholstery Leather 
Group, Inc., which says there has 
been much misinformation about 
leather care lately. 

The group reports that cleaning 
leather upholstery is a relatively 
simple matter and that, in large 
part, it can be accomplished by 
merely applying a dry cloth. 

Whenever dirt accumulates, it is 
recommended that the leather be 
washed with thick “dry” suds made 
with lukewarm water and a neutral 
soap, worked up on a piece of 
gauze or cheesecloth. Then the 
operation should be repeated, using 
a damp cloth and no soap, Finally, 
the upholstery should be wiped dry 
with a soft cloth. 

Most leather authorities, it was 
said, caution against the use of 
paste waxes, polishes, body clean- 
ers, all volatile cleaners, naphtha, 
furniture polishes, oils and other 
cleansing and bleaching agents. 







NADA Makes Plea to Senate Committee .. . 


Dealers Ask T-H Exemption 
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lusa, are defenseless when they be-| clearly established as within the 
come the targets of large and| preview of the several states. The 


strongly financed trade unions. 
“In our judgment,” he added, 
“the states are better able than 
the Federal Government to give 
these small businessmen the pro- 
tection they need. 
“Such jurisdiction should be 


Customer Is King— 


Steudel Motors, Inc. (Dodge-Plymouth), 
Cleveland, recently proved that it is will- 
ing to go out of its way to please a 
customer. When Ruth Moll, executive of 
a tool firm, placed an order for a 1954 
Dodge V-8 club coupe, she stipulated 
delivery in January after her return from 
Florida. W. O. Steudel (left), president, 
took the car to Cleveland airport and 
handed Miss Moll the keys the moment 
she stepped off the plane. 















































MONTREAL.—Although a buyer’s 
market for automotive products has 
begun, members of the Canadian 
Automotive Wholesalers and Manu- 
facturers Assn. were warned last 
week not to cut prices. 

“If you indulge in price-cut- 
ting,” Thomas H. Whellams, vice- 
president of the association, told 
a convention here attended by 
more than 500 delegates, “and by 
that I mean rebates, credit me- 
mos, or extended discounts, your 
association won’t be of any use 
to you. 

“This negative attitude toward 
increased sales will not create good- 
will nor good public relations. And 
in the end, who wins? The cus- 
tomer, of course. 


“I strongly believe,” Whellams 
added, “we should continue to raise 
the standards in our field of busi- 
ness. The association will frown 
upon special deals of any kind and 
will encourage and promote a high 
degree of ethics among its mem- 
bers, which is really only common 
sense.” 

Cc. E. Phillips, president, told 


‘Make’ Committee 
Is Selected by 
Idaho Dealers 


BOISE, Id.— An NADA “make” 
advisory committee has been se- 
lected in Idaho, according to Leon 
Weeks, secretary of the Idaho 
Automobile Dealers Assn. 

Members are: 

Buick—Leo J. Mason, Caldwell; 
Chevrolet—E. A. Bogert, Pocatello; 
Chrysler — J. C. Ashworth, Twin 
Falls; Cadillac—Richard M. Logs- 
don, Boise; DeSoto—E. R. Hopper, 
Boise. 

Dodge—Ralph L. Fry, Pocatello; 
Ford — Roy C. Davidsen, Boise; 
Nash — E. J. Wills, Twin Falls; 
Lincoln-Mercury — Loren C. Max- 
well, Boise. 


Oldsmobile — Park Price, Poca- 
tello; Packard—Paul Gregoire, Po- 
catello; Pontiac — G. J. Kramer, 
Moeur D’Alene, and Studebaker — 
Roy J. Keller, Idaho Falls. 


Canadian Jobbers Warned 
To Shun ‘Price-Cutting’ 


the organization that well-trained 
staffs as well as sound public re- 
lations and selling policies must 
be established and maintained, 
and that standards of ethics must 
be practiced in all phases of the 
industry, 

Problems of manufacturing, dis- 
tribution, sales, services and man- 
agement were among the topics dis- 
cussed. D. S. Pocock, chairman of 
the marketing and research com- 
mittee, spoke on “Prospects for 
This Year and Next.” 


ATA Group 


(Continued from Page 2) 


ation of trucks and reciprocity be- 
tween the states.” 

The emergency committee is com- 
posed of truck operators represent- 
ing all types of highway freight 
hauling in many sections of the 
country. Working with it will be 
a representative group of state as- 
sociation and ATA conference ex- 
ecutives. 

The group will meet at the Con- 
rad Hilton Hotel in Chicago and 
will devote three full days “to this 
serious attempt to develop some 
concrete tax program or policy up- 
on which our industry can stand 
united,” Cole declared. 

D. L. Sutherland, president of 
Middle Atlantic Transportation Co., 
New Britain, Conn., was named 
chairman of the special committee. 

Meantime, ATA last week filed a 
brief with the National Labor Re- 
lations Board urging that it rule 
unlawful a boycott inducing em- 
ployes of interline motor carriers 
(that is, carriers exchanging cargo 
with other companies for further 
movement) to refuse to handle 
freight of a company involved in 
a labor dispute. 

The request grew out of a threat- 
ened shutdown of McAllister Trans- 
fer, Inc., York, Neb., in February, 
1953. 

ATA also endorsed a Senate bill 
which would permit the Postoffice 
Department to contract with pri- 
vate carriers for the operation of 
highway postoffice vehicles and cut 
an estimated $30 million off its ex- 
penditures. 





availability of avenues for prompt 
relief at the local level would pre- 
clude recurrences of situations like 
the one in Bogalusa.” 


Despite the temendous size of|, 


the retail automobile business, most 
dealers are small businessmen, 
Moore asserted. 

+ * * 


OUR out of five of the dealer- 

members of NADA, he added, 
sell fewer than 100 new cars a 
year. 


Commenting later on NADA’s 
request to the Senate committee, 
Fred Bell, NADA executive vice- 
president, declared: 

“The rights of these small busi- 
nessmen must be protected. We be- 
lieve that the most effective way to 
provide this protection is to exempt 
the retailer from the provisions of 
the Taft-Hartley Act and allow 
local problems to be solved at the 
local level.” 











Philadelphia Independents Elect— 















Lovis Shlifer (second from left), newly elected president of the Philadelphia Used 
Car Dealers Assn., accepts the gavel from his predecessor, Herbert R. Batterman 


president, and Milton Berr, secretary. 


(second from right). With them are Jack Liebowitz, treasurer; Lawrence P. Ross, vice- 


Quad-Cities Spur Plans for Show 


ROCK ISLAND, Ill. — Prepara- 
tions are being stepped up for the 
1954 Autorama of the Quad-Cities 
(Davenport, Ia., and Moline, East 
Moline and Rock Island, Ill.), to be 
held Apr. 3-11 at the Rock Island 


‘CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 150,000 readers engaged in all branches of the automotive industry from Maine ! 
to California. RATES: TWENTY CENTS (20c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
10c PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name | 


and address at regular rates. Add One Dollar ($1) per 


insertion for use of a box 


Armory. 


‘Vernon B. Trevellyn, Davenport, 


has been named chairman of the 
executive committee. The show will 
be open from 1 to 11 p.m. Saturdays 
and from 6 to 11 p.m. other days. 


aumber, in care 


of Automotive News. Replies to Box Number ads: are forwarded to the advertiser, unopened, the same | 
day received. Display ads: $11.20 per column inch, per insertion. CLOSING: SIX DAYS IN AOVANCE j 


OF PUBLICATION DATE. 
WANT AD OEPT., 


BOUT ih ae Old alelers 


AUTOMOTIVE NEWS 





HELP WANTED 


AUTOMOTIVE 
ENGINEERS 


Foreign service. Graduate mechanical en- 
gineers with minimum 5 years’ work 
experience in design, operation and main- 
tenance of automotive equipment. 

Write, giving full perticulars regarding 
personal history and work experience. 
Please include telephone number. 


Recruiting Supervisor, Box AN-3 


Arabian American 
Oil Company 


505 Park Ave. New York 22, N. Y. 








EXPERIENCED GMC TRUCK and heavy 
equipment salesman wanted; our present 
salesmen are averaging $10,000 to $12,- 
000 yearly, at one of the largest GMO 
agencies in the south. Write or call Don 
Grace, General Truck & Equipment Co., 
Orlando, Fila. 


SALES MANAGER FOR Chrysler-Plym- 
outh agency in a city of over 300,000 
population. In business with the same 
account for 25 years. Excellent opportu- 
nity for a man qualified to move 900 
new units per year. Experience and past 
record must be excellent, Give full parti- 
culars and references in your letter. Box 
3491, c/o Automotive News, Detroit 26. 





SERVICE MANAGER FOR dealership 
handling Buick (with large potential— 
established 24 years) in Chicago. Oppor- 
tunity for right man, now employed in 
same capacity, looking to better himself. 
Write fully. Replies kept confidential. 
_ 3504, c/o Automotive News, Detroit 


WANTED 


POSITION 





SERVICE AND PARTS EXPERT, 16 
years’ experience Chrysler products, su- 
pervising, promoting and merchandising 
both departments. Prefer southwest or 
west. References exchanged. Box 3465, 
c/o Automotive News, Detroit 26. 


CONTROLLER-ACCOUNTANT. Aggressive, 
high type individual seeks position where 
his knowledge and experience in the auto- 
motive field may be successfully applied. 
oo 3492, c/o Automotive News, Detroit 


POSITION WANTED 


USED CAR SALES MANAGER with new 


and used car experience (8 years). Age 
34, married, college education, proven 
volume profitable operator. Excellent ref- 
erences, bondable, personable, good ap- 
pearance. Experienced in Ford and Gen- 
eral Motors procedures, appraising, re- 
conditioning, merchandising. Available 
immediately. Would like permanent con- 
nection where hard work and know how 
will pay off. Living Detroit but will relo- 
cate for potential future anywhere. Box 
3512, c/o Automotive News, Detroit 26. 


QUALIFIED AUTOMOBILE MAN desires 


position with dealer located in mild cli- 
mate. Experienced ‘‘Big 3’’ light, 
medium, heavy new. Thorough knowl- 
edge used sales, values, reconditioning, 
merchandising. Parts and service experi- 
ence in past. Strong closer—no pressure. 
Able community salesman. Capable man- 
ager, can assist dealer and assume re- 
sponsibilities. Want permanent connection 
with a future. Age 39, family of four, 
—excellent health, best references. Re- 
quire adequate income to live comfortably 
in your community. Available on short 
notice. Box 3506, c/o Automotive News, 
Detroit 26. 


SALES MANAGER. Qualified to assume 


full responsibility in all phases. Presently 
employed, complete charge GM dealer- 
ship—Philadelphia vicinity for the past 
four years as sales manager. Handling 
three hundred new cars yearly. 
relocate although not forced to. Ex- 
ceptional background of prewar ex- 
perience to meet today’s market con- 
ditions. Age 46, single. ‘‘Big Three’’ 
dealership preferred. Go anywhere. Write 
Box 3435, c/o Automotive News, Detroit 
26. 


Wants 


ATTENTION PHILADELPHIA, PA. area 


GM dealers. Sales manager, in middle 
thirties, with proven record, now em- 
ployed with one of GM’s largest dealers 
in the higher price field. I can do the 
job, mold a good sales force and run an 
efficient operation. Box 3456, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT—OFFICE MANAGER, Fe- 


male with fifteen years General Motors 
accounting experience desires position in 
metropolitan Philadelphia or surrounding 
suburbs. Box 3507, c/o Automotive News, 
Detroit 26. 





AUTO SALES MANAGER or general man- 


ager. Presently employed as general sales 
manager of a 6,000 unit a year dealer- 
ship. It is considered the most successful 
in the state. Am interested in a position 
where I may become part of the compa- 
ny. Former finance and factory experi- 
ence. Sober, young, married with com- 
plete knowledge of all phases of the 
business. Box 3493, c/o Automotive 
News, Detroit 26. 


PARTS MANAGER, 16 years’ experience, 


MoPar parts, wholesale and retail. Pre- 
fers southwest or west. Excellent refer- 
ences. Box 3479, c/o Automotive News, 
Detroit 26. 


COMPLETE PROTECTION GIVEN 


AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using a 
box number. For our readers who wish to 
protect their identity when answering box 
number ads, we suggest you send your 


replies direct to Classified Manager, Auto- 
motive News. Enclose a note listing the 
concerns which you would not want your 


letter to reach. Your reply will be de- 
stroyed if the advertiser is one you have 
mentioned; otherwise it will be forwarded 
immediately to the advertiser. 





AUTOMOTIVE 


AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





POSITION WANTED 


G RAL OR SALES MANAGER, Seven 


year’s automobile retail experience with 
Hull-Dobbs, Ford and large Chevrolet 
dealership. Active in all phases of dealer 
operations. Young (age: 28, marri col- 
lege graduate) with outstanding ck- 
ground in sales; possess physical and 
mental stamina to work long hard hours, 
ability to train an efficient sales force, 
appraise, close deals and make decisions. 
Presently employed es assistant to 
general manager of 2,400 car per year 
GM Pp. Prefer to relocate south 
or south west or consider other interest- 
ing offer. Box 3497, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER-SALES- MANAGER 


desires position in Florida with new car 
dealer. 25 years’ experience in the auto- 
motive industry. Complete knowledge of 
used car reconditioning, merchandising, 
service and parts. Ford and independent 
experience. Excellent references. Box 3498, 
c/o Automotive News, Detroit 26. 


SALES MANAGER-GENERAL or new, 


eighteen years experience with Oldsmo- 
bile dealer. Thorough knowledge in all 
phases of operation including wholesale 
car orders, parts and service, factory 
adjustments, training and supervising 
sales force and general office procedure. 
Excellent and ability refer- 
ences. Prefer southern location, Box 3499, 
c/o Automotive News, Detroit 26. 


AUTO SALES MANAGER 
or GENERAL MANAGER 


Presently employed with one of largest 
Ford dealers. 17 years experience in 
automobile business. Have trained as 
high as 50 salesmen. Am interested in 
position with Ford or Chevrolet dealer 
as manager or general manager or 
would consider any outstanding op- 
portunity. Would assist Ford dealer- 
ship in Ford development plan. Not 
looking for big starting salary. Was 
general sales manager before the war 
for a large Buick company. 


Box 3453, </o Automotive News, 
Detroit 26 





SALES PROMOTION-ADVERTISING-Sales 


training. Sales-cessful idea man writer, 
age 38, wants challenging job with car 
manufacturer or vendor. Experienced in 
originating and helping build good new 
car, used car, p & a, and service sales 
programs from both factory and field 
standpoints. Excellent record as factory 
service executive, creative sales contact, 
writer. Good industry references. Write, 
right now to Box 3494, c/o Automotive 
News, Detroit 26. 


PARTS AND accessories 
merchandising manager. Qualified by 
background, interest, and talent. Avail- 
able for vehicle or parts manufacturer. 
Please inquire. Box 3495, c/o Automotive 
News, Detroit 26. 





SALES MANAGER TO DO an 800 or more 


annual production job for dealer wanting 
an inspired, enthusiastic sales team 
working on a modern, proven merchandis- 
ing program producing business and 
profit. Box 3496, c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER — Ten years Ford 


experience. Managed 800 unit franchise 
for last 3 years—principle city. Excellent 
dealer or factory references. 36 years old, 
family man, dependable, enthusiastic and 
aggressive. Have know how and ability 
to get things done. Box 3506, c/o Auto- 
motive News, Detroit 26. 
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Automotive News, Detroit 26. 
DEALERSHIPS AVAILABLE 
DHALERSHIP AVAILABLE handling 
Dodge-Plymouth. Located in north east- 
ern Ohio industrial city of over 50,000. 
Only parts and equipment need be 
purchased. Building can be leased reason- 
ably. This is a well established business. 
Will deal only with principals. Box 3475, 

c/o Automotive News, Detroit 26. 


Los ANGELES DEALERSHIP. Finest 
new and used car facility in all southern 
California. Located in the heart of auto- 
mobile row in downtown Los Angeles, 
Showrooms display 21 new cars. Lot dis- 
plays 80 cars without crowding. Com- 
pletely equipped body and service shops, 
now handiing Hudson. Take over 
equipment and leases—nothing else. Plant 
will sell 100 to 150 used cars a month 
from street traffic alone. Tremendous 
opportunity for midwest dealer needing 
coast ovtlet for used cars. Immediate 
action necessary account partnership be- 
ing liquidated. $25,000 full price. 
Management available. Contact B. Ross 
Wright or Earie Beal, Wright & Beal, 
lith and Figueroa St. Los Angeles 15, 
Calif. Phone Prospect 7771. 

and 


DEALERSHIP HANDLING - Dodge 
Plymouth, Indiana—located on two niain 
highways in county seat town of 15,000, 
New building with good lease. One of a 
few perfect setups, Other business inter- 
est, reason for selling. Would consider 
financing, Box 3500, c/o Automotive 
News, Detroit 26. 


FOR SALE—#EXCLUSIVE agency handling 
Chrysler-Plymouth in live western N. Y. 
city over 20,000 population. Includes fire- 
proof constructed building, 25,000 square 
feet floor space. Large lot. Good location. 
Factory approval necessary. Southérn 
Tier Realty Co., Inc., 148 N. Union &t., 
Olean, N. Y. 


HANDLING PONTIAC-GMC county seat, 
20 miles from Kansas City. Lease new 
building. Gross 1953, $350,000, Inventory 
small. No accounts or cars. Rich farming 
and suburban community. Write Kenneth 

Myers, Platte City, Mo, 


DEALERSHIP AVAILABLE — One of the 
“Big Three’’ in a prosperous northern 
Ohio city. No buildings to purchase, only 
operating equipment and parts. Principals 
only. No brokers. Box 3476, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP, HANDLING LINCOLN- 
Mercury—midwest area, for sale. Fran- 
chise covers six county trading area 
over 50,000. Delivered 110 Mercurys and 
17 Lincolnms last year. Reasonable lease 
on building and adjacent used car lot. 
Will sell stock inventory and equipment. 
Seller will retain used cars and account 
receivables. Factory approval necessary. 
Box 3447, c/o Automotive News, Detroit 
26. 











DISSOLVING PARTNERSHIP — Best lo- 
cated Dodge-Plymouth dealership — Los 
Angeles county—Approximately 500 cars 
ee year. Profitable operation, low ex- 

good service coverage, excellent 
facilities, good used car operation next 
to new car bidg. Completely equipped 
shop. Parts inventory in excellent con- 
dition. No used cars or receivables to 
buy—will sell at reduced inventory price. 
Box 3445, c/o Automotive News, Detroit 
26. 


WELL BSTABLISHED DEALERSHIP 
dling in 





totaled 150 units. No blue sky, Will sell 
for fiat price or inventory. Will take 
$25,000 cash to handle. 


Mereury, 110 ears; caameae ‘ty: ‘S36. 
500, Others. Box 3501, c/o Automotive 
News, Detroit 26. 


IOWA DEALERSHIP HANDLING FORD— | 


70 units. Buy or lease modern building. 
No used cars or receivables, Best of 
equipment. Lump sum or inventory for 
quick sale. Approximately $20,000 total. 
Money maker, Factory approval neces- 
sary. Owner buying larger deal, Box 
3502, c/o Automotive News, Detroit 26. 


equipment. Will $16,000. Box 
3503, c/o Automotive News, Detroit 6. 
YOR SALE—DEALERSHIP handling 
Dodge-Plymouth, = in suburb near 
Chicago, 300 car deal. $1,250,000 gross 
in 1953. No real estate, no used cars to 


buy, very low rent. Au replies confiden- 
tial’ Box 3481, c/o Automotive News, 
Detroit 26. 


DEALERSHIP AVAILABLE, one of “Big 
Three’ 


of parts and eq 
jess than $18,000. a! 3471, c/o Auto- 
motive News, a WATEAEE 


DEALE AILABLE handling 
a odaedganeds — western Washington, 
heart of vacation land, Progressive terri- 
tory of 35,000. Will sell at reduced in- 
ventories — $15,000 will handle. Ad- 
vantageous to buyer, owner interested in 
larger dealership. Box 3509, ¢/o Auto- 
motive News, Detroit 26. 

DENVER, COLORADO dealership handling 
one of ‘‘Big Three.’’ Same lecation over 
25 years. Excellent modern facilities. 
Sales well over $1,000,000 in 1953. Sell 
at book value. With or without real 


motive News, Detroit 26. 

WHEN BUYING or SELLING 
an 

AUTOMOBILE DEALERSHIP 


Consult a Specialist. 


LEO J. KLEM 


412 Fisher Bidg. Detroit 2, Mich. 











AUTOMOTIVE NEWS, FEBRUARY 15, 1954 


DEALERSHIPS AVAILABLE 


SEVERAL PROFITABLE ‘‘Big 3’’ dealer- 
ships available in sunny southern Cali- 
fornia. Inquiries confidential. 
brokers, G, R. Bill Company, El- 
Cajon Bivd., San Diego, Calif, 

LING Cc 


thousand in 
c/o Automotive News, Detroit 26. 

Go 
Beautiful Florida town. Twelve thousand 
population, Total price twenty-five thous- 
and, Box 3477, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 

WANTED — GENERAL MOTORS, FORD 
or Chrysler dealership on east coast of 
Florida, Will purchase property or lease. 
Already o.k’d by factory. All replies 
confidential. Box 3480, ¢/o Automotive 
News, Detroit 26. 

GM AGENCY—NORTH Jersey only. Have 
factory approval. No brokers. All replies 
strictly confidential. Box 3608, c/o Auto- 
motive News, Detroit 26. 


WANTED AUTO AGENCIES 


We have qualified buyers for all size auto 
agencies throughout the United States. Al 
repiles held in strictest confidence. 


DAVID JARET CO. 
Established Over 29 Years 
150 Montague St. Brooklyn 2, N. Y. 
ULster 2-5600 








GM OR FORD DEALERSHIP within x 
miles New York City, 
— New York, N. Y. W: 
CASH FOR SMALL southern GM or Ford 
dealership, Approval assured. Confiden- 
tial, Box 3468, c/o Automotive News, 
Detroit 26, 


BUSINESS OPPORTUNITIES 
FOR SALE—BATTERY factory capable of 
producing between 300 and 400 batteries 
per day. Located in upper midwest. Write 
= 3511, c/o Automotive News, Detroit 


Automobile 


Auctioneers 


E. E. JOHNNY 
McCLURE wooD 


Dealers: Reduce your used 
car stock the profitable way. 
Will conduct a retail auto 
auction 


in your place of 
business. Having successful 
auction sales for others, and 
will do the same for you. For 
references and dates write, 
wire or phone. 


JOHNNY WOOD 
R.R. No. 3, St. Joseph, Mo. 


Phones: 


2-7933 2-4878 





Distributor Wanted 
and 
Franchise Available 


World renowned garbage collector 
body that operates at 30% economy 
desires manufacturer, but especially 
sales organization to distribute na- 
tionally or regionally. Experienced 
sellers to municipalities and individual 
operators only sought. Require assur- 
ance of specific cash outlay for license 
plus annual sales efforts costs. License 
holder in New York now 2 or 3 weeks. 


See Alberto Viller 
Barbizon Piaza Hotel, N. Y. 
or 
Bryan Headershott and Son 
Public Relations Counsellors 


1025 Conn. Washington, D. C. 
Tel. EX 3-0946 





STATE OR AREA 
FRANCHISES 
AVAILABLE 


Our 1954 plan will make avail- 
able certain franchise area to 
ex-auto dealers or managers. 
Yearly repeat business with 


high potential earnings to fi- 
nancially responsible person. 


See 


PLANMASTER 
d 


on Page 67 





BUSINESS OPPORTUNITIES 


7% in Fort Lauderdale, Fia.! 


Temperature’s just right to enjoy living 
+ + « @nd making money! On world- 
famous Fort Lauderdale Beach — a 
luxurious 7-unit apartment building, at- 
tractively furnished. Available to you 
at a substantial reduction below cost 


due to owner's change in plans. 
Tetal Price $85,000. Details on this or 


other properties en request, without 


obligation. e 


SUN REALTY, REALTORS 


1411 No. Federal Highway, 
Fort Lauderdale, Fla. 
Telephone 3-734! 





DEALER SERVICES 


INVENTORY SERVICE 
BUYING OR SELLING A 
DEALERSHIP ? 

@ Buy Right @ Sell Right 
Parts — Accessories — Equipment 

@ @ A disinterested certified sical 
inventory will save you money @ @ 
DON'T GUESS — BE SURE 
Call or write for service details. 
AUTOMOTIVE INVENTORY 


SERVICE CO. 
10040 Freeland, Detroit 27 Mich., WE 3-6445 











NEW! MODERN! 
MACHINE RECORDED INVENTORIES 


Eliminates possible error. Cuts time in half. 


FAST! 


Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. Ac- 


curate, confidential. LOW COST. 
INVENTORY PARTS SERVICE CO. 
5050 Joy Road Detroit, Michigan 
Texas 4-7450 














ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950-1951 
Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 





SOMETHING NEW 
USED CARS DELIVERED 


We have for sale a nice selection of 
fleet leased 1952 Chevrolets, Fords and 
Plymouths in all body styles. These cars 
can be delivered to yéur door regardless 
of location. Phone or write for informa- 
tion: 


Robinson Auto Rental, Inc. 


229 S. Hanson St. Philadelphia, Pa. 


1. E. Spetig, Used Car Manager 
Sherwood 8-1500 








DEALERS SAY 
Our greatest dollar valves are at 
CARL MARKER’S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 
One of the Nation's Best 


Sale Every Tuesday 
12:30 P. M. 


OPEN ALL NIGHT MONDAY 
Phone E 1254 Phone E 5209 


334 West Main Street, Fort Wayne, Indiana 


We Guarantee Checks 
Dealers Only 








FIRST IN NEW YORK STATE 
AUTOMOBILE TITLES GUARANTEED 
ANNOUNCING 


FIRST AUCTION THURSDAY, 
FEBRUARY 25th 
and every Thursday thereafter at 
SYRACUSE AUTO AUCTION 
(for dealers only) 
Every Thursday — at noon 
We gvorantee checks and titles 


Located on U. S. Route Ii, Se ates seat 
of Syracuse suburbs, 24 mil of 
fnetion of Routes 20 and || (Greyhound 
service). 
Auctioneers: 


Telford Chambers and A. V. Zogg, Jr. 
Irving ©. Mondore, Owner 








AUTO AUCTION 


TIM ANSPACH 


“Midway,” Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 





OARS WANTED 


CASH FOR NEW 1954 Oldsmobiles and 
Cadillacs to take care of heavy ofl in- 
dustry demands. We Don 
Pierson Olds - Cadillac Co., 

Texas, 





PARTS FOR SALE 





a2 FREE 


GM ILLUSTRATED 


PARTS 
CATALOG! 


largest Wholesale Stocks 
of GM Parts For 
© Buick 
® Cadillac 
© Oldsmobile 
® Pontiac 
® Chevrolet 


One day service. Special cash allow- 
ance on Phone Orders. All Shipments 
C.0.D. 


GORDON BUICK 


(formerly Robertson Buick) 
1000 S$. WABASH AVENUE 


Chicago 5, Illinois WaAbash 2-1030 
sae gues = 








GENUINE 
STUDEBAKER 
PARTS 


© Large Complete Stock 
® Ship Anywhere—Same Day 


NORTHSIDE MOTORS 


4232-42 Natural Bridge 
St. Louis 7, Mo. 
LU. 4860 










GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 
FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 


TRUOKS FOR SALE 


FOR SALE. 5—1951 F8 chassis cab, 195’’ 
wheelbase, factory air, 10:00 rubber, log- 
ging trucks in running order—cabs, fen- 


ders, hoods, rough. Tires fair, 2 speed 


rear axles, transmissions, radiators 
blocks, air, ete, O. K. $695 as is, Cali 
Motors, 918 Grand Ave., 
Springs, Colo, 


for One Year $8 [] 


Cee ere rs ee ee 


Glenwood 


for which check is attached [_] or send bill [7] 
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SHOP EQUIPMENT FOR SALE 
SHOP on ae tee a FURNITURE 
parts. bins, over hundred items 

for sale from motes dealership, 


For 
sale at real eaving prices to ve part- 


ices and 
pti write 133 
South 6th St., Terre Haute, Ind. 


MISCELLANEOUS 


grin and metalizing. John P. Hughes 
grinding an Ine., Commerce 8&t., 


° 


GET ACQUAINTED OFFER 


WANTED 1000 NEW CUS- 
TOMERS — THIS SPECIAL 
_INTRA-STATE 


TOW BAR DEAL 


TRI-KING 3-Point Hook- 
Up (Folding ''V" Type) 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar. . . 


$42.50 
$19.50 


SAFETY CHAINS, set of 2, 
2 No. 25 Adaptors 


ALL THE Only $50 


ABOVE FOR 


(Offer Expires Feb. 28th) 
All Prices include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


40 So. Clinton St., Chicago 6, Ill. 





PROVEN BEST 


By Actual Test 
Our New Model 


TOW BARS 


Meet 1.C.C. Requirements 
Cannot Be Matched 


At Any Price 
Write Today For 
Ilustrated Catalog 


FACTORY SALES DIVISION 
PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Dept's. 


“Leaders In The Industry" 
Since 1939 





DISCOURAGED? 


Don't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
part—or that experienced service 
manager — or those used cars. 


Send your message across the nation 
through an 


AUTOMOTIVE NEWS WANT AD 





—— —-—-—— ——} 


New Subscription Order 


Send Automotive News to Address Below 


or Two Years $14 [] 





A Fine Car and a Fine Dealer Organizatio 


are making great strides in 
inning New | 


Friends! 








~ am 


4 ei en 


Pontiac owners stay Pontiac owners. They remain fast 
friends year after year because they know from personal 
experience, thoroughly backed by road records, that 
Pontiac is the most trouble-free car in America — that 
dollar for dollar you can’t beat a Pontiac on any count. 


Now with two great new lines for 1954—the magnificent 
Star Chief and the beautiful new Chieftain — Pontiac 
dealers can offer Pontiac’s special loyalty-building 
qualities to an even wider market than before. 





Because the new Star Chief compares in size, luxury 
and performance with America’s finest cars, Pontiac 
now has an even greater appeal to buyers who want 
true fine-car quality at a down-to-earth price. 


Just as the cars are built to extend Pontiac’s unsurpassed 
owner loyalty, so is the dealer organization keyed to 
maintain it. Both are necessary to win new friends and 
hold them, and both are completely qualified to achieve 
this fundamental of continuing success. 


DOLLAR FOR DOLLAR YOU CAN’T BEAT A 


PONTIAC 


PONTIAC MOTOR DIVISION OF GENERAL MOTORS CORPORATIO 


maa es 








